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* Every man and woman of the Columbian 
organization feels a warm glow of pride at the sight 


of the Army-Navy “E”’ waving over our plant. Our 


determination to persevere at our task of turning 








out the most that we possibly ean of the products 


that have earned for us this recognition, is 


our way of saying to our fighting men 


uniteD 


““We’re with you.” 
COLUMBIAN ROPE COMPANY 


AUBURN, “The Cordage City,” N. Y. 





PRODUCTS 


CARRY THE FIGHT TO THE ENEMY 






From a painting in color by Milton Menasco* 


THE FIRST MARSHALL-GILBERT RAID 


A Review by Fletcher Pratt, Noted Naval Authority 
The Japs had bases on Wotje, Mili, Jaluit, Makin and 
Kwajalein; islands the League of Nations had given them 
to hold in trust for the world. In January 1942 they began 
to assemble in these harbors an invasion fleet — trans- 
ports, cruisers, submarines, with seaplanes and land planes 
and tenders for both. Their plan was to walk down the 
ladder of islands through the Gilbert and Ellice chain to 
Fiji and the New Hebrides, thus cutting communications 
between America and Australia. With our battleship fleet 
out of commission at Pearl Harbor they were pretty 
sure we could not interfere. Their error. Admiral 
William F. Halsey had been 
cruising those waters with a 
force of cruisers and the car- 





AMERICAN 








AMERICAN MANUFACTURING COMPANY, Noble and West Sts., Brooklyn 22, N. Y. 


riers, Lexington, Enterprise and Yorktown, and he knew 
their intentions. Before dawn on the first of February, 
the Japs at their bases woke to a thunderous dawn—bombs 
bursting among hangars and ships sinking in the harbors. 
At Wotje, Halsey’s cruisers headed by the Salt Lake City, 
ran in and deluged the place with a concentration of gun- 
fire that smashed everything ashore. The invasion fleet 
was wiped out and the route to Australia was saved. 
* 7 + 


“‘American Superior’’ Manila Rope and ‘‘War-Eagle’’ Sisal Rope are still 
being made, but only for vital war uses. Meanwhile the half-century of 
experience behind our first line ropes is being used to give our trade the 
very best substitutes possible. You can accept any ‘‘American’’ rope with 
confidence. CONSERVE ROPE. Write for free booklet ‘‘ROPE FIGHTS’. 


*PREE PICTURE SUITABLE FOR FRAMING-—A full-color reproduction 
of the above painting, with a chart and additional details about this en- 
gagement, may be had upon request. Write for your copy today. 


AMERICAN ROPE 


TWINE 


° OAKUM « PACKING 


Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo. 


Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 








, Util \01 started 


to do the selling! 


respond when they have read the Yale & 
Towne ad whichappeared inthe March 18 
issue of the SATURDAY EVENING POST. 

The appearance of this ad set the stage 
for hardware dealers’ participation in the 
national “Food Fights For Freedom” 
program. Information on what you can 


oe cantare oa ss sasseteees MY Cows 
business ... is contained in the current WERE DOING THE 
ILKING 


issue of the YALE VICTORY NEWS which 
has been appearing recently in the hard- Be 
ware magazines. : 4, 

This is the seventh of Yale’s Wartime oe fie aioiy Ca 
Progress Plan promotions. Though many 4 ¢ | “en oboe CMH! Thong 
Yale & Towne products may be scarce, y ; ie hed vo ih Then joc 
due to Yale’s war manufacturing respon- Deer: Ran onsale 
sibilities, Yale advertising—one of the . ME 8 8: were ening 87 
most widely acclaimed wartime promo- 
tion campaigns in the hardware field— 
still helps make the sale! 
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Mdustrial Truck 
SHOP AT Your Loca . 
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helps make the Sale 


THE YALE & TOWNE Stamrcnv, conn..u. 5. 
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STANLEY 
HARDWARE 


for Modern 
HOSPITALS 


Hospitals are among the most 
urgent construction projects. 
Alert dealers will be in a posi- 
tion to provide these new 
hospitals with the necessary 
finishing hardware for doors, 


windows and cabinets. 


There are many Stanley Hos- 
pital Hardware items designed 
especially for smooth, silent 
operation and for durability 


under high frequency service. 
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ESTABLISHED 1843 
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He was just a little 
fellow a dozen years ago. 


Too little to know — or care — that 
even as he slept, General Motors men 
in a distant laboratory were putting 
the finishing touches on a special 
new refrigerant later given the trade- 
mark, “Freon,”’* 


Much too little to understand that 
the real reason for developing this 
new compound was the safety of just 
such sleeping youngsters as himself. 


That it was important because it pro- 
vided the last link in perfect safety 
for home or hospital refrigeration, 
ending even the remote risk of toxic 
harm in the unlikely event of leaks in 
the cooling system. 


He is grown now, and off fighting for 
his country on a South Pacific island. 


rexistered. 
eal 


*Prade-matk **Freon’’ is made and sold 
by Kinetic Chemic: nc. 


Inc 
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; in a lifetime 


He is old enough to know that one of 
his deadliest enemies there is the mos- 
quito, carrier of malaria. 


The interesting thing is that it is 
“Freon” that now comes to his aid. 
Twice in his lifetime, this one result 
of General Motors research is paying 
off in personal protection for him and 
his kind. 


For when mixed with chemicals to 
kill mosquitoes, this compound makes 
a new and better kind of insect spray. 
Unlike heavier sprays that fall to the 
ground, it evaporates almost in- 
stantly, leaving the mosquito-killing 
compounds floating suspended in the 
alr. 


“Freon” was not developed as a war 
product. It came about because 
General Motors, seeking 


to provide more and better things for 
more people, never stopped trying to 
make better refrigerators for Amer- 
ican households. 


But because it was known and famil- 
iar, it was available when the war 
need appeared — just as it remains at 
hand for future peacetime develop- 
ments. 


The idea that built America — the 
idea that men accomplish most when 
they can win a just reward for doing 
great things — has served the country 
well in war. 


And the same idea will keep on pro- 
viding more and better things for 
more people in a world restored to 
lasting Peace. 


GENERAL Motors 


“VICTORY IS OUR BUSINESS” 


CHEVROLET + PONTIAC « OLDSMOBILE ¢ BUICK 
CADILLAC « BODY BY FISHER ¢ FRIGIDAIRE 


GME TRUCK AND COACH 
KEEP AMERICA STRONG 
BUY WAR BONDS 
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Building Predure Sales 


for KEYSTONE 
Fence Dealers 


Outstanding Keystone ads like 
these are appearing constantly 
in the leading farm magazines 
of the nation. They are ol 
signed to keep the “Red Brand 

trade mark fresh in the minds 





| 
“It Takes GOOD FENCES 
to get Top Farm Production” 





* « « Says Ralph Davis, 
Sioux Falls, South Dakota 









also to drive 


of fence users 

home the advantages of good 
mening " 

woven wire fence in helping 


maintain vital food production. 
By this extensive advertising, 
Keystone is preparing a smooth 
road for Red Brand fence deal- 
ers in the approaching postwar 
market—when you can get all 
the Red Brand fence you _ 
and you'll want all oe ae 
customers you can get. This 1s 
but one of the many advantages 
of being an authorized Keystone 


dealer. 


KEYSTONE 
STEEL & WIRE CO. 


PEORIA, ILLINOIS 


ve ac icec om actual size 
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RED BRAND FENCE 


P| Came on this 200-acre 

farm four years ago with 
18 cows and 140 head of hogs. 
Today, with good fences, I’m 
able to Carry 44 beef cattle, 
350 head of hogs, and a large 
flock of chickens. It would be 
impossible to Carry all this 
livestock without good fences. 














“But this is just half the 
story. With lots of livestock 
and good legume pasture, I’m 
building up the soil and my 
Crop yields are increasing. 
Last year the corn made 60 















bushels per acre—four years / ) 
ago it couldn’t have made‘) MORE NEW FENCE / 
more than 40. Due to wartime restrictions on 
' unlimited use of zinc, the red 
paint on the top-wire of Keystone 
fence has been temporarily dis- 
continued. In the meantime, the 
government has released certain 
tonnages of steel for the manu- 
facture of fence and fencing 
materials, including steel posts. 
ceystone’s Present fences, while 
not marked with Red Brand, are 
made of copper-bearing steel, 
well galvanized and good for 
Many years of satisfactory sery. 
ice. Now in stock 
at your nearest 
Keystone dealer. 


“So good fences Pay double 
dividends; you can raise 
more livestock, and you 
can increase the crop yields. 


“RED BRAND is My Choice” 


“When | put up a fence, | 
want it to last. That’s why 
more than 80% of the fence 
On this farm is Red Brand. 






— 
The wire is tough and aa 

j Sell your scrap to- 
strong, and it lasts for day *. help bom 
years. 


the Axis! 


KEYSTONE STEEL & WIRE Co. ' 


PEORIA, ILLINOIS 


and RED TOP 
STEEL POSTS 
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WATER SYSTEMS 


MARCH 30, 1944 


PUMPS 























A Message 

to MYERS Dealers 

‘Everybody knows Myers Pumps and Water Systems — but 
does everyone in your trading area know that you are the 
Myers dealer? Keep your name closely linked with Myers 
so you'll be ready for the biggest market in the history of 
the Water System Industry. There are many things you can 
do now to let people know that you are headquarters for 
Myers sales and service. Myers has a complete program for 


local cooperation. Ask your Myers salesman, or write us. 


The F. E. Myers & Bro. Co., 1002 Church St., Ashland, O. 











THE MISSING 
SALESWOMAN 


IN YOUR 



















Solve Your Help Wanted Problems... Serve 
Customers Quickly with O-Cedar’s Self Service 
Merchandiser ... A Proven Sales-Getter! 


Don’t lose customers because you're short of help, short of 
time! With this O-Cedar Merchandiser on your sales force, it’s 
easy to keep them smiling ... and buying. Here, in one 





self-contained unit, you offer women a complete stock 
of housekeeping and housecleaning essentials . . . just 
what they want and need. All branded with the greatest 
name in housekeeping . . . O-Cedar! Your customer is 
sold from the start, makes her selection at a glance. And 
you ring up another profitable O-Cedar sale. See it hap- 

pen...in your store! 








Tie-in with O-Cedar’s great coast-to-coast radio show 
“Hot Copy”! Window streamers, ad mats available now. 


POLISHES + WAXES + CLEANERS + POLISH MOPS + DUSTERS 


POLISHING CLOTHS - MOTH PROOFING PRODUCTS + INSECTICIDES + SKIN PROTECTIVE CREAMS 
O-CEDAR CORPORATION, 2246 WEST 49th STREET, CHICAGO 
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PEARL-WICK CORP., 27-50 FIRST ST., LONG ISLAND CITY 2, N.Y. 





THE ONLY , NATIONALLY ADVERTISED HAMPER 
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"World's lorgest Manufacturer 


3211-25 CARROLL AVENUE CHICAGO, ILL U 


* * BUY WAR BONDS AND STAMPS * * *& *& 














SPRING HINGES 


Type 2001 
The “Triplex” 


Our more then 50 Years’ experience has given us the approval 
and recognition of the leading Architects and Builders as Manufac- 
turers of Spring Hinges of Quality. We are proud of the fact that 


Chicago Spring Hinges have been used for many of our Country's 
Greatest war plants and for ships of our Navy. 


Chicago Sy Spring 





‘Hinae Co. 


Tae £0): 1.4 





CHICA 
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Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





COLD 
WATER 
MIX 


Knits to Old or 
New Plaster 


LINOLEUM 
PASTE 


=~, | Ready for use 
Teatatie for laying and 
| patching. Also 
| used on drain 


Urey boards and stair 


treads. 







Does not 
shrink — 
peel or 
crack, 


Packed: 
124% & 
5-lb. car- 
tons. Also 2—5—10-lb. Bags. 


Packed: 
Pints—Quarts—Gallons 


The Old Reliable 














CONSUMERS Brushes fe 
CRACK Need the 
FILLER Best of & 
OR WOOD PUTTY Care — 
- CLEANER 
Mixes smooth, DAISY a 
dries hard and 
stays put — will | will do that job. 
¥ not chip, crack, Retail: 





shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 
5-oz. and 1-lb. cartons. 


3-oz. cartons ........ 
12-0z. package ..... 
Packed 1 gross to the case. 








CONSUMERS GLUE COMPANY 
SINCE 1906 
ee" ST. LOUIS (18) MISSOURI 











“SPRING LOCK, WASHERS 





MACHINE SCREW_NUTS 





TAPER! PINS 





COTTER PINS 








Write for catalog 
for each of these 
STANDARD Products. 











STANDARD LOCK WASHER & MFG. CO., INC. 


17 VIKING TERRACE e WORCESTER 4, MASS. 
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WHAT IS THE SECRET OF 
GOOD SToRE ARRANGEMENT ? 


HOW RETAIL MERCHANTS CAN PLAN NOW 
FOR BETTER POSTWAR BUSINESS 


N°” is the time to plan for a better future in 
the merchandising of electrical appliances. 
Hotpoint is doing something about that future 
now—a series of bulletins entitled,“‘Planned Electrical 
Merchandising.” They are full of ideas and informa- 
tion that will give you a big edge in the postwar era. 
These bulletins are about your business. Your store 
your customers right in your community—not about 
Hotpoint products. Full of field-tested suggestions 
that will help any merchant improve his business. 


Arming For Peace 


The retailer who is best prepared with sound knowl- 
edge about store location, the secrets of display, 
making customers buy, and such, will take postwar 
business the way the Yanks took the Marshalls. 


Hotpoint is not waiting till the war is over to 





FOR OUT NT IN WAR PRODUCTION 
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put this extraordinary material into your hands. 
The first issues of “Planned Electrical Merchandis- 
ing” are ready now. Send the coupon below and you 
will start receiving them immediately. 

See how easy the ideas are to understand. Note 
how readily they can be applied. This material can 
put you in the front ranks of the postwar march to 
greater business. Send the coupon below right now! 


Edison General Electric Appliance Co., Inc. 
5624 W. Taylor Stréet, Chicago 44, Illinois 





The First Six Bulletins in the Hotpoint Series 
Unlock Many Secrets of Successful Merchandising | : 


4 “Stocking an Elec- 
trical Appliance Store” 

5 “Floor Arrangements Which 
Help You Sell” 

6 “Advertising to Bring Them into 
the Store” 


1 “Plan Now for the Appliance 
Store that Will Help You Sell” 


2 “How to Choose a Good Loca- 
tion for an Appliance Store” 

3 “Planning Your Type of Elec- 
trical Store” 








MAIL THIS COUPON FOR“PLANNED ELECTRICAL MERCHANDISING” 











Edison General Electric Appliance Co., Inc. 
5624 West Taylor Street, Chicago 44, Illinois 


Please send, free of charge, “Planned Electrical Merchandising” 


Nome_ Title. 
Owner, Manager, etc. 





Firm Nome 





Address__ 





Street : City ie, State 
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| mouth of strength and resolution of purpose 


memorable historically in the light of Patrick Henry. Rising before the assembled Virginia 


legislature on the morning of March 25rd, 1775, this illustrious representative eloquently epitomized 


the feelings of all freedom loving Americans hy his stirring challenge Give me liberty or 
' 


dive me death! Although one hundred and sixty-nine years haye sinee passed America, the 


land of the free and the home of the brave, still considers those words as a sacred trust 
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“Me Complaining?” 


“Not me. Of course I could 
sell more floor-covering ... 
a whole lot more. But since 
I know these facts...” 


That’s right! Congoleum- 
Nairn dealers and distributors know we're 
sending them all the merchandise we can. 
They know our plants are mighty busy making 
bomb fuses, torpedo parts, fireproof duck and 
numerous other items of war. They know that 
the man-power situation and raw material re- 
strictions further reduce our output of civilian 
goods. So until that day when we again can fill 
every single order, we pledge ourselves to the 
following program:— 


FIRST: War production is all important. 
After that we will produce all the Gold 
Seal Congoleum and fine Nairn Inlaid 
Linoleum war-time conditions permit. 


SECOND: Everything possible will be 
done to be sure that every dealer and 
distributor will receive his fair share 
of the civilian goods we are able to 
manufacture. 


THIRD: We shall continue pre-selling 
your customers on Congoleum-Nairn 
through extensive national advertising. 


FOURTH: In addition to continuing 
product research we are planning effec- 
tive selling helps and smooth, efficient 
post-war distribution so merchandise will 
reach you quickly when victory is won. 


We hope that knowing our plans will help you 
carry on more efficiently and help you in your 
post-war planning. 


Kearny plant recently awarded re- 
newal star for Army-Navy ‘‘E"’ for 
continued fine record in the produc- 


tion of war equipment. Dig deep... buy WAR 
STAMPS and BONDS . . . regularly. 


CONGOLEUM-NAIRN 


Makers of Gold Seal Congoleum 
and Nairn Inlaid Linoleum 
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the keynote is “‘Fix °em up 
—make ’em last.”” You can marshal your 
own parade...right into your store by 
supplying your customers with Gilmer V-Belts. 


Owners of home workshop equipment, oil 
burners, washing machines, and other house- | ca 
hold appliances have found the Gilmer 
““Eye-Ful” Tower the answer to their re- 
placement needs. 


This compact assortment of 35 Gilmer Belts 
will take care of 887 different light duty | 
V-belt drive requirements and the attrac- 

tive counter display stand helps them sell | Buy Bonds 
themselves. Don’t wait ...'The parade has 
started. And for a $21.01 investment you 
make $14.01 profit. 


L. H. GILMER COMPANY 
TACONY, PHILADELPHIA 35, PA, RI y "—IN 


Tacony, Philadelphia 35, Pa. 


= the complete Gilmer “Eye-Ful” Tower Assortment No. 350 as Manufacturing Co , pany 
1—35 assorted V-Belts for household appliances - “ 
2—Gilmer Handimeter (patented) for quick measuring of belts E RI E, P E N N Ss YLVAN IA 


3—Display stand, sign, inventory form 
4—Gilmer Belt Catalogue, America's Belt Bible 











Bill me $21.01 through your nearest jobber. 
AGENTS 


NEW YORK: 45 Warren St. CHICAGO: 162 N. Cliiates St. 
ADDRESS, 
SAN FRANCISCO: 703 Market St. 
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HOOKS 


OF THE FUTURE 
Must close quiclly 


Design and mechanism of 
LCN Door Closers will set the 
standard for the future, 


as they have in the past 

















Copyright 1944, Norton Lasier Co. 


DOOR CLOSERS 


















WIRE ROPE CLIPS 


@ Wire Rope Clips are made in a full range of sizes, 
galvanized or japanned finish. Lamson nuts fit U- 
bolts accurately. Malleable iron saddles have stand- 
ard “bull-dog” grip. Wire Rope Clips are packed in 
bulk in kegs for stock for your jobber’s distribution. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 


for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 























"As Good as | 
they Look’! 


Vaco drivers and 
small tools add pres- 
tige to any store dis- 
play. Better still, 
they bring 
business because of 
satisfactory service 
given. 


173 standard types 
to fill all needs 
Write for Catalog 

VACO PRODUCTS CO. 
317 E. Ontario St. 


Chicago 11, Ill. 
Canadian Branch Warehou 
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560 King St. W., Toronto 2, Ont. [- 
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Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 





| With th the 


ARMY 
NAVY 
and MARINES 


DIAMOND TOOLS | 


on tanks and in airplanes 





THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Diamond Products are on every fighting 
front; in every branch of the service. 
The Diamond Calk Horseshoe Company, 
on the war front as well as on the home 
front, will continue to do its part until 
this tremendous struggle is brought to 
a successful conclusion. 


, DIAMOND CALK 
* HORSESHOE CO. 


4622 Grand Ave., Duluth, Minn. 





If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 114" by sixteenths; with 
machine shanks, from 153” to 3” 
by eighths. 


She PROGRESSIVE MFG. CO 
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that springtime urge 
when your trade calls for 
efficient Screen Hardware 








No. 79 Screen and Storm 
Sash Hanger 


No. 80 Screen and Storm 
Sash Hanger 





No. 95 Rim Latch 


HE seasonable return of disease-carrying 
flies and insects makes your trade alert:to 
the necessity for ample screen protection—now. 


Screens on windows and doors are quickly put 
in place when 


National 


storm sash and screen hardware is once installed. 
The simple, efficient patented features of this fine 
hardware not only speed-up installation but hold 
screens snugly and dependably in place, insuring 
one hundred per cent protection. 


Consider too the fine protective finishes on this 
hardware which resist rust and deterioration. 


National Hardware is the hardware with the 
built-in longer life—a well-known fact which 
accounts in part for its wide popularity with 
builders and contractors everywhere. 











No. 118 Mending Plate 


Saar 








No. 85 Screen and Storm 
Sash Adjuster 
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Replenish your stocks now by making ay yplication 
for merchandise on vovernment priority forms. 


NATIONAL MANUFACTURING CO. 
STERLING, ILLINOIS 


Vara) 
\KG. Vera) 


Hooks and Eyes 


Perfect Door and Gate Spring 
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| War Work Limits Supplying Demand For 


CHICAGO LOCKS 
eee but eee 


| We'll Supply You as Long as We Can 
On Priority Basis Through Your Jobber 


Remember, too, that All CHICAGO 





Locks — lock BOTH SIDES of 
Shackle. .. . This “‘Double-Lock- 
ing Double Security’’ promotes 
quicker, easier sales—with every 
sale winning extra Customer Good 
Will—for YOU! 


There's a "CHICAGO" 
Lock for Many Needs 
Padlocks. “‘Ace’’ Locks, Cylinder 
Locks, Single, Double Bitted, 


Locks for Burglar Alarms and 
Airplanes. 








Drawer Lock No. 1970 
Shown Half Size 


Fone 14 


oC 10) 2024 NeRACINE AVE. 
Cc PP" CHICAGO, 4tL 
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A NEW PROFIT OPPORTUNITY | 
WITH A PROVEN F 
INSECTICIDE... 
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Kryocide (STRAIGHT) 1 Ib. 


This famous insecticide—widely used for effec- 
tive protection of commercial crops —is now 
available for retail sale to Victory Gardeners, 
The home garden market is immense—will be 
bigger than ever this year. Don’t miss the 

rofit possibilities of this fast-selling necessity. 
Sepetihe proves unusually popular for its 
' ease of use—its good coverage —its lasting 
qualities— and the remarkable job it does 
Kryocide D-50 in controlling destructive chewing insects. 


(READY-MIXED) Be prepared to cash in on the 
1 Ib. national advertising eeneien. 

Atco ta 3% Order now! Get in touch with 
“a + Beg = your jobber—or write to Dept. HA. 


PENNSYLVANIA SALT 


geen i Peo a +o he 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 
New York « Chicago « St, Louis © Pittsburgh e Minneapolis ¢ Wyandotte « Tacoma é 


. ibd. RRR: 


+ SE: - 





Saabs 











Here’s a picture of the Briddell folks who make ordnance for Cleavers 
Uncle Sam—as many of them, that is, as could be spared at dallactaaess 
one time. Their experience with precision production for = crag 

P . 4 Anchors 

war comes in handy in making better hand tools for you. Crow Bars 
Pinch Bars 


Craftsmen in Metal since 1895 * 








ELL INC. 


| 
4 





Wrecking Bars 
Tobacco Spears 


Chas. D. Briddell, Inc. steer 


Crisfield, Maryland 








Fish, Crab and Minnow Nets ' 
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A PROFESSIONAL SLIDE RULE 


The A 


Cl and K scales on front of rule and 


; < D, 


o 


S, L and T scales on the back of the slide are accurately 


and clearly calibrated on white composition face— 
easy to read, durable and edsy to clean. Narrow 
frame, gun-metal finish indicator has unbreakable 


transparent plastic face with centered hairline. 


-in any cli- 


hined wood. Accuracy is maintained 


These rules are made of thoroughly seasoned, finely 
mate, regardless of temperature or humidity. 


mac. 


Instruction sheet is packed with each rule in AN AT- 
TRACTIVE, DURABLE IMITATION LEATHER CASE. 


A BETTER SLIDE RULE AT A 


POPULAR PRICE 


sales of this new 


dollar rule will match the large volume of our well- 


dicate that unit 


orders in 


known “quarter” rules. Take advantage of this greater 
ORDER NOW FOR PROMPT DELIVERY 


profit opportunity. 


Advance 


Bore Saal ied wr 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on «all phases 


of this important and profitable basic hardware line. Tahing the 
“TAKING THE MYSTERY OUT OF Out oy 
BUILDERS’ HARDWARE” — BUILDERS 


HARDWARE 


PREPARE YOURSELF TO— os 
® Go after those big contract priority orders being placed 


every day for war-time requirements. 


@ Obtain V-Day delivery orders for jobs now on the draft- 
ing boards of architects and builders. 


@ Have the knowledge necessary to get a big share of the 
expected volume in builders’ hardware following the War. 





@ Become a real specialist. Good builders’ hardware men —— 
are scarce now and willbe even scarcer when peace WAS $3.—NOW ONLY $2. 





returns. Order Your Copy Now! 
If you are one of the many hardware men who have always 
Here are some of the features and wanted to know more about Builders’ Hardware—and how to make 
profitable ideas in this book that will more profit from its sale—but could not, because of the lack of 
mean more dollars for you! information on this subject—“TAKING THE MYSTERY OUT OF 
220 pages—page size 8% x Il’ inches-— BUILDERS’ HARDWARE” is the book for you. 


cloth bound to withstand hard usage. 
How to bring prospects into your store. 
Suggestions on making bids that will mean 
more sales and profits to you. 
How to cash in on the sale of replacements 
and “follow-up” items. 
A wealth of specific information on equip- 


ping public buildings. ’ You'll also be shown how to read blue prints, and to specify 
Nine comparative charts which show you jobs; how to work with property owners, contractors and archi- 
4 poe — ange items. we 8 tects; how to use Builders’ Hardware to increase sales in your 
working Blue Print, size 25 x 11'/z inches, other departments. This book will bring you all you need to know 


Glossary of more than 300 Technical Build- about this profitable, basic hardware line 
ers’ Hardware Terms, Cross Reference In- ‘ . 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community from the average home to schools, 
hotels, office buildings, churches, apartments, etc. 


dex, etc. ; The experienced Builders’ Hardware Engineer will want this 
Over 600 Illustrations, Charts and Diagrams. book for its use as a handy reference work. The beginner will 
27 Illustrations of Different Builders’ Hard- want it as a text book to use as the only complete home study 
ware Display Rooms course in this subject ever published. 
Glossary of more than 300 Technical Build- 
ers’ Hardware terms—Cross Reference Your clerks, too, should have this new book. They will become 
Index more valuable to you and more valuable to themselves by reading 





cece KKK KK KKK KK KKK KCK KKK KKK KKK CK KK CK CSCC KK SK KK Kee ee eee ee eee 





and studying it. 





MAIL THIS COUPON TODAY! 
Hardware Age, 100 East 42nd St., New York 17, N. Y. 


Please send me .... copies of “Taking the Mystery Out of Builders’ Hardware” by Adon H. 
Brownell. I will pay the postman $2 each, plus a few cents postage. (Canada and Foreign Countries 
$2.50) 

I oo as « vtm iace 014.0 4c aus tanec edie ss eeipiniuen am ee AU ao kc ookd aging dec Aine aoa des a eaanalae cede ie Sener 
FRR ee te Pee 2 eee eye eer Bh ES iy Sg ae es Pd, 





[] Check here if you enclose payment, in which case we pay postage. 
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| FURNACE TOOLS 
0—— 4 


CLINKER TONGS 
ASH HOES 
BACK-UP WRENCHES 


CLINKER RAKES 








Good Quality, Practical Design, and Convenient 
Use Has Made The FIRE-FIXER Line The 
“LEADER” in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. 










SANDUSKY, 
OHIO 














Smaller Investment 


It takes a smaller investment to con- 
centrate on the Midland trademarked 
line of harness hardware and chains. 
This line is complete. And you can 
give your customers better service 
and satisfaction. There’s extra value 
in the design, strength, material and 
workmanship of Midland products— 
the result of more than 30 years of 
“knowing how.” 


Specify MIDLAND from your jobber. 


f" 
LOFT me eee 


sw Zo ated 
— 5555545 a> Sr = 
Lv oa ¥ 
} 


THE MIDLAND COMPANY 


MANUFACTURERS — INCORPORATED 1911 
MILWAUKEE WISCONSIN 





No. 25 
BOLT SNAP 


No. 555!/2 
WIRE MOUTH BIT 


SOUTH 








GENERAL 


POWER AND HAND SICKLE GRINDERS 
KEEP YOUR FARM TOOLS NEW’ 


Increased harvests are as important as guns and airplanes this 
Our country needs foods ... 


year. 
to keep in fighting trim. 





tools in fighting trim. 





SICKLE CONES POWER SICKLE 


Clean, sharp cutting, true GRINDER Es, 

running, perfectly leveled. a heavy general utility 
Made from high quality — for all farm work. 
abrasive mineral, electri- harpens six sections at a 
cally fused. All sizes. time. V or Flat belt drive. 


3618 W. PIERCE STREET 
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more and more of them 
"General" power and hand Sickle 
Grinders will help produce more by keeping hard-to-replace farm 
Buy from your regular jobber. 










GENERAL HARDWARE COMPANY 









HAND SICKLE GRINDERS 
Sturdily built for long usage. Accurately ma- 


chined gears and pinions. Electrically fused 
sickle cones. 


MILWAUKEE, WISCONSIN 
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VICTORY GARDENERS ARE STILL BUYING THE 


CHEMICAL CROPS SYSTEM 


Victory gardeners have been buying their vegetable and flower seedlings from other sources. 
You can get your share of these sales by selling the Coldwell Chemical Crops System. 
The Coldwell Chemical Crops Unit is not designed for vegetables alone. When the vege- 
table seedlings are transplanted to the garden, perennial flower seedlings are started. 
Gardeners not only save by growing their own seedlings, but get a healthier, more trans- 
plantable seedling. During the fall and winter months, the Unit may be used to start house 
plants, which later will be transplanted to pots and fed with the same nutrient solution. 
Get an extra stock of the Coldwell chemicals for their all-the-year sale, at a good profit.’ 


' 1. Know what the system is and what its advantages are. Study the 


Fa ft ' “a Coldwell booklet and the Coldwell wall chart. Be prepared to explain 
@ how the Coldwell Unit provides controlled nourishment and freedom: 


fe of the | from diseases and pests. 


( 2, Know how it works. Plant the seed and place the Unit in your 
Coldu window where it will arouse curiosity and bring people into your store. 


Wn al 3. Tell your customers about it. The Unit is compact and will not 
>: aan take up much room on your counter. Hang the chart in a prominent 
, place. Give each customer a Coldwell leaflet. 


1. Year round sales. 
2. A profit of $2.25 on each. 


.3. Re-orders on the nutrient solution: 





War restrictions will not permit us to make enough of these Units to meet the demand. Place your order now. 


Coitpv WELL Lawn Mower Co 


MANUFACTURERS OF LAWN MOWERS AND HORTICULTURAL EQUIPMENT SINCE 1867 
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Clarion’s 6-Point 
Post-War Program: 


. lfommelia-ta) CLARION sales algelte] 


Appli > Distri 
Ppliance Distributors, Gssuring complet 
ste 
tional sales coverage 


fore! ly 
ya PPly to civilian production the eng 
relate Mer “signing skill gained thr 


the armed forces- pl 


neering 
ough our work for 


% , 4S Our years of experience 
N building fine radios 


Ta np 
'O Produce qa complete | 

3. Wi o-mplete, carefully planned line of 
table models, eXelare}e}| 


a > farm sets, fol el i=) com- 
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Distributors and dealers will profit 


. ‘O proauce only those m . ‘ 
by finding out what CLARION has to 4. Sevetul a ° € models of radios which 
YSIS O >G]e - ; 
the pubiaal on dealers’ floors has shown that 
C wants. 


offer in the way of post-war merchan- 


5 lo franchise with q ne that w 
: , | : line ill have conti fe) 
dise, territories and sales co-operation. public demand because “elope 


of we Il-developed sell- 


ing features ¢ c 
ures and trouble-free performance 


Consider CLARION’S 6-Point Post- 


1 
Oin 
sure public.acceptance of Our pro 


War Program and see how well it aR oral « 


ola Mislgelt gh 


fell =33 
abelislohilo]aMelale Mole |] -T41Ts Tale Mal -ti 9) 


may fit into your own plans. 


Weene lb Sak for Cluck Clelion | 


This coupon will bring you an outline - PLAN W IT H (i R | ON 


WARWICK MANUFACTURING CORPORATION 


CLARION’S 6-Point Post-War Program —which 


will be effective as soon as radios for civilian use 4441 West Merrlecn St, Chlcnns 44, 1. 


can be released. Now is the time to make your 


plans with a company whose policies have stood Preview. 


. . N f Fi 
the test of both peace-time and war-time needs, os 


and profit. 


City State 


WARWICK MANUFACTURING CORPORATION 


4641 West Harrison St., Chicago 44, Ill. 


’ 
' 
' 
i 
i 
' 
1 
f 
i 
: 
and whose products you can distribute with pride Street Address 
: 
i 
i 
' 
: TODAY IS NONE TOO SOON TO BE 
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THINKING ABOUT YOUR POST-WAR PLANS 
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When Guns are used 
Only for ort 


THEY'LL STILL INSIST ON ‘‘THERMOS’’ 
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* In war today, in peace tomorrow—your 
“Thermos” market is with you. 
In America’s war plants countless Thermos 





to grow after the war is won. In the home, 
office, school and factory, they'll all be want- 
ing Thermos brand vacuum ware. 














: : , | Kee 
brand vacuum bottles are serving lunch-time Thermos will be ready for that demand... re 
energy to hungry workers who know that with new products, new materials, new de- : i 
Victory largely depends on their own health _ signs, new uses. f 
and hard work. THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 

And the vacuum bottle habit will continue Thermos Bottle Co., Ltd., Toronto * Thermos Limited, London ry 
yr FOR THE TRADE-MARK ON THE BOTTOM S He 
Pe 
BUY MORE WAR BONDS Bike 
plu 
@ 
1% ne\ 
x EB. 
TRADE-MARK REG. U. S. PAT. OFF. 4 Co: 
BRAND VACUUM WARE g Tb 
a lst 
0 ps 
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Here’s the latest in our series of national ads that are 
keeping the Taylor name out in front for you! Note the 
plug for the Taylor Fisherman’s Barometer—one of many 
new Taylor Instruments that you'll be making big profits 
On as soon as materials are available. Taylor Instrument 
Companies, Rochester, N. Y., and Toronto, Canada. 


This ad appears in: March 18th NEW YORKER, April 
Ist BUSINESS WEEK, May 8th TIME, and May 
PARENTS’ MAGAZINE. 
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IN HOME AND INDUSTRY 





















* STAR RANGES HAVE BEEN LEADERS SINCE 1895 x 
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We're anxious to get going 
Charles Bensinger, President and e 1” % 
G i Manager, Bensi fg, DVS % 
"tianin again on gas ranges. = 





It was in 1866—seventy-eight years ago—that merable depressions! .. . 





Bensinger’s threw open the doors of its small 
building on First Street and invited the people 
of Louisville to inspect its wares and to do 
business with it. Since that time it has weath- 
ered the storms of three wars ... and innu- 






















through it all until today Bensinger’s is one 
of Louisville’s strongest institutions. 


Publicly, Mr. Charles Bensinger states in his 
advertising, “This is the House that Ben- 
singer’s Built to Turn Your House into a 
Home!” And privately, he writes to us— 


“DVS Star ranges have been one of our 
‘regulars’ for the past 22 years because they 
typify the high-quality standards we insist 
upon for all of our home furnishings and be- 
cause they offer unusual merchandising possi- 
bilities. We are really anxious to get going again 
on Star ranges—after the Victory is won.” 


and has grown ' 





Stern A Ca Pez 





A BORG-WARNER INDUSTRY 


*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * 
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Make Your Reservations 
Now for “Old Fashioned’s 
|MPORTANT ROLE 


in the 


[he stage is set! And when the curtain rises on the post-war 
market, you'll se OLD FASHIONED CAST IRON CHROME 
COOKWARE again receiving the acclaim of housewives everywhere. 


As before Pearl Harbor, America’s housewives will demand such . “OLD FASHIONED” 
features as ‘Old Fashioned” provides—better cooking, easier clean- ¢ 

ing, durability, long heat retention, even distribution of heat, full ae GIRL 

size and modern, attractive design that is a beauty asset to any a ¢ 

kitchen. | SAYS- 


Right now when you are planning your post-war programs and Enjoy the satisfaction of buying 
profit lines, you should know more of the reasons why OLD FASH- an 

IONED CAST IRON CHROME COOKWARE is destined to 

become a “‘star” attraction on many sales counters—why it will be a. WAR BOND 
even more attractive, appealing and saleable than ever before. ODAY: 

Write, wire or phone for complete details. 


Teh geomeoihe a 28 -hal, [cmeoier 


Better Plated 3450 Denton Avenue 
Parts Since 1923 Detroit 11, Mich., U.S.A. 


~) 
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These Two Popular Quirk’s Pest-War Sensation 
RICH LADDERS | A Fast-Sure Rat Killer 








| © New formula made 





. with Red Squill. 
ate Available © Kills Rots and Mice 
only. 
FOR IMMEDIATE ? ——— or 














NEEDS CONTACT 
YOUR JOBBER 


ia 





cards helps sales. 





| 
| ® Attractive display 
| 








‘= ® Big year ‘round Profit 
RELIABLE | {i Maker. 
A good reliable ex- a | @ ~ oe re _ 
tension ladder with * se Quirk’'s. 
ereosoted rung ends, || #t—W¢ 
por gs = il | | Thousands of sales 
ml | of Quirk’s Rat Killer 
— | have already been 
& | made. It is nation- 
DUREX }— | ally known and used. 
| Your market is un- 
Age br i ial | limited, rats are on 
Light weight and | the rampage. Help 








| stop them, as they 
| are axis saboteurs 
| No. 1. 





non-skid steps. 


The RICH LADDER | 


L| 

a, 

& MANUFACTURING Co. i 
1000-1028 DEPOT STREET . Ask your local jobber or write us direct. 


CINCINNATI, OHIO RELIABLE | The Ohio Products Co., North Madison, O. 





__ 





led) | 





Other Quirk Products available 

| Mouse Jinx, Liquid Rat Poison, Moth Killer, Dog Repel, 

| Soot Remover, Radiator Solder and Flush, and other 
household and auto specialties. 










































MINIATURE ANIMALS 


Made of chenille in gorgeous colors. Reinforced with wire, so that they stand steadily. 
About 2!/2 inches long and 2!/2 inches high. $4.00 per doz. In three doz. lots $3.75 per 
doz. In gross lots $3.60 per doz. 


+4181 Z Puppies, +4182 Z Kittens, +4183 Z Bunnies. In order to obtain the lower 


prices, they may be ordered assorted, but never less than | doz. of a number. 














No. 3817 Z, PORCELAIN MINIATURE SLIPPERS | 


In assorted colors, with handpainted ornaments. A very charming combina- 


tion. 2!/2 inches long, I'/ inches high. $2.40 per doz. pieces 


We carry in stock a large assortment of GIFT GOODS, in all sorts of materials, from 
$1.80 to $90.00 per doz. Complete set Z of illustrated price lists will be sent to any hard- 
ware dealer on application. 





LEO KAUL cnc: 115-119 Z South Market St. Chicago 6, IIl. 
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Know this fellow? 


He’s your buyer ... your counselor ... your out-of-town 
office ... practically a member of your organization. If 
he does his job well—and you let him—you can con- 
centrate on the selling end of your business and leave 
much of the “buying” to him. 


Know him? Of course! He’s your independent hard- 
ware wholesaler. 


He’s in touch with hundreds of manufacturers of thou- 
sands of items... continuously studying what's offered, 
how it “turns”... selecting lines that serve your inter- 
ests best. Since Pearl Harbor you’ve counted on him 
heavily to locate and get delivery of scarce goods. 


He knows merchandising, sales promotion, sales train- 
ing, advertising techniques ... is familiar with the 
practical helps offered by manufacturers...can give 
you sound advice based on wide experience, right in 


your store. 


To tap all these resources of the jobber the wise retailer 
works in close teamwork with him. And we believe the 
manufacturer must do likewise! That’s why the new 
Greenlee program stresses streamlined helps to the 
jobber: better service by factory men, frequent news 
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bulletins on information vital to your business, more 
effective selling equipment. 

This is just one part of a big new Greenlee program 
that is digging into every phase of the Greenlee line— 
product, packaging, advertising, sales helps—to make 
it do a better job for you. One of these days 

you'll be getting the whole story from your 

jobber. Meantime, send for free new booklet, 
“Tool Profits.” Write to Greenlee Tool Co., 
1803 Herbert Avenue, Rockford, Illinois. 
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GREENLEE 


CRAFTSMAN 


TOOLS 





FOR THE 





Flash! on Limitation Order L-157. Write for new catalog 


listings on the Greenlee “E”’ Line ‘’Bits for the Emergency.“ 










NOW you can get Genuine 
4 NATURAL 


PON 


BACKED BY NATIONAL 
ADVERTISING 
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PACKED AND PRICED 

TO SELL ON SIGHT= 

TO PAY A NICE PROFIT 
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A display like this on your 
counter will jump your 


~~ RAS “Sd sponge sales, increase G 
~~ -& . your sponge profits. 
“HANDY CHENILLE" is the kind of sponge : 


When peace comes... 


it will be Grand 


No day-dream models made out of 
pressed milkweed or other exotic sub- 
stances—the new postwar GRANDS 
will be packed with improved features 





like to buy and merchants like to sell. For it isn't an 
“ersatz” material... but genuine natural sponge 
pieces padded into a convenient shape in a cover of 
soft, half-inch tufted chenille. Because it is a natural 
sponge, ‘HANDY CHENILLE” holds plenty of water 
that women want... practical, effi- ... Will not drip... is soft and pliable when wet. 
The cover preserves the shape of the sponge, adds 
extra cleaning friction. And the prices are ‘way 
below those for uncovered natural sponges in com- 
parable sizes ... as low as 35c retail for the 4x54 PiOl 
inch size. Other sizes at 50c, 75c, $1.00 and $1.50. 

Millions of people soon will be reading about 


cient, modern features that we can tell 





you about right now. For one thing, a 
convenient High Broiler that takes the 
backache out of broiling. 


this big sponge bargain in national magazines and 
newspapers like Better Homes & Gardens, Our Sun- 
day Visitor, the 24 Register papers, Walther League 
Messenger, Christian Herald. An attractive “HANDY 
CHENILLE” display carton on your counter near the 
cash register will help you cash in on this advertis- 
ing—without any further sales effort on your part. 
If you haven't plenty in stock, order from your Job- 
ber NOW. If your Jobber cannot supply you, please 
address nearest division, giving his name. 


All the efficient features of the pre-war | 
Grand Ranges, giving tireless service 
today, are continuing todo a selling job 
for you . . . building consumer enthu- 





siasm for the newer Grands to come. | 


GAS RANGES 


LEVELAND, OHIO 






MAUL yy 
ny 


fr 


SCHROEDER & TREMAYNE, INC. 


St. Louis, Mo. New York, N. Y. Montreal, Can. 
1711 Delmar Blvd. 291 Church St. 455 St. Sulpice St. 
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BATTERY CH 
Look for new PINCOR products just 


as soon as war conditions permit their 
manufacture. They will mean increased 
sales and profits in your postwar busi- 


: 


| 
| 


ee 


The mower illustrated indicates possible future 
trend, not Sree tt actual doce 





GET READY NOW FOR THE FUTURE 


for the HARDWARE TRADE 


POWER LAWN MOWERS ec HAND LAWN MOWERS 
ARGERS e POWER PLANTS e CENTRIFUGAL PUMPS 






PIONEER GEN-E:MOTOR 5847-49 W DICKENS AVE. 












ness. All PINCOR products are t 
result of careful research by Piog@r, 
engineers and reflect high standg 
design and craftsmanship. 
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RADIONIC PRODUCTS EXCLUSIVELY- 
WORLD'S LEADING MANUFACTURER 
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Kadiones Exclusively 


TA 
») 


PAYS OFF! 


Zenith’s consistent policy of devoting all its research, experience, manu- 
facturing facilities and manpower to the manufacture of radionic products 
exclusively has always meant a fast moving, profitable radio line to Zenith 
franchised dealers. 

Today, Zenith is doing its part in the war effort as every patriotic 
manufacturer should—it’s our simple duty—so we are not bragging about 
it. The point is, that through our present efforts we are maintaining our 
hard-hitting staff and field organization intact, expanding our facilities and 
gaining an experience that will mean an even finer line of Zenith Radios 
than ever before—Zenith, continuing in war time its long established policy 
of Radionics exclusively will not have a long drawn-out re-tooling period. 
When the word is given, we shall be ready to go—on civilian radio—as 


we now operate on war material—radionics exclusively—full speed ahead! 


Zenith Radio Corporation + CHICAGO 39, ILLINOIS 


peal 


Getter than Cask * WAR SAVINGS STAMPS AND BONDS 
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YOU HAVE 
Everything 
YOU NEED 
TO BUILD 
VOLUME 


SHOVEL 
BUSINESS 

















TATIONAL ORGANIZATION SPECIALIZING IN 
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American Weldless Chains and S-Hooks 
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Your Own Local 
Market for Post-War 
Selling :— 


The U. S. Chamber of Com- 
merce, and other business or- 
ganizations, offer some highly 
interesting data on the post- 
war market for various major 
appliances and other merchan- 
dise which is not available at 
present, but which normally 
would be in your stock and 
very much in your sales think- 


ing. 

Such studies should give 
every wholesale and _ retail 
hardware distributor some 


stimulus to think now about 
post-war selling of major ap- 
pliances and many other lines 
common to hardware channels. 
These studies definitely estab- 
lish both the consumer need 
and the desire for such equip- 
ment on a very broad and over- 
all basis. 
is so broad that it primarily 
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However, the basis. 


can only serve to remind you 
that there is a big post-war 
market ahead of us when the 
fighting is over. 

What every hardware mer- 
chant should realize is that an 
overall post-war demand, need 
and market for an electric ap- 
pliance and/or other equip- 
ment, regularly sold in hard- 
ware stores, doesn’t automat- 
ically bring such post-war busi- 
ness into his store. In either 
a tough or easy market, the 
seller must do some selling if 
his net,score is to be good. 

Hardware merchants won't 
get post-war business as a re- 
sult of resolutions, no matter 
how well they are worded, but 
they will get such sales by 
working—by doing some post- 
war surveying of their own 
individual market areas now; 


by learning what their regular 


customers and prospects plan 
to buy; what they want as well 
as what they need; what they 
can afford to buy, and how 
they plan to pay for such 


equipment. Such purely local 
surveys can be invaluable to 
a hardware merchant. 

Many will find that their 
opportunities are far ahead of 
national averages and a few 
will find their post-war market 
somewhat behind the much 
publicized overall post-war 
market for this, that and the 
other thing. Your own local 
survey, if intelligently han- 
dled, should provide not only 
a guide for your post-war sell- 
ing but also an otherwise im- 
possible-to-obtain prospect list 
for the kind of sales that really 
make your business good—the 
kind of a prospect list you al- 
ways wished you had. 

Consumers have gone with- 
out so many things for so long 
that they are now very anxious 
to discuss their purchasing de- 
sires. A local market survey 
can actually be made more 
easily right now than ever be- 
fore in the lives of most hard- 
ware merchants. This is due 
not alone to the total absence 
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of many things people want 
but also, obviously, is due to 
the pent up purchasing power 
of practically every family. 
In making a local survey 


don’t underestimate the im- 
portance of wives of local ser- 
vice men who never had homes 
of their own and who will want 
them, demand and have them 
when their husbands come 
home from the war. Women, 
who in more normal times 
might have waited a few years 
for some of the additional 


comforts of modern living, 
have been earning defense 
plant wages and feel cheated 
out of months, if not years, of 
normal married life. They 
are going to start their house- 
keeping careers on literally 
unprecedented scales. How 
long this post-war market may 
last is, currently, only a guess 
—anybody’s guess. For a 
while it will be fast and furi- 
ous and will pay best to those 
merchants who plan now and 
who know ahead of time what 








Rudy Wild “Missing in Action” 


Shortly before this issue of 
HarpwarE AGE went to press, 
word was received from Wash- 
ington, D. C., that our Rudy 
Wild is “missing in action.” 
No further details are known. 

Rudy, an associate editor of 
this publication over a 10-year 
period, was known to many 
readers from convention and 
other trade contacts. He was 
the first member of our staff 
to enter the armed service in 
this war. He requested and 
obtained flying combat service 
with the U. S. Army Air Corps, 
and has seen service as radio 
chief and turret gunner of a 
Flying Fortress overseas for 
about a year. He carried the 
rating of Technical Sergeant. 

We, his associates, know he 
flew to Ireland, then to En- 
gland, to Africa and to Italy, 
and that he was awarded the 
Air Medal and other decora- 
tions following an active par- 
ticipation in bombing opera- 
tions against the enemy. 

His letters, typical of the 
man himself, have been inter- 
esting and as informative as 
military censorship permitted. 
His infrequent spare time has 
been spent largely visiting the 
local equivalent of retail hard- 
ware stores in the several 
places where he has been sta- 
tioned. 





Rudy’s most recent letter 
included this significant com- 
ment: “I now know what the 
song means, when it says, 
‘coming in on a wing*and a 
prayer. ” 

The entire HARDWARE AGE 
staff and his many friends 
within the industry join in 
humble, hopeful prayer that, 
though “missing in action”, 
Rudy Wild may turn up safe 
and sound and some day re- 
turn to us. Whatever the 
final answer may be, all of us 
know that all the way through 
Rudy played his full part as 


a man. 














and how many will be wanted 
quickly. 

A local, post-war survey can 
be made through store con- 
tacts, by employing school 
children after hours to make 
a house-to-house canvass, by 
spending spare time to explore 
local possibilities and by 
knowing how many and who 
will start keeping house 
when peace comes. The com- 
bination of these and other 
avenues for gathering facts in 
your trading area will pay 
great post-war dividends and 
give smart merchants a head 
start and a favorable competi- 
tive position against some of 
the new, as well as the old, 
forms of competition that are 
to be expected. 


A Thought for 
Today, Simple 
Yet Important:— 


In the office of my long-time 
friend John H. Ganzer, vice- 
president of the Coolerator 
Co., Duluth, Minn., I read a 
wall motto which should be 
passed on to all folks, men or 
women, who work for a living 
in company with other men 
and women. It tells a simple 
message which is always good, 
but especially important in to- 
day’s business picture, when 
nerves are frayed and all ci- 
vilian workers are putting in 
more hours at their jobs than 
has been their normal experi- 
ences, Business people of to- 
day, shorthanded and _ hard- 
pressed to render something 
approaching normal services, 
are showing tempers very read- 
ily, not “losing their tempers” 
but merely displaying them. 
The motto reads: 

“Being easily annoyed, or 
insulted or embarrassed is 
usually an indication of 
self-consciousness. 


“After all, nothing which 


(Continued on page 80) 
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The Architect is making plans now 


and these Lockwood ads can 
build business for you. 
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Lockwood advertising in leading architectural papers 
is doing a two-way job of educating and selling. It is 
advising the architect of the best way to detail so as 
to avoid hardware trouble and to use established 
standards. This helps The Builders’ Hardware Dealer, 
too. The campaign is selling Lockwood Builders’ Hard- 
ware for early postwar delivery by the merchants who 


Division of Independent Lock Co. 


FITCHBURG, MASSACHUSETTS 
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hold the valuable Lockwood Dealer Franchise. Are 
you one? If not — ask for details. Send the coupon 
below for a copy of booklet containing all 12 of these 


Detail Advertisements. 

x «k 
FEATURED IN SWEET’S ARCHITECTURAL CATALOGS: 
Lockwood is the only Builders’ Hardware Trim and Locks fea- 
tured in the 1944 Edition. 


As advertised in Hardware Age please send me 
the series of 12 Detail Sheets featured in Archi- 
tectural Publications as soon as ready. 


Name.. 


Address.... 
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of many things people want 
but also, obviously, is due to 
the pent up purchasing power 
of practically every family. 
In making a local survey 


don’t underestimate the im- 
portance of wives of local ser- 
vice men who never had homes 
of their own and who will want 
them, demand and have them 
when their husbands come 
home from the war. Women, 
who in more normal times 
might have waited a few years 
for some of the additional 


comforts of modern living, 
have been earning defense 
plant wages and feel cheated 
out of months, if not years, of 
normal married life. They 
are going to start their house- 
keeping careers on literally 
unprecedented scales. How 
long this post-war market may 
last is, currently, only a guess 
—anybody’s guess. For a 
while it will be fast and furi- 
ous and will pay best to those 
merchants who plan now and 
who know ahead of time what 
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ington, D. C., that our Rudy 
Wild is “missing in action.” 
No further details are known. 
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period, was known to many 
readers from convention and 
other trade contacts. He was 
the first member of our staff 
to enter the armed service in 
this war. He requested and 
obtained flying combat service 
with the U. S. Army Air Corps, 
and has seen service as radio 
chief and turret gunner of a 
Flying Fortress overseas for 
about a year. He carried the 
rating of Technical Sergeant. 

We, his associates, know he 
flew to Ireland, then to En- 
gland, to Africa and to Italy, 
and that he was awarded the 
Air Medal and other decora- 
tions following an active par- 
ticipation in bombing opera- 
tions against the enemy. 

His letters, typical of the 
man himself, have been inter- 
esting and as informative as 
military censorship permitted. 
His infrequent spare time has 
been spent largely visiting the 
local equivalent of retail hard- 
ware stores in the several 
places where he has been sta- 
tioned. 





Rudy’s most recent letter 
included this significant com- 
ment: “I now know what the 
song means, when it says, 
‘coming in on a wing*and a 
prayer.” 

The entire HARDWARE AGE 
staff and his many friends 
within the industry join in 
humble, hopeful prayer that, 
though “missing in action”, 
Rudy Wild may turn up safe 
and sound and some day re- 
turn to us. Whatever the 
final answer may be, all of us 
know that all the way through 
Rudy played his full part as 


a man. 














and how many will be wanted 
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A local, post-war survey can 
be made through store con- 
tacts, by employing school 
children after hours to make 
a house-to-house canvass, by 
spending spare time to explore 
local possibilities and by 
knowing how many and who 
will start keeping house 
when peace comes. The com- 
bination of these and other 
avenues for gathering facts in 
your trading area will pay 
great post-war dividends and 
give smart merchants a head 
start and a favorable competi- 
tive position against some of 
the new, as well as the old, 
forms of competition that are 
to be expected. 


A Thought for 
Today, Simple 
Yet Important:— 


In the office of my long-time 
friend John H. Ganzer, vice- 
president of the Coolerator 
Co., Duluth, Minn., I read a 
wall motto which should be 
passed on to all folks, men or 
women, who work for a living 
in company with other men 
and women. It tells a simple 
message which is always good, 
but especially important in to- 
day’s business picture, when 
nerves are frayed and all ci- 
vilian workers are putting in 
more hours at their jobs than 
has been their normal experi- 
ences, Business people of to- 
day, shorthanded and _ hard- 
pressed to render something 
approaching normal services, 
are showing tempers very read- 
ily, not “losing their tempers” 
but merely displaying them. 
The motto reads: 

“Being easily annoyed, or 
insulted or embarrassed is 
usually an indication of 
self-consciousness. 

“After all, nothing which 
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Lockwood advertising in leading architectural papers 
is doing a two-way job of educating and selling. It is 
advising the architect of the best way to detail so as 
to avoid hardware trouble and to use established 
standards. This helps The Builders’ Hardware Dealer, 
too. The campaign is selling Lockwood Builders’ Hard- 
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SHERRILL SHERMAN 


Ox: by the estab- 


lishment and maintenance of a 
sound present policy of business 
and relationship between the dis- 
tributors’ and hardware dealers 


can any planning for the future be - 


expected to work out satisfactor- 
ily; We hear much of post-war 
planning, forgetting that always in 
the past it has been necessary for 
us to plan for the future. Even in 
normal times, this requires fore- 
sight and good judgment in the 
rendering of the right decisions. 
With the world more disturbed 
and disrupted then ever before in 
its history, it shows that planning 
for the near or distant future is 
much more complex and trouble- 
some now than in normal times. 
Because of modern improvements 
in the speed of communication 
and transportation, our methods 
of buying and selling in the dis- 
tributing field have radically 
changed. 


Two Conditions Essential 


It seems to me that the making 
of successful decisions, whether 
for the present or the future, de- 
pends mainly on two simple con- 
ditions. The use of common sense 


The making of successful decisions, for both 

the present or the future, depends upon two 

simple conditions—the use of common sense 

and the study and analysis of facts and situ- 
ations with an open mind. 


and the study and analysis of 
facts and situations with an open 
mind. Knowledge is the cheapest 
thing we can buy. Too many of 
us are prone to jump at conclu- 
sions. We do not take the time 
necessary to assemble the essential 
facts upon which an accurate de- 
cision can be made in deciding the 
problems that arise in a business. 
such as the wholesale hardware 
business, with its wide range of 
articles to be purchased and de- 
livered. To those in our business, 
whether distributors or dealers, it 
is not held necessary to list even 
the major lines. The average well- 
stocked (in normal times) retail 
hardware store possibly carries an 
average of 12,000 items. 


Arrange Your Facts 


In order to plan successfully it 
is necessary to outline what infor- 
mation is necessary. Having ob- 
tained the facts required, the next 
step should be their orderly ar- 
rangement so that they can be di- 
gested in proper sequence and 
emerge from the mind of the 
thinker in a way that would, bar- 
ring the unexpected, produce the 
desired results. =i 

Following is a brief outline of 
what our house has done in han- 
dling conditions created by our 
country's active participation in 
the World War. It is necessary to 
contact your customers in order to 
find out what they desire. When 
the question came up as_ to 
whether our salesmen should con- 
tinue their calls upon the dealers 






in a normal way or to modify a 
schedule that the gasoline and tire 
shortage -had made possible, it 
was vital for us to know the reac- 
tions and desires of these dealers 
to the proper answering of this 
question. 


Dealers’ Requirements 


The dealers felt they needed the 
contact from the hardware sales- 
man, whether from the distributor 
or the manufacturer, more now 
than ever before. From the sales- 
men they learned of the conditions 
relating to the various types of 
merchandise, their availability, the 
time required for delivery, the 
proper amount that could be re- 
ceived in relation to the dealer’s 
past purchases, the priority regu- 
lations to be executed by the deal- 
ers, what they could do legally and 
safely and what they could not do. 
Naturally, it was a proper func- 
tion of the distributor to find out 
these requirements and where nec- 
essary, for the convenience of the 
dealer to make the necessary rub- 
ber stamps with the proper word- 
ing, to be sold to the dealers at 
cost. 

As a result of our contacts with 
the dealers and a review of the 
gasoline situation, we worked out 
the following system: Our sales- 
men call on their trade on a three- 
week schedule. We continued this 
schedule, providing for one week 
when the salesmen in turn stayed 
in at headquarters in Utica. While 
the salesman was off the road and 
worked inside, he was paid a 


“They shall beat their swords into ploughshares, 
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)nly| Satisfactory Basis 
For Future Planning 


By SHERRILL SHERMAN 
President, 
Roberts Hardware Company, Inc., 
Utica, N. Y. 
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stated stipend arrived at by a mu- 
tually agreeable understanding be- 
tween the company and the men. 
Our men are paid on a commis- 
sion basis and receive the benefits 
from all orders that are sent in by 
our dealers. We have found that 
the dealers desire the salesmen 
they like to receive full benefit of 
the business placed with the dis- 
tributor whether taken personally 
or otherwise. 


Off-the-Road Duties 


Our salesmen while in the in- 
side are employed in the ware- 
house checking merchandise, help- 
ing to fill orders, pricing goods in 
the office and in checking inven- 
tories of merchandise to be bought 
by the purchasing department. 
Naturally, we have suffered from 
lack of manpower in all depart- 
ments of the business. As our 
salesmen are paid on goods ship- 
ped, rather than merely on orders 
taken, the weeks they are inside in 
the warehouse proved valuable to 
them, to ourselves, and to our 
dealers because they found mer- 
chandise usable but overlooked. 
I might cite a typical case. A rela- 
tively large quantity of home cob- 
blers’ kits was discovered which 
had been with us for a good many 
years. The farmers and inhabi- 
tants of the smaller villages wel- 
comed the opportunity to purchase 
suitable kits. These kits sold read- 
ily to the dealers and our only re- 
gret was that we did not have 
more of these outfits to sell. 

We have allowed our dealers to 


MARCH 30, 1944 


go through the warehouses. The 
salesman on duty inside waits on 
all of our salesmen’s dealers. Go- 
ing through the warehouses, the 
dealers were allowed to select 
what merchandise they wanted. 
The quantity to be shipped would 
depend upon the action of the 
purchasing office, which was more 
familiar with available merchan- 
dise both in stock and due to 
arrive. It has been our experi- 
ence that the almost universal 
reaction of our dealers was that if 
they obtained their proper share 
of the available merchandise they 
were satisfied. 

We, like a good many jobbers, 
have a retail department. Unfor- 
tunately, there has been a feeling 
among dealers that the distributor 
unfairly kept back merchandise 
for his retail department. When 
our dealers went through our 
warehouses and saw the actual 
merchandise and knew the propor- 
tion they were receiving, a great 
deal of this misunderstanding was 
eliminated. 


Close to Dealers 


As a wholesale firm with a ter- 
ritory extending within a radius 
of 150 miles from Utica, we be- 
lieve we are in closer contact with 
our dealers than those distributors 
that cover a much larger area. As 
a result of personal acquaintance 
with the dealers over a period of 
years, a friendly feeling has arisen 
which results in frank expression 
of opinions and desires. With this 
condition existing, it has been the 
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“They shall beat their .words .nto piough- 
shares, and their spears into pruning hooks”’ 


policy of our house to have com- 
plaints handled in a personal man- 
ner. Therefore, it has been one 
of my important duties as presi- 
dent to contact our dealers in cases 
of complaints, whether it entailed 
a call on a dealer in the city of 
Utica or one at the extreme length 
of our territory. It was the en- 
deavor of the management, wher- 
ever possible, to satisfy the dealer 
100 per cent, feeling that a lesser 
percentage failed to accomplish 
the results needed. 

The fundamentals of our busi- 
ness policy are relatively simple. 
We believe first that it is necessary 
for our customers to pay their 
bills regularly and promptly. Sec- 
ondly, we believe it is necessary 
that we make a profit on the trans- 
action, for then we will be avail- 
able in business when our custo- 
mers call upon us for services. 
Thirdly, no transaction is profit- 
able that has not given the normal 
profit, both to out customer and 
ourselves. This profit may be in 
the dollars’ and cents’ difference 
between the buying and selling 
price between distributor and re- 
tailer or the proper period of satis- 
factory use obtained from the ar- 
ticle purchased by the consumer. 


Price Policy 


Our price policy in the retail 
store is to follow the prices of our 
own dealers. In addition, we do 


and their spears into pruning hooks.”..... ii. 4: Michah, Iv, 3 
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Join the Hardware Age Post-War Forum! 


Planning for the post-war period is essential and must not be delayed. 
Every moment is precious for every moment brings us nearer to peace 
and to conditions we have never before encountered. All branches of 
industry will endeavor to make the most of post-war prosperity. Com- 
petion will be keener than it ever has been and there will be many 
new phases entering into the business of distribution. Manufacturers, 
wholesalers and retailers should all make their plans now for the busi- 
ness that awaits them at the end of the war. They should begin to 


plan now! 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





nothing to bring customers into 
Utica, believing that having sold 
the out-of-town dealers, it is not 
fair to induce his customers to 
visit Utica to buy. Our business 
is primarily that of a distributor 
catering to the business of our 
hardware dealers rather than to 
sell to every possible buyer. In 
our industrial departments our 
sales are primarily of items not 


carried by the average hardware 
dealer. 

It is our belief that at this time 
no hard and fast plan can be made 
for the future. Termination of the 
war in the larger fields of Europe 
and the East is so uncertain that 
we cannot say definitely that we 
will or will not do anything at any 
specific time. However, it is wise 
for the manufacturer, the distrib- 








utor, the retailer, to most carefully 
check the substitute materials. 
Many of these, we know, will not 
continue to be manufactured and 
sold, yet there are many new im- 
provements that will not allow the 
replaced articles to be successfully 
marketed. We, who are selling to 
the public, have an obligation to 
supply our customers with neces- 
sary merchandise and it should 
always be serviceable. Under 
present conditions, the period of 
serviceability cannot be that of 
those well established articles 
made without the necessity of sub- 
stitution. 

It is the sincere and natural 
wish of all those in business that 
war should soon cease and that we 
can pick up our normal mode of 
life. What the normal mode of 
life will be in the future will be 
governed by the ever changing 
times. It will be our policy, as far 
as it lies in our power, to have po- 
sitions waiting for those who have 
been called from our organization 
into the war service. We welcome 
sincerely the near approach of 
that time. 


Farm Workshop Equipment Draws Traffic 


H. BORMAN & CO., St. 

e Charles, Ill., catering largely 

to the farm trade, has a special sec- 

tion of merchandise which appeals 

to farmers who have workshops on 
their premises. 

The department has proved very 
profitable, according to Al. Borman, 
owner. In a recent display of such 
merchandise the store showed a 
number of electric motors, varying 
in size up to 14% h.p. There were 
also a number of single and double 
emery wheels at prices ranging from 
$6.50 up. Electric motor prices 
ranged from $22.50 to $45.50. In 
addition to the items mentioned 
above, Mr. Borman also has abra- 
sives, buffing compounds, extinguish- 
ing liquids, abrasive sleeves and the 
like in this department. 

“Farmers buy this material and 
numerous factory workers also buy 
some,” says Mr. Borman. “In a 
country such as ours, we have many 
electrified farms. On such farms 
electric motors can be used for 
pumping water, for grinding feed, 
for operating corn crushers and 
crackers, for operating emery wheels 
in farm workshops and the like. The 
electric motor has become an in- 
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dispensable item on _ electrified 
farms. We have seen the demand 
for motors grow in recent years and 
we think that in the future such 
items will constitute a still better 
bet for hardware dealers to handle 
in agricultural communities.” 
American farmers have become 
increasingly machinery - conscious 
during the pdst 15 years and this 


has made a decided difference with 
farm operation plans. Numerous 
farms in all sections of the country 
are now equipped with farm work- 
shops, equipped with an electric 
motor, repair tools, sharpening 


wheels and similar equipment. Many 
repairs, which formerly required a 
trip to town, are now attended to in 
a farm workshop. 





This section. opposite the wrapping counter, attracts the farmers. 
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Ernest Bohn sells 
wallpaper to one 
of his customers. 


Systematized Selling Pyramids 
Bohn's Wallpaper Business 


A BASEMENT wall- 


paper department employing some 
excellent merchandising ideas has 
proved profitable for the Bohn 
Hardware Co. of Woodstock, Ill. 
This firm carries over 200 pat- 
terns in stock and the rolls on 
hand number over 10,000. As a 
result, wallpaper customers come 
from considerable distances to 
buy at this store. 

One section of the large base- 
ment has been given over to the 
display and sales of wallpaper. 
Actual samples of various papers 
have been draped in 2-ft. lengths 
on a wall which is decorated with 
laid wallpaper and actual wall 
lamps. Out in front are several 
long tables where customers can 
sit and pick out the patterns they 
desire. 

Ernest Bohn, owner, has worked 
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Woodstock, ILL., firm 
has organized this 
department so that 
one salesman serves 
three customers at 
once. Effective dis- 
play methods make 
selection an easy 
matter for patrons 


out his wallpaper sales presenta- 
tion in such a way that it is pos- 
sible for one salesman to take 
care of several customers at a time. 
All of the various kitchen wall- 
paper samples have been made 
into sample sheets 18 in. square. 
These samples are covered on the 
edges with white tape and pasted 
on stiff paper. Each sample is easy 
to handle and is large enough for 
the prospect to get a good idea of 
how the paper will look on a wall. 

The dining room, living room 
and other samples have also been 
done up in a similar manner. The 
samples for each type of room are 
all kept in a large folder, plainly 
marked outside “Kitchen Paper 
Samples” or whatever the case may 
be. If one woman comes into the 
department looking for kitchen 
paper, the salesman gets her start- 
ed looking at the kitchen paper 
samples, and then is able to get 
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Approximately 10,000 rolls of wallpaper are carried in stock. At the extreme 
right is seen a corner of the room where the papers are displayed. 


some other customer started by 
looking at dining room or other 
samples. 

“The woman who buys wall- 
paper is chiefly interested in tak- 
ing considerable time about it,” 
says Mr. Bohn. “She wants time 
to look at each suitable pattern 
and to judge it and compare it 
with others. There is no need for 
a salesman to make others wait 
while this process is going on. He 
can very easily, and with good 
grace, get another customer start- 
ed picking out papers. The sam- 
ples allow her to do this.” In fact. 
Mr. Bohn says that he has waited 
on as many as three wallpaper 
customers at one time. 

The reason for separating the 
wallpaper designs into room sam- 
ples is that Mr. Bohn believes that 
the customer confused 
when she sees too many samples 
of wallpaper patterns flashed be- 
fore her eyes, especially if the pat- 
terns are for rooms in which she 


becomes 


is not interested. 

The Bohn wallpaper merchan- 
dising idea starts with finding out 
primarily what type of room the 
prospect wants to paper, and then 
showing only samples for that par- 
ticular room. Sales can be made 
quicker in this way, says Mr. 
Bohn, and the customer is usually 
more satisfied with the purchase, 
because her attention has been 
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centered only on samples for the 
room she is going to paper. 
There are several chairs around 
this “sales” table, so that the 
homeowner can sit down and in- 
spect samples at her leisure. In 





other words, everything is planned 
so as to make it easy for the cus- 
tomer to buy what she wants. 

The sample pattern idea, em- 
ploying the special folders for 
various types of paper, saves the 
salesman the time and labor of 
bringing out many types of single 
and double rolls and showing them 
to the customer. The Bohn system 
does the job well and gets a much 
higher turnover of customers day 
in and day out. 

The wallpaper stock is kept be- 
hind the false display wall which 
makes it easy to get the actual 
rolls when the customer makes the 
purchase. This helps to speed up 
service and saves time. 





Seeds and Gloves a Good Combination 


HE J. L. Robertson Co., Wau- 

watosa, Wis., last year combined 
its package garden seed and glove 
displays with the result that sales 
of both were very satisfactory. 
Practically all gardeners are in need 
of a new pair of work gloves from 
time to time /and this fact helped to 
make many extra sales. Also on this 


table were some “Keep Off the 
Grass” signs. These moved well be- 
cause in early spring and summer, 
grass must be protected, and a sign 
helps a householder considerably in 
this job. The table also contained a 
few lawn sprinkler supplies—items 
which also appeal to a good gar- 
dener. 





This combinatior display attracted both attenticn and sales. 
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Sidewalk and Store Displays Draw 
Seed Customers to This Store 


< 


S IDEWALK, window 


and interior displays are tied to- 
gether in the merchandising of 
seeds and other garden and lawn 
goods by the Harrington Park 
hardware store in Harrington 
Park, N. J., a town of 1500 lo- 
cated 16 miles from the heart of 
New York City. Weather permit- 
ting, the policy of using sidewalk 
displays is followed practically the 
year “round by Fred H. Quant- 
meyer, proprietor of the store. As 
many of the residents of the town 
commute every business day to 
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Bulk seeds are on the bottom shelf, smaller items on the counter level 
and bulkier goods on the top shelf from which garden tools are hung. 


New York City, show: windows 
must be used to the utmost capac- 
ity to attract attention. The store 
has windows on two streets, one 
of which is very close to a railroad 
station, so that commuters passing 
the store windows, on either or 
both streets, must be quickly at- 
tracted to the merchandise shown. 

Under normal conditions, some 
seeds are displayed by the store 
from February until the latter part 
of September, some types being 
shown in sidewalk displays as well 


Harrington Park Hardware Store 
also uses portable fixture to 
good effect in selling the line 
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as in show windows and the store 
itself. It is not unusual for the 
sidewalk displays to be left out all 
night, even though new items and 
small, easily pilfered merchandise 
may be incorporated in the dis- 
play. Illustrated herewith is a 
portable, triple-decked shelving 


(Continued on page 79) 





ON AVAILABLE GOODS 
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By .L. W. MOFFETT 


Washington Representative 
of Hardware Age 


Vien this badly 


war-battered world reels back to 
peace, private industry will be 
confronted with innumerable 
problems such as never before ex- 
isted. Many of them have been 
detailed in the scores of post-war 
plans that have been drafted. One 
of them is the necessity of keep- 
ing down production costs so that 
the vastly expanded civilian mar- 
kets can be supplied. It will be 
an undertaking of universal re- 
habilitation, staggering in its pro- 
portions and ramifications. New 


duction and distribution, as well 
as new and improved products, 
will be required and many of these 
are already blue-printed. 

There is one method that has 
been given too little attention from 
the standpoint of peacetime enter- 
prise—one that belongs to indus- 
trial management itself. This 
method is simplification of prod- 
ucts. It has been indispensable in 
stepping up the tempo of war 
output, and it can be of utmost 
importance in a world at peace, 
though it has not been sufficiently 
recognized. While simplification is 
not war-born, it has grown up 
under the impetus of military de- 
mands for speedy and large-scale 
production, and to conserve ma- 
terials and manpower. Though in 
time of a nation’s peril costs are 
of secondary or no consideration, 
they have been greatly reduced by 






Simplification of Products—| q 


large savings to industry and the 
Government. 


Simplification was instituted in 
December, 1921. Head of the 
division is Edwin W. Ely, quiet 
efficient, hard-working, who, like 
the Bureau and its divisions, has 
not received the plaudits of the 
public only because their highly 
important services to the country 
both in peace and in war are not 
widely known. But their accom- 
plishments in war are definitely 
known to the Army and Navy as 
is evidenced by the Army-Navy 
“E” pennant that flies under the 
American flag on the Bureau’s 
grounds, 


Simplification Defined 
Simplified practice has been de- 


fined by Mr. Ely as the industry- 
wide elimination of excessive 




















and improved methods in pro- simplification with consequent variety of manufactured products 
ITEM VARIETIES 
Before ter Percent 
Simpl ification Reduction 
styles 552 21 87 
Fencing, woven-wire; and woven wire fence pkgs. 
pkg. sizes 2072 200 90 
Files and rasps. 661 377 43 
Flashlight cases, metal and nonconducting 50 17 66 
Forged axes ' 845 199 77 





Forgea hatchets 





63 





Forged tools 


665 503 24 








Hammers, forged 





53 





Jacks, screw, bell bottom 





78 





Loaded paper shot shells 





24 





Metallic cartridges 


348 150 57 














Shovels, spades and scoops 


Stove pipe 


Nails, cut, small and cut tacks 


Paints, Varnishes and containers and 
Related “roducts 


sizes 


428 185 57 








packages 


423 127 70 














oil paint colors 





218 153 70 








water paint colors 


127 101 80 








5136 





1161 77 





209 67 7 








Twines, hard-fiber 


ply and yarn goods 





Wheelbarrows 


1304 





1176 10 








125 








27 78 








Wire Insect Screen cloth 








360 

















154 57 





Examples of hardware items effected by Simplified Practice Recommendations. 
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Simplification for the manufacturer means 
saving of time, larger production units, more 
prompt deliveries, less obsolescence and re- 
duction of capital tied up in slow moving stocks. 
To the wholesaler and the retailer it means in- 
creased turnover, an elimination of slow mov- 
ers, a reduction of overhead and handling 
charges, concentration of sales efforts on fewer 
items, less storage space and less capital in- 
vested in new stocks and repair parts. For the 
consumer it means better values than otherwise 
possible, better service in delivery and repairs 
and a better quality of products. 


or methods. A simplified prac- 
tice recommendation is a record 
of stock-items that are retained 
after superfluous varieties, for- 
merly produced in anticipation of 
demand, have been voluntarily 
discontinued. 


Proving its usefulness, there 
were, before Pearl Harbor, 182 
peace-time simplified practice 
recommendations issued under 
the auspices of the Division of 
Simplified Practice. There are 
now more than 200 simplified 
practice recommendations. Just 
as simplification played an im- 
portant role in the first World 
War, though it was not called 
“simplification” then, it has had 
wide application in the present 


emergency, in the form of many 
“L” and “M” orders issued by the 
WPB. 


Aided Distribution 
The Division of Simplified Prac- 


tice has assisted in the develop- 
ment of “M” orders, which im- 
pose nation-wide control on the 
distribution and use of specific 
critical materials, and of “L” or- 
ders, which prohibit the produc- 
tion of varieties of end-products 
that are regarded as non-essential 
to the war program. 
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It is important, however, to 
point out that whereas simplifica- 
tion orders under the war program 
are mandatory they are entirely 
voluntary in peace-time. It is also 
true that some of the simplified 
practices included in WPB orders 
are too drastic for civilian pur- 
poses and therefore will be dis- 
carded or revised for post-war 
use. On the other hand, there are 
many WPB orders requiring sim- 
plification that are readily adapt- 
able to commercia: application. 


Typical Examples 


Typical of hardware items sub- 
ject to the simplified practices pro- 
visions of “L” orders are shovels, 
spades, scoops and_ telegraph 
spoons. The Division of Simplified 
Practice revised its Simplified 
Practice Recommendation R48, 
covering these products, and the 
revision was issued as in Schedule 
1 of L-157. The present list of 
items in the order is approxi- 
mately 370, compared with an 
estimate of 1100 items, exclusive 
of variations in finish, which the 
industry was producing. This 
schedule also includes a reference 
to SPR R76-40, ash handles. 

Simplified practice Recom- 
mendation R158-41, R159-37, and 


“Simplification is a green 
light, not a red one.” 





EDWIN W. ELY 
Chief, Division of 
Simplified Practice, 
U. S. Bureau of Standards 


R160-41, covering forged axes, 
adzes, hammers and _hatchets, 
were especially revised by the 
Division for incorporation in 
Schedule 11 to L-157. 

The schedule reduces the varie- 
ties of axes from 382 to 147, or 
61.5 per cent; hatchets from 62 to 
38, or 38.7 per cent; broad axes 
from 12 to 5, or 58.3 per cent; 
adzes from 11 to 9 or 18 per cent 
and hammers from 180 to 113, or 
37 per cent. 

In Schedule III, of this order 
is Simplified Practice Recom- 
mendation 17-35 (revised), 
Heavy Forged Tools. The Division 
developed new simplified practices 
covering hand saws; forks, rakes, 
hoes, etc. and wood boring bits, 
which were issued as Schedules 


III, V and VII of Order L-157. 


Added Developments 


Other new simplified practices 
developed by the Division of Sim- 
plified Practice are Schedules II 
and III of L2-16 covering 
wrenches, pliers and nippers. In 
the field of prices, OPA, among 


simplified practice recommenda- 
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tions it recognized, relied upon 
R169-37, machine, carriage and 
lag bolts, reduced in variety 
from 896 to 584 or 31 per cent, 
for fixing ceilings under Price 
Regulation 147 for ferrous and 
non-ferrous bolts, nuts and screws. 
Other recommendations that have 
proved of value to OPA are 
R16-39; R26-30:; R44-36: R53-32: 
and R-58-36. 

The simplified practices cur- 
rently in force have been molded 
by the dictates of war. They are 
more restrictive, either of variety 
or material than they would need 
to be in peace-time. Those that 
had their origin in peace-time sim- 
plified practice recommendations 
will no doubt be liberalized in the 
post-war period and continued 
through voluntary cooperation, as 
they began. 


Voluntary in Peacetime 


The~ important point is that 
whereas simplified practices must 
in some cases be made mandatory 
during wartime, they are entirely 
voluntary in peacetime, and _ all 
the currently enforced schedules 
possess features that could be 
maintained through such volun- 
tary cooperation with benefit not 
only to the producers but also to 
distributors and users of many of 
our common products. 

Some of the more obvious ad- 
vantages to producer, distributor 
and user to be gained from a sim- 
plified practice program have been 
pointed out as follows by the 
Division of Simplified Practice: 

To the manufacturer—longer 
factory-runs with fewer changes; 
less idle equipment, fewer idle 
man hours; less capital tied up 
in slow-moving stocks; simplified 
inspection requirements; less stock 
to handle; larger production 
units; less special machinery; 
more prompt delivery; less change 
of error in shipment; and less 
obsolescence in material and 
equipment. 

To the wholesaler and retailer 
increased turnover; elimination of 
slow-moving stock; staple lines- 
easy to buy, and quick to sell; 
greater concentration of sales 
efforts on fewer items; decreased 
capital invested in new stocks and 
repair parts: less storage space 
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required; and decreased over- 
head and handling charges. 

To the consumer—better values 
than otherwise possible; better 
service in delivery and_ repairs. 
and better quality of products. 

Simplification may be applied 
quickly, as an emergency measure, 
to meet the war-time need for 
economy and efficiency, for con- 
servation of materials, control of 
inventories, etc. Furthermore. 
when the war is over, the estab- 
lished simplified practice recom- 
mendations will tend to prevent 
a recurrence of the unnecessary 
multiplication of variety which 
occurred in many fields following 
the last war. 

Simplification definitely does 
not discourage progress. It only 


does away with types and sizes 
that have been tried and found 
unnecessary, and with the waste 
that goes with the cost of produc- 
ing them. 

“There is nothing about sim- 
plification that can arrest develop- 
ment in the art of designing 
super-fine articles of any descrip- 
tion.” Mr. Ely pointed out. “In- 
deed, employed sensibly, simpli- 
fication should actually stimuate 
that development. Simplification 
is a green light, not a red one.” 


Not a Preventive 


“Simplification is not a_ pre- 
ventive. It is exclusively a cura- 
tive. An industry tries out every- 
thing in the way of design, and, 
by trial and error, prospers. In 
the process, the industry’ becomes 
loaded down with varieties that, 
in the course of time, prove to 
have been ephemeral instead of 
classic. This litter of over-diversi- 
fication could be swept aside, hurt- 
ing no one, and providing ‘elbow 
room’ and a certain amount of re- 
leased invested capital.” 


Victory Garden Display Arouses Interest 


FINE Victory Garden window 

was made up last year by the 
Wolff, Kubly & Hirsig Co., Madison, 
Wis., in their west side store. The 
display consisted of a showing of 
the seeds and tools needed for a 
garden. The rear of the display 
showed a 3-ft. high background 
which resembled green hedge. 





The same sort of green matting 
was used for the floor of the display 
to indicate grass. In the center was 
a large wheelbarrow and in it were 
various types of vegetables wrapped 
with crepe paper of the actual color 
of the vegetables. At the sides of 
the window were the tools, etc., 
needed in such a garden. 





Victory Garden essentials were displayed here with a background 
of the outdoor type. It attracted people and resulted in sales. 
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THis UNUSUAL REMINGTON ADVERTISEMENT — first of a 
new series—is now appearing in full color and 
black-and-white in a long list of outdoor, farm and 
general magazines. Remington advertising such 


they can go hunting again. Yes, and it is remind- 
ing people that Remington stands for the finest in 
sporting arms and ammunition. It will bring 
more people than ever before into your store for 





as this is keeping the sport of hunting alive in Remington products when they are again available. 
people’s minds—reminding them of the day when REMINGTON ARMS COMPANY, INC., BRIDGEPORT, CONN. 
GE MARCH 30, 1944 
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Annual Sales of Dog Food Average 
Between $1,000 and $1,500 





Dog food bins at two levels and plainly marked as to brand and type are shown 
in this unit opposite the cash register. Dog and bird supplies are shown at rear. 





U NDERSTANDING 


dogs and their needs can pay divi- 
dends to the hardware dealer who 
displays dog food and related lines 
so that people appreciate the fact 
that he handles the lines. Evidence 
of this is the worthwhile volume 
in dog food enjoyed each year by 
H. P. Aikman, Cazenovia, N. Y., 
hardware dealer, operating in a 
town of under 2000 population. 
This store sells from $1,000 to 
$1,500 worth of such items each 


year. But there is more to the 
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H. P. Aikman features canine 
supplies and wild bird food 
and cashes in as the result 


story than that, for the year ‘round 
display of dog food and related 
lines and wild bird feed is dis- 
played right opposite the cash reg- 
ister and wrapping table of the 
store, so that practically all cus- 
tomers know that the store handles 
such lines. 

Carrying five lines of dog food, 
several different types and kinds in 
some makes, Mr. Aikman empha- 
sizes the knowledge angle of sell- 
ing such goods. He says of an 
employee, “Don Mansfield knows 
how to recommend dog remedies 
and will even give them to dogs. 


He tries to figure the right food 
for the age, size, type and variety 
of dog. He is able to tell people 
how to cook and prepare food for 
dogs.” 

Aikman’s dog food offerings in- 
clude biscuits at two pounds for 
25 cents, five pounds for 60 cents 
and dog meal, in 5 and 10 lb. pack- 
ages at 20 cents a pound. Some 
buyers—including those who op- 


(Continued on page 62) 
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TRUE TEMPER THE KNOWN VALUE EIGHT STAR LINE 








Production Facilities 


Fo’ economy of production and distribution, we have located our 
factories in small cities over a wide area. This gives us a better supply, 
as well as, a better selection of both skilled and unskilled labor. It gives 
our workers the opportunity to own comfortable homes and gardens. 
They use the tools they make and thus test their quality and utility. 


Production of TRUE TEMPER Products is their life’s vocation. 
Many of our best workers are the second and third generation. To them, 
as well as to us, TRUE TEMPER is more than a brand; it is the symbol of 
better quality, better value, and greater service. 


We are justly proud of the splendid developments made by our own 
Metallurgical Division. These developments rank tops in steel. Our 
metallurgists know the best analysis for each product as well as the forg- 
ing, hardening, and drawing heats that produce the best results. We 
normally use over twenty types of steel in more than two hundred sizes. 


Methods, originated by our own Methods Engineers, have been 
adapted to production by our expert mechanics and Plant Managers. 


TRUE TEMPER branded merchandise must be tops—visit any of our 
plants, talk to any mechanic. He will tell you that “he knows his product 
can’t be excelled—that he doesn’t believe it’s equalled anywhere by anyone.” 


Such standards are possible only when workmen have good surround- 
ings in clean, orderly factories. Where quality standards are set in every 
operation and the mechanic understands the reasons for the standards. 


The best craftsmen, to continually meet these standards, must be 
equipped with the newest and most efficient production tools and with 
accurate, automatic controls for all forging, hardening, and drawing heats. 


In every TRUE TEMPER plant we retire equipment the moment new 
and better is produced. Our men are continually armed with the best 
tools and methods. This reduces costs. It improves our products. 


We believe it a waste of material, of productive capacity and a crime 
against the consumer to build a tool that will give less than justifiable 
service. Therefore, it is a basic rule that our most competitive grade must 
represent a serviceable, satisfactory product, regardless of price. 


All of our factories, producing the same product, have like production 
equipment and follow the same production procedures and employ the 
same methods. Like standards are set for every operation in every plant. 
Thus our products are uniform in quality and finish, wherever produced. 


Tra 7 Ts M PE R We bight Har Line 
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MANUFACTURING PLANTS OF THE 


American Fork & Hoe Co. 


MAKERS OF 


TRUE TEMPER PrRooucrs 


Home Office: Keith Building, Cleveland, Ohio 


WINTHROP WITHINGTON 


Manufacturing Director 








Plants Producing Finished Products 


ASHTABULA WORKS 
Ashtabula, Ohio 
W. K. Cowdery, Mgr. 
Regular and Heavy Steel Goods 


BATCHELLER WORKS 
Wallingford, Vt. 
R. C. Taft, Mgr. 
Steel Goods 


CONNEAUT WORKS 
Conneaut, Ohio 
W. K. Cowdery, Mgr. 
Plain and Hollow Back 
Shovels and Scoops, D-Tops 
Broom Rakes 


EVANSVILLE WORKS 
Evansville, Indiana 
W. G. Rector, Acting Mgr. 
Hammers, Hatchets, Axes, 
Heavy Goods 


ASHTABULA WORKS 
Ashtabula, Ohio 
W. K. Cowdery, Mgr. 


BATCHELLER WORKS 
Wallingford, Vt. 
R. C. Taft, Mgr. 


GENEVA WORKS 
Geneva, Ohio 
R. H. Cowdery, Mgr. 


SOUTHERN WORKS 
Memphis, Tenn. 
Henry Alston, Mgr. 


FORT MADISON WORKS 
Fort Madison, Iowa 
John W. Smart, Mgr. 
Steel Goods & Cultivators 


GENEVA WORKS 
Geneva, Ohio 
R. H. Cowdery, Mgr. 
Steel Goods, Tubing, Golf Shafts, 
Fishing Rods & Baits. 


INTERNATIONAL WORKS 
New Haven, Indiana 
L. S. Groves, Mgr. 
Steel Goods 


KELLY WORKS 
Charleston, W. Va. 
Duncan Bruce, Mgr. 
Axes, Hammers, Hatchets, 
Scythes, Grass Hooks, Weed Cut- 
ters, Ditch Bank Blades 


COLUMBUS WORKS 
Columbus, Indiana 
B. F. Pulse, Mgr. 


ELY WORKS 
St. Johnsbury, Vt. 
M. Montgomery, Mgr. 


FORT WAYNE WORKS 
Fort Wayne, Ind. 
C. C. Purdy, Mgr. 


PLYMOUTH WORKS 
Plymouth, N. C. 
Ethel A. Sydenstricker, Mgr. 


NORTH GIRARD WORKS 
North Girard, Penna. 
John Skeel, Mgr. 

Rail Anchors and Shims 


RITTENHOUSE WORKS 
Akron, Indiana 
C. A. Finch, Acting Mgr. 
Pruning, Hedge and Lopping 
Shears, Curry Combs, Post Hole 
Diggers 


SKELTON WORKS 
Dunkirk, N. Y. 
A. Milligan, Mgr. 
Solid Shank and Dynamic Taper 
Forged Shovels and Scoops 


SOUTHERN WORKS 
Memphis, Tennessee 
Henry Alston, Mgr. 
Steel Goods 


MACON WORKS 
Macon, Georgia 
J. S. Windt, Mgr. 


STANDARD-COLUMBUS WORKS 
Columbus, Georgia 
J. S. Windt, Mgr. 


RALSTON WORKS 
Ralston, Penna. 
J. C. Dalk, Mgr. 
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~ Sales of Stock Tonic and Remedies 
Total Tons Every Year 


/A/P 
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runs into tons per year while sales 
of other poultry and stock reme- 
dies run into large figures at the 
J. E. Hancock Hardware Store, 
Harvard, Ill. These sales are se- 
cured by means of some excellent 
display features at the store as 
well through good salesmanship. 

Mr. Hancock has been in busi- 
ness in Harvard for more than 40 
years and during that time has be- 
come acquainted with a large part 
of the rural population. He knows 
their problems, and he knows 
whether they specialize in raising 
hogs, cows or poultry. Naturally, 
such information is very valuable 
when trying to sell farmers such 
items as poultry and stock reme- 
dies. 

This dealer does not believe that 
a farmer should buy stock reme- 
dies in small quantities unless his 
herds are small. Even so, a herd 
that is small can consume a lot of 
stock tonic in a year, and there- 
fore it is wise for the farmer to 
buy in as large packages as pos- 
sible. 

Mr. Hancock has stock tonic in 
25, 50 and 100-Ib. lots. The 25-lb. 
package sells for $3.15, the 50-lb. 
package for $5.75 and the 100-Ib. 
package for $10.50. He sells his 
customers on the idea that it pays 
to feed cows, horses, hogs and 
sheep, tonic all the year around, 
rather than just when the animals 
appear to be getting sick or weak. 


MARCH 30, 1944 





He sells preventive measures based 
on a year ‘round program. 

Farmers who have tried his 
advice have found that it was de- 
cidedly worth while. The result is 
that many of them use this stock 
tonic throughout the year for their 
livestock and buy it in 100-Ib. con- 
tainers. 


Display Aids Sales 


“The large sizes in stock tonic 
can be sold by means of good dis- 
play and a little pushing,” says 
Mr. Hancock. “If a dealer buys 
and displays only the small sizes, 
the farmers are going to buy just 
that. If he sells a farmer on the 


Belief that large herd owners 

should buy large quantities is 

one reason for extensive sales 
of J. E. Hancock of Elgin, II. 


idea of trying stock tonic, it is just 
as easy to sell a 100-lb. container 
as it is a 25-lb. one, for the farmer 
is in the mood to give the tonic 
a good trial. He will accept the 
dealer’s advice as to what size 
package to buy.” 

Mr. Hancock finds that a 30-lb. 
size package of poultry tonic sell- 
ing for $3.75 attains a good de- 
mand in this area. Chickens, tur- 
keys and ducks are raised in this 
section of the country and farmers 
have learned the value of keeping 
their laying hens in good condi- 
tion so as to resist diseases more 
vigorously. Along with the stock 


(Continued on page 79) 





A corner of the stock remedies section. Farmers can’t miss this display. 
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OUR FARMER-CUSTOMERS all but 

broke their backs last year meet- 
ing their big food quotas. Now along 
comes the government and says—we 
must have more, still more food to 
win the war! And somehow, some 
way, they'll do it again. 

And you can help! They need 
buildings and equipment in top 
working condition — that’s where 
you come in. You can suggest ways 
to fix up buildings and keep them 


tight and dry—ways to keep equip- 
ment running. And you can see that 
the stock you receive of U-S-S Roof- 
ing and Siding Sheets is distributed 
among those who need it most... 
because there still isn’t enough to 
supply all demafds. 

In our advertising we tell farmers 
to see you if they need steel sheets 
for repair purposes . . . that you'll 
do your best to take care of them. 

And we also suggest they start 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 


United States Steel Export Company. New York 


U-S-S Steel Roofing and Siding 
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planning now for better buildings 
after the war .. . buildings that will 
need the steel products you sell. 


FREE BUILDING PLANS 


We offer farmers free, a limited 
selection of farm building plans. We 
recommend that they order these 
plans through you. They include a 
cattle shelter, machinery shed, poul- 
try brooder house and range shelter. 
Send for the complete dealer’s copy 
of the Farm Service Book. Use it to 
build future business. Write: Agri- 
cultural Extension Bureau, 621 Car- 
negie Building, Pittsburgh 30, _Pa. 
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- in leading national magazines, are reminding consumers of the variety of peacetime 


uses for “SCOTCH” TAPE... and the reasons why they can't get it today. 


We're setting the stage for the happy day when hardware dealers can cash in again 
on fast-moving, profitable “SCOTCH” TAPE sales to millions of American homes. 


Ah 
ed LOK = 


— 


Her soldier's picture 


is A.W.O.1 again! 


... because there was 
no “Scotch” Tape 


Today, instead of holding snapshots in family 
albums, “Scotch” Cellulose Tape is sealing to- 
gether sections of aerial photographs to guide 
our bombers. 

In fact, wherever American soldiers fight, 
wherever American production lines roll, you'll 
find a wide variety of “Scotch” Brand Tapes— 
sealing, holding, identifying, masking, insulat- 
ing. We know you'll remember this when you 
miss the handy “Scotch” Tapes that used to 
do so many jobs so well. 

When war ends, these “Scotch” Tapes will 
all be back again... back to hold snapshots, 
seal packages, mend torn papers, and do a 
hundred and one other tasks in home, office, 
store, and factory. 


Look tor the “Scotch” brand - it identifies 
the maker and assures you of quality. 


SCOTCH 


Co amt) ‘ 


(lo, TAPE 


One of the more than 100 varieties of adbesive tapes made in U. 8. A. under the 
trademark “scotcu,” by Mnoewgsota Minmnc & Mpc. Co., Saint Paut, Minn 
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Keep Your Floors Clean! 


EW retail hardware busi- 
eens have given proper at- 
tention to their floors. Some 
have covered them with linoleum 
and can testify to its benefits. In 
most cases, however, the dirt of 
years has been ground into the 
surface of the wood and frequent 
oilings have been put on top of it. 
A black, dirty floor is the result 
and one full of dust which is 
whisked into the air and depos- 
ited on the merchandise as cus- 
tomers and employees walk about. 
Such floors are a problem. How- 
ever, dealers might try washing 
them from time to time. Use a 
strong solution of floor cleaning 
compound and you will be sur- 
prised at the results. 

Put the solution on with a 
brush on a long handle. Give the 
cleaner an opportunity to loosen 
the dirt, oil, wax and grease. 
Then, mop up the grime. Finish 
with another mopping of clean 
water. 


Easter Atmosphere 
For Windows 


Easter atmosphere can be cre- 
ated by using a background of 
orchid-colored corrugated board. 
Trim with bright yellow and deep 
purple materials. Cut out eggs, 
rabbits and baby chicks can be 
scattered throughout the display 
and attached to the background. 


Don’t Let Them Wait 
For Repair Service 


Dealers who have operated suc- 
cessful repair departments during 
the past few years have found it 
a good policy never to repair an 
item for the customers while they 
wait. They have found that the 
customer will invariably object to 
paying the charge especially if 
the time required to do the job is 
short. 

Objections of this type can be 
eliminated if the work is accepted 
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and the customer asked to call 
for it the next day. On many 
small jobs it is necessary to apply 
a minimum charge if the depart- 
ment is to secure adequate income 
and return on the “know how” of 
the men in the service department. 


Here’s a Display Idea 

William: Bailey of the Perth 
Amboy Hardware Company, Perth 
Amboy, N. J., submits the follow- 
ing tried and proven window dis- 
play idea: “We recently installed 
an unusual merchandise display in 
one of our windows,” says Mr. 
Bailey. “We took 12 medium 
sized clothes baskets and filled 
them with merchandise of which 
we had a good supply such as 
paper napkins, fire shovels, soot 


remover, kneeling pads, sash cord, 
asbestos stove pads, weather strip- 
ping, etc., and elevated each row 
of baskets so that the merchandise 
and price tickets could be seen 
easily. Price cards on this mer- 
chandise were exceptionally large. 
This display stopped the passersby 
with the result that their interest 
was aroused and many of them 
came in and made purchases.” 





A Correction 


In “Test Your Hardware Sense” 
published on page 84 of the Feb. 
17, 1944 issue of Harpware AGE, 
were five questions. The answer 
to Question 3 published with other 
answers on page 154 was incor- 
rect. The carrying charge should 
be figured on the unpaid balance 
and not on the total amount of the 
sales as suggested in the answer. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80, good; 60, fair; 40, poor, and 
20, very poor. The correct answers will be found on page 111. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A dealer’s paint inventory averaged $500 during the 
year. Cost of the goods sold during the period was $2,500. 
How many times did the dealer turn his stock? 

2—Cash discounts allowed to customers during the year 
were $800. The rate of discount was 2 per cent if paid by the 
10th of the month. Discounts were claimed by customers on 
50 per cent of the charge business. Figure the volume of the 
charge business the company enjoyed. 

3-——A dealer sold a range priced at $119. He accepted an 
old stove as a trade-in and allowed $19 for it. A $30 down 
payment was made also. Determine the balance due. 

4—Charge sales for a year in a business were $36,000. Can 
you determine the investment in accounts receivable if 60 
days’ credit was outstanding on the average during the period? 

5—Contractor customers receive 10 per cent discount on 
monthly purchases and also are allowed a 2 per cent cash dis- 
count if accounts are paid by the 10th. Can contractor gain 
an advantage by figuring the 10 per cent trade discount first 
and then taking the 2 per cent cash discount or vice versa? 


(Answers on page 111) 
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Start Selling Seeds in February 


And Keep It Up 


Crystal Lake Hardware Co. ties 
up line with sales of garden 
goods and increases profits 


‘ 
(Sanven seeds sold 


in bulk are a good profit item at 
the Crystal Lake Hardware Co., 
Crystal Lake, Ill. An attractive 
seed cabinet helps this firm sell 
many seeds in bulk and attract 
numerous gardeners. The cabinet 
is made of light hardwood and is 
highly varnished. Naturally, it at- 
tracts the attention of customers. 

Three shelves at the top of the 
cabinet are given over to the dis- 
play of seeds in glass jars. Actual 
pictures of vegetables are pasted 
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on the front of the jars so that the 
purchaser can see at a glance just 
what is in stock, and can make her 
selection very quickly. This firm 
has found that where pictures are 
not used, the customers ask a lot 
of questions about the seeds. This, 
of course, slows up sales on rush 
days. However, where the pictures 
and data are pasted on the front 
of the jars, the customer gets all 
the data he or she wants and sales 
are speeded up. 


The lower section of the display 
is devoted to drawers which have 


etl uncer 
i worn 





Seed customers can find what they're after by just glancing at this cabinet. 
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glass windows in the front. Here, 
too, the types of seeds contained in 
each drawer are shown by folders 
pasted on the front. Seeds such as 
corn, peas and beans, usually sold 
in considerable bulk, are kept in 
these lower compartments. 

Mr. Buhl states that there were 
many Victory Gardens in the area 
during 1943 and that this year he 
thinks there will be more. Many 
people who never had gardens be- 
fore tried the idea last year and 
were pleased with the results, and 
are taking more garden space this 
year. 

“When customers come in and 
buy seeds, we always ask them if 
they need any garden fertilizer 
and garden tools,” says Mr. Buhl. 
“In this Way we are also able to 
sell a considerable amount of such 
items, although our garden tool 
stock became a bit depleted late 
last summer. However, we expect 
bigger stocks this year.” 

This firm begins to push seed 
sales as early as Feb. 1, and some- 
times Jan. 20. This is because 
many folks are planning their 
gardens earlier every year and like 
to get all their seeds bought before 
the rush begins. Mr. Buhl carries 
a seed display in his windows at 
intervals from February to June. 
The late showing in June helps en- 
courage folks to make second 
plantings of some vegetables. Gar- 
den tool windows also help stimu- 
late the buying of seeds, he says, 
in addition to promoting sales of 
steel goods. 
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House Small Business Committee Protests 
Surplus Property Administration Set-Up 


Recommends passage of legislation which, it says. will safeguard 
the interests of smaller firms in the disposal of government sur- 


« pluses. 


Urges incorporation of 11 recommendations, most of 


* which are covered in HR 3873, in such legislation and declares 
Baruch-Hancock report should not be regarded as final word in 
the matter of disposal of government surpluses. 


ye 


* 


pm House Small Busi- 


ness Committee in its fifth report 
delivers a rebuke to the Baruch- 
Hancock report and the subsequent 
setting up of the Surplus War Prop- 
erty Administration, as outlined in 
the report, on the grounds that the 
interests of small business have not 
been adequately protected. The re- 
port says, “notwithstanding _ this 
committee’s admiration for the 
Baruch-Hancock report and its ob- 
vious clarity, it feels that it cannot 
and should not be taken as the final 
word on this subject (disposal of 
surplus property).” 

This committee headed by Repre- 
sentative Wright Patman, Democrat 
of Texas, has already introduced a 
bill, HR 3873, which would place 
the disposal of surpluses in the 
hands of RFC, with the determina- 
tion of surpluses placed in the 
hands of a Surplus Property Board. 
The bill is now before the House 
Banking and Currency Committee. 
The first of a half-dozen Congres- 
sional committees working on the 
problem to issue a formal report 
since the setting up of the SWPA, 
this group has been studying the 
problem of government surpluses for 
the past eight months. 

The committee feels that the time 
has come for a careful review of all 
pending legislative proposals on sur- 
pluses not only in the light of the 
Baruch report and the setting up of 
the Surplus Property Administrator, 
but especially from the viewpoint of 
small business. The report points 
out that the committee feels that 
much of the proposed legislation 
and executive action does not pro- 
vide adequate guarantees designed 
to protect the small businessman 
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and assure him proper consideration 
in the disposal of surpluses. 

With, the committee says, no in- 
tended reflection on the integrity or 
ability of Surplus Property Adminis- 
trator Will Clayton the report says 
that “it has not yet seen visible evi- 
dence that the Administrator has 
been provided with or has prepared 
any book of procedures designed to 
give adequate protection to small 
business.” The report notes what 
it calls the ineptness of certain gov- 
ernment agencies in dealing with 
problems of small business and 
criticizes leaving much of the physi- 
cal detail of surplus disposal in the 
hands of these agencies, as would 
be done under the Baruch report. 
From the hearings on the bill it can 
be ‘easily determined that the 
agencies referred to are the Treasury 
Procurement Dijvision and WPB. It 
is recommended that the Congress 
immediately pass such legislation as 
will include full and adequate pro- 
tection of small business in surplus 
disposal. 


Points in Common 


The report points out that it is 
gratifying to note that not only the 
Baruch report but the majority of 


‘the’ proposed legislative “measures 
‘have certain excellent points in com- 


mon. These include the pstablish- 
ment of a Surplus Property Board, 
surplus disposal centered in one 
agency, the appointment of business 
advisory committees,,.use of estab- 
lished © trade’ “channels; Aiiohibition 
of sale& to speculators, sales made 
in small lots and wide publicity on 
all sales. 

The report urges incorporation of 
these points in greater detail in any 


bill passed by Congress covering 
surplus disposal, and sets forth the 
following recommendations, most of 
which are covered in HR 3873: 


Recommendations 


1—The Surplus Property Policy 
Board should be the final voice in 
all surplus property matters and the 
Administrator or general manager 
should have full and adequate, but 
not final, authority. 

2—Smaller War Plants Corp. 
should be given a membership on 
the Surplus Property Policy Board 
and should not be represented by or 
through WPB. 

3—Title to all surpluses should be 
vested in the central disposal agency 
which should supervise and approve 
all sales of all surplus items. The 
central ‘agency should consult with 
but not be bound’ by the advice of 
the agency from which the sur- 
pluses were received. 7 

(In this connection, it is assumed 
that the closest working arrang- 
ments of a more than temporary na- 
ture would be established between 
the central agency and the respec- 
tive agencies which have declared 
as surplus the items in which they 
have a common interest.) 

4—The counsel and data supplied 
to the central agency by the busi- 
ness advisory committees covering 
each type of property in the absence 
of provable information to the con- 
trary, shall be held the sole:basis 
for the time, place, method, manner 
and amount of sales to be held by 
the central agency, provided that the 
adoption of such ‘recommendations 
shall produce the maximum returns 
to the Government consistent with 
a policy of using normal trade chan- 
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WAR IS HELL! 
And By Joe 
we’re starting 
NOW to do 
More and More 
to Back You Up 


We bic ALLL 


THE WAR COMES FIRST AT K ATZINGER'S 
BUT WHEN THE WAR LETS UP 


That's the simple explanation of why we have had nothing to offer the trade fa 





months. But, as soon as war conditions permit, we'll be on hand first to offer you 
the best in kitchen tools, tinware, cutlery and other housewares. Meanwhile we're 


concentratina on the war effort to helo speed that dav 


EDWARD KATZINGER COMPANY : CHICAGO, ILLINOIS 


A & J KITCHEN TOOLS ¢ EGG BEATERS ¢ CAN OPENERS © STA-BRITE TABLE-WARE 
EKCO, OVENEX AND PLAIN TINWARE ¢ GENEVA FORGE CUTLERY © KATZINGER FLASHLIGHTS 
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TIME 


Because they are 
scientifically de- 
signed for the 
work they do, 
Vichek Tools help 
get the job donein 
the quickest possible time. 


They have the balance, 
feel, fit, that a good 
mechanic likes. They 
work not against him but 
with him. They create 
confidence—and what 
is so important these 
days—they save time. 


THE 


VLCHEA 


TOOL COMPANY 


3001 €. 87th ST. + CLEVELAND 4 OHIO 















nels in such a manner that the sales 
will not unduly disrupt normal trade 
and commerce. 

5—Provision shall be made in the 
appointment of these business ad- 
visory committees for the seating 
thereon of manufacturers, whole- 
salers, retailers, or other established 
distribution firms. No such com- 
mittee shall be appointed which 
does not include as members at least 
two small businessmen who are 
representative of each of the above 
classes. 

6—Provision shall be made for 
the lease or sale on credit of these 
surpluses to thus expand the oppor- 
tunities of small business. 

7—Provision shall be made for 
the lease or sale on credit of these 
surpluses to returning servicemen 
who can present evidence of capa- 
bility to utilize such surpluses in the 
establishment or maintenance of 
their own businesses in such a man- 
ner that will not unduly disrupt nor- 
mal trade and commerce. 

8—Provision shall be made for 
the temporary enjoining of surplus 
sales through appeal to the Surplus 
Property Policy Board in those cases 
where it may be held that the hold- 
ing of such sales would prove detri- 
mental to the best interests of any 
firm in the industry in question or 
where large interests were appar- 
ently about to be given undue 
preference over small firms through 
the holding of such sales. 

9—The patents and other prop- 
erties now held by the Alien Prop- 
erty Custodian for which there is no 
obvious military use shall be de- 
clared surplus and transferred as to 


title to the central disposal agency 
and treated in the same manner as 
other surpluses. 

10—Studies should be made be- 
fore sale of the Government-owned 
plants as to possibilities of sub- 
dividing the very largest units in 
order to make them available for 
acquisition by small business. An 
easement to the patent rights cover- 
ing the products manufactured in 
any Government-owned plant dur- 
ing wartime shall accompany the 
sale of the plant or any parcel there- 
of when the plant and its manufac- 
turing facilities have been estab- 
lished for some specialized manu- 
facturing use. 

11—Due consideration should be 
given by the Congress to provisions 


already contained in HR 3873. 
Would Drop Section 


The committee also urges the 
dropping of Section 205 (c) (3) in 
any final measure to be approved by 
Congress. This section which was 
severely criticized before the Bank- 
ing and Currency Committee is as 
follows: “The prices at which any 
particular property or class of prop- 
erty is sold or leased should be uni- 
form.” 

In conclusion the report makes a 
bid for the scrapping of the pres- 
ent Surplus Property Adthinistra- 
tion on the grounds that small busi- 
ness has been neglected and re- 
quests immediate Congressional 
action since vaguely worded and 
high sounding principles of acquain- 
tance and affection have never pro- 
tected our weaker business interests 
in the past. 
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Latticework Makes Good Window Background 





That latticework helps to make an attractive display has been demon- 
strated by the J. J. Kornelly Hardware Co., Milwaukee, Wis., in this garden 


window. 


Packaged seeds have been attached to the lattice background 


and fertilizer and garden tools have been used to round out the display. 
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Point of Sale Displays .. National 
Advertising to Dairy Farmers 


Upper illustration shows 5-piece colorful win- 
dow display that ties in your store with Per- 
fection advertising. The advertising appears 
in Country Gentle- 





MARCH 





man and Hoard’s 
Dairyman, reaching 
dairy farmers from 
coast to coast. 
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Yes, nearly a million dairy 
farmers bought Perfection 
Milk Filter Discs under last year’s money- 
back “guarantee of prompt refund if not 
100% satisfied. Fourteen discs were pack- 
aged for testing. Nearly a million com- 
bination packages were sold. Not one re- 
quest for refund wasreceived by Schwartz. 
Never before has any Milk Filter Disc had 
such a broad-gauged, practical farm test and been 
able to point to such complete proof of satisfaction! 
Perfection is the Milk Filter Disc for you to sell 
— to assure your dairy farmers of faster, trouble- 
free milk filtering — to assure you of profitable re- 
peat sales that come with customer satisfaction. 


Freight Prepaid on 5 Cases 
Perfection Milk Filter Discs are packed 100 discs 
to a box, 36 boxes to a case. Freight is prepaid 
on drop shipments to dealers of 5 cases or more. 
Order from your hardware jobber today. Profit by 
Schwartz advertising and the fast, trouble-free per- 
formance of Perfection Milk Filter Discs. 


For Smaller Producers 
First quality, but lighter construction and lower in 
price, for use where top capac- 
ity is not required. Elgrade 
Discs mean extra volume and 
profits. 100 discs per package: 
36 packages per case. Order 
from your jobber. 

SCHWARTZ MFG. CO. 


TWO RIVERS WISCONSIN tt Pe? Mik 
America’s Oldest Maker of Milk Filter Discs 


~ BELTER DISCS 
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Corbin Screws pay High Rent 
for a Hole-in-the-Wall 


In normal times, there’s nothing glamorous about “screws and nuts”... 
until you start figuring your profit per CUBIC foot of store space! 

Then . . . they move into the spotlight as one of the best rea/ money 
makers in the store! For instance, a cubic foot will hold from 50 to 150 
gross of WOOD SCREWS with a retail value of around $75. Remember, 
this is she/f space in the back of the store, where you don’t have to display, 
dust, polish, demonstrate or let the customers handle the goods. You don’t 
have to advertise, finance, or sell on approval . . . and most of your sales 
are cash-and-carry. 

Yes — they pay Aigh rent for a hole-in-the-wall. And you can add still 
more profit with CORBIN Screws and Nuts. 


You can add... 


srT-t 








THE CORBIN SCREW CORPORATION 


The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. Warehouses: New York, Chicago 


SCREWS + NUTS «+ CHAIN 








Annual Sales of Dog 
Food Average Between 
$1,000 and $1,500 
(Continued from page 50) 


erate kennels, either as a hobby or 
as a business, buy dog food in 50 
and 100-Ib. lots. And for other buy. 
ers of bulk dog foods, who require 
smaller quantities, the store has 
1, 2, 5 and 10 lb. bags ready for 
immediate delivery to the custom. 
ers. 


Dog sales in the store are not 
limited to foods, for the store’s 
dog department includes such 
items as harnesses, collars, flea 
powders, dog toys, dog candies, 
combs, etc. 


The size of the dog market in 
this country is emphasized by some 
statistics supplied by the New 
York Herald-Tribune, for the year 
1935, and quoted by Mr. Aikman 
at hardware conventions in 1940. 
At that time there were estimated 
to be 15,000,000 dogs in this coun- 
try. It was also estimated that 
there was about one dog for every 
10 persons in the average com- 
munity. Thus, to estimate the 
approximate dog population of 
your community and the potential 
dog food market for it divide your 
population by 10. If your com- 
munity has a population of say 
5000 it is safe to estimate its dog 
population at 500. In 1935 the 
average dealer, handling but one 
well known type of dog food, was 
known to have had sales of such 
material averaging 447] lb. a 
year. In instances where the deal- 
er sold a variety of dog foods his 
average volume was estimated at 
8000 Ib. a year. For that same 
year, based on the averages, peo- 
ple of New York City, as an ex- 
ample would have spent $7,500,- 
000 for dog care. Actual sales in 
excess of $10,000,000, however, 
are known to have been made. 

Tying in with dog food and re- 
lated line sales is the merchandis- 
ing of wild bird feeds, shown in 
the same section. Aikman’s offers 
wild bird feeds, including sweet 
cakes and seed and dispensers. 
And most interesting about this 
particular phase of the depart- 
ment’s activities is that bird dis- 
pensers sell for as high as $4.00 
and $5.00 
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Tops ’em all for PROFITS 


Sell America’s 3 TOP 
INSECTICIDE LEADERS 
. TAT ANT TRAPS 







America’s original, best-known and leading ant cain tenia 


trap, still available with genuine THALLIUM — getai. ..... 2c 
SULPHATE, world’s finest medium of ant control. ns. cost $2.00 des. 
Guaranteed to destroy both sweet and grease- _—in compact, attractive 


eating ants. Don’t risk your customers’ good-will Cagtey <aten. 


by: selling inferior substitutes. 





~ INSECT 
2. TAT RepeLtent LOTION 


Prevents insect bites. Repels mosquitoes, 
gnats, chiggers and flies. Last year’s BEST 
SELLER to millions of soldiers, Victory garden- 
ers, campers and fishermen. An even more 
spectacular seller this year. Shaker - type 
bottle can’t spill. Packed in in- 

dividual self-display, one doz. to 

carton. 


3. TAT 





RETAIL ........ 35¢ 


Dealer cost $2.52 doz. 










Gat 








ROACH 
TRAPS 


en Hore ween ee ree 


Offers swift, safe and sanitary control of roaches. es 25¢ 
Same size as TAT Ant Traps, but contains foods Dealer cost $2.00 doz. 
especially attractive to roaches. One dozen to JUMBO SIZE .......... 35¢ 


display carton. Dealer cost $2.80 doz. 


THREE OTHER TIMELY ITEMS, priced for profits, are still available for prompt ship- 


ment—first come, first served! 


CANVEX—A pigmented compound for waterproofing Saves hours of hard work. Attractive SELF-DEMON- 





and protecting canvas. Preserves and beautifies awn- 
ings, convertible car tops, beach umbrellas, sails, 
canopies, etc. Available in clear and 7 sunfast colors. 
From pints to gallons. 


STRIPSOFF—For removing wallpaper. Really gets 
water in back of the paper instead of on the floor. 


SOILICIDE LABORATORIES wew vince: 
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STRATOR sent FREE to all Dealers stocking STRIPSOFF. 
From 2 ounces to gallons. 


TAT MOLE BAIT—Whole raw peanuts especially 
treated with Thallium Sulphate—the best known 
method for eliminating destructive moles. From 15¢ 
packages up. 
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Ray-O-Vac's Exclusive 
“Leakproof” Rights Upheld 


By U.S. Supreme Court 


The Ray-O-Vac Company’s | 
(Madison, Wis.) exclusive right 
to manufacture “Leakproof” bat- | 
teries was upheld by the United | 
States Supreme Court in a recent 
decision handed down in Wash- | 
ington. 

In part the Supreme Court de- 
said, “Viewed after the 
event, the means adopted seemed 
simple and such as should have | 
been to those who 
worked in the field but this is 
not enough to negative invention. 
During the peried of half a cen- 
tury in which the use of flash- 
light batteries increased enor- 
mously and the manufacturers of 
flashlight cells were conscious of 
the defects in them no one de- | 
vised a method of curing such | 
defects. Once the method was | 
discovered it commended itself 
to the public as evidenced by 
marked commercial success.” 


cision 


obvious 





The “Leakproof” 


teries in a metal sleeve. This 
special encasement, according to 
the company, guards against 
evaporation of the moisture with- 
in the cell thereby greatly ex- 
panding the period of its “fresh- 
ness,” and preventing leakage of 
chemicals, thus protecting flash- 
light or radio against corrosion 
and rust. 

of 


sealed-in-steel 


this exclusive 
construction the 
Ray-O-Vac Company guarantees 
that any flashlight damaged by 
corrosion as a result of leakage 


Because 


by “Leakproof” batteries will be 
replaced without charge. At the 
present time, according to Ray-O- 
Vac officials, “the entire produc- 
tion of ‘Leakproof’ batteries is 
going to the armed forces who 
are using them by the millions.” 








DOWD PRESIDENT | 
CERTAIN-TEED PRO. 


Hector J. Dowd has recently 
been elected president of the Cer- 
tain-teed Products Corp., 120 S. 
LaSgJe St., Chicago 3, Ill. From | 





HECTOR J. DOWD 


1919 to 1925, Mr. Dowd was affil- 
iated with the Mercantile Bank 
of the Americas, Bank of CentrAl 


| ler, executive vice-president, and 


in 1941, was elected a director of 
the company. From March, 1942, 
through Dec., 1942, he was in 


Washington as Chief of Complli- | 


ance, Survey and _ Analysis 


| Branches of the WPB, having 


principle | 
calls for the sealing of dry bat- 





and South America, Royal Bank | 
of Canada, New York City, in | 
charge of commercial letter of | 
credit department and foreign ex- | 


change division. From 1925 to 
1926, he was with 
Sells, certified public 
ants, New York City. Following 
this he was manager and comp- 
troller for John Munroe & Co., 


investment bankers, for four 


Haskins & | 


account: | 


years. The next four years of his 
business career were spent with | 


the Irving Trust Co.. New York 
City. 


In 1934, he served on the 


Securities and Exchange Com- | 


mission as chief accountant-inves- 
tigator, Washington, D. C. Later 


on he was named Regional Chief | 


of Investigation and Assistant 
Regional Director in the New 
York office. He joined Certain- 
teed Products Corp. in 1939, and 
served successively as comptrol- 
ler, vice-president and comptrol- 


been given a leave of absence 
from the Certain-teed Products 
Corp. 


DANIELS HEADS SALES 
BARLOW SEELIG 


Paul J. Daniels has recently 
been appointed general sales 
manager of Barlow & Seelig 
Mfg. Co., Ripon, Wis. Mr. Dan- 
iels has had a background of 25 
years’ experience in business ad- 
ministration, sales management 
and organization. He introduced 
and supervised the development 
and national distribution of the 
Wagner “Komb - Kleaned” 





PAUL J. DANIELS 


sweeper for the past 11 years, 
and prior to that, was with the 





Duplex Printing Co., as general | 


purchasing agent. 


JOESAM REPRESENTS 
THE PAINE COMPANY 


The Paine Co., 2963 Carroll 
Ave., Chicago 12, IIl., recently 
announced the appointment of 
E. M. Joesam & Co., 208-210 
Purchase St., Boston, Mass., as 
New England distributor. E. M. 
Joesam & Co. will carry a com- 
plete line of Paine hanging and 
fastening devices. 





APEX MAKES WALTER 
EASTERN MANAGER 
Appointment of Jack Walter 
as eastern division sales manager 
was announced recently by A. C. 





JACK WALTER 


Scott, director of sales for the 
Apex Electrical Manufacturing 
Company, Cleveland, Ohio, manu- 
facturers of electric household 
appliances. For the past eight 
years Mr. Walter has held the 
post of district sales manager for 
the New York City area. His 
new eastern division territory will 
include all of the New England 
states, as well as New York, New 
Jersey, Pennsylvania, Delaware, 
Rhode Island, Maryland, and 
Virginia. 

On Feb. 15, J. C. Thomas re- 
turned to Atlanta as southern 
division sales manager, a_ post 
which he has held for the past 10 
years. Announcement was also 
made that C. W. Smith would 
resume his duties as midwest 
division sales manager for the 
company. 


DURO CONTINUES 
EXPANSION PROGRAM 


Announcement is made by the 
Duro Metal Products Co., Chi- 
cago, Ill., that ground has been 
broken for a new addition to 
their Kildare Ave. plant. The 
new building will provide sub- 
stantially increased production 
facilities to meet the military and 
war production demands for 
Duro hand and machine tools. 
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Salem, N. C., and Jacksonville, 


sE FOR § MARCH 30, 1944 

.LTER ranges and water heaters, and 
GER electric heating appliances in the 
: following areas: Washington, 
k Walter D.C.; Richmond, Roanoke, and 
manager Norfolk, Va.; Charlotte, Ash- 
by A. C. | ville, Durham, and Winston- 

| 
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EDWARD KATZINGER CO. AWARDED ARMY-NAVY “E”: 
Arthur Keating, chairman of the board of the Edward Kat- 
zinger Company, accepted the Army-Navy “‘E’’ Award for the 
company's Chicago plant at ceremonies held March 4 and 
witnessed by nearly 4000 Katzinger employees and guests at 
the Stevens Hotel, Chicago, ill. Capt. Merle A. Sawyer, repre- 
senting the Navy, made the presentation while “E’’ pins were 
presented by Lt. Col. Charles F. Kearney, representing the 
Army. Four employees received the individual pins for the 
entire roster. The company, which formerly made kitchenware 
and is now turning out shell cases, was founded 54 years ago 
by Edward Katzinger. The employees, 60 per cent of whom 
are women, have nearly 3000 members of their immediate 


families in the armed services. 


Left to right: Arthur Keating, chairman of the board; Mrs. 
Rose Dowd, employee whose son, Lt. Harry Dowd, Jr., was 


killed in North Africa, and Capt. Merle A. Sawyer, U.S.N. 


Bureau of Ordnance. 








SPRENGER APPOINTED 
N. Y. DISTRICT MGR. 
BY CARBORUNDUM CO. 


Charles Knupfer, vice-president 
in charge of sales of The Carbo- 
rundum Company, Niagara Falls, 
N. Y., has announced the ap- 
pointment of Charles W. Spren- 
ger as district manager for the 
metropolitan New York district. 
Mr. Sprenger succeeds the late 
John Storm. His headquarters 
will be at the Carborundum Com- 
pany’s New York warehouse and 
sales office, 601 West 26th St., 
New York City. 

Mr. Sprenger was first em- 
ployed in the New York branch 
office in a clerical capacity and 
later was appointed as a sales 
representative for the New York 
area. Later he became general 
industrial sales representative. 

Announcement was also made 
of the appointment of Joseph C. 
Steele as district sales office 
manager at New York. He suc- 
ceeds E. W. Martin who has 
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been named as regional sales 
office manager of the company’s 
eastern sales districts. 





SAVAGE ARMS BUY 
CONTROLLING INTEREST 
IN WORCESTER MOWER 


The controlling interest in the 
Worcester Lawn Mower Com- 
pany, Worcester, Mass., has been 
purchased recently by the Savage 
Arms Corporation with plants in 
Utica, N. Y., and Chicopee Falls, 
Mass. The interest of Stanley D. 
Loud was purchased but he will 
continue his association with the 
company. 


UNIVERSAL APPOINTS 
GRAYBAR DISTRIBUTOR 
IN SOUTHEAST 


Landers, Frary & Clark, New 
Britain, Conn., has announced the 
appointment of the Graybar Elec- 
tric Corporation as distributors 
of Universal home laundry equip- 
ment, vacuum cleaners, electric 


‘Tampa, Miami and. Orlando, Fla. 

The Graybar company has also 
been made distributor for electric 
ranges, water heaters, home laun- 
dry equipment and heating ap- 
pliances in the northern Illinois 
territory adjacent to the city of 
Chicago. 


BAKER APPOINTED V.P. 
BY ADMIRAL CORP. 


Lee H. D. Baker has recently 
been appointed vice-president in 
charge of major appliances of 
Admiral Corporation, Chicago, 
Ill. In this capacity, he will di- 
rect and coordinate all activities 
of the newly acquired Stewart- 
Warner Appliance Division which 
will be merchandised under the 
Admiral name. 

Mr. Baker has had years of ex- 
perience in the merchandising of 
major appliances. Prior to his 
association with Admiral, he 
was sales manager of Gale Prod- 
ucts Division, Outboard Marine 
Manufacturing Company. Pre- 





L. H. D. BAKER 


vious to that, he was in charge 
of manufacturer’s equipment 
sales for Universal Cooler. He 
was also vice-president of Cope- 
land Refrigeration Corporation 
| from 1934 to 1937. 











T. L. SHAFFER 


SHAFFER HEADS SALES 
DIV. OF CONGOLEUM- 
NAIRN, INC. 


T. L. Shaffer, vice-president 
and director of Congoleum- 
Nairn, Inc., Kearny, N. J., has 
been placed in full charge of the 
company’s sales division. Mr. 
Shaffer has been with the com- 
pany for 24 years in sales and 
management capacities. In addi- 
tion to being in charge of the 
sales of the company’s civilian 
products, Mr. Shaffer continues 
in full charge of the Congoleum- 
Nairn’s war products division. He 
joined the company in 1920, and 
has successively held positions as 
salesman, district manager, as- 
sistant general sales manager, 
general sales manager, assistant 
to the president, and is now a 
director, vice-president and sales 
director of SCongoleum-Nairn, 
Inc. 

Mr. Shaffer is co-chairman of 
War Finance Committee for West 
Hudson District, member Public 
Relations, Defense and Finance 
Committee of the New Jersey 
State Chamber of Commerce, and 
vice-chairman of the Montclair 


British War Relief Society. 


E. L. SPRAY ASST. TO 
WESTINGHOUSE PRES. 


George H. Bucher, president of 
the Westinghouse Electric & 
Manufacturing Co., Pittsburgh, 
Pa., has appointed Ellis L. Spray 
as assistant to the president in 
charge of the headquarters man- 
ufacturing division. 
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"FARM FENCE 
CONTROLLERS 









pores ne, cose 
*urpose Con al 
rs rated 


A.C. 5 Dpcease 
List Price $27.50 
Shipping Wet. 164 lbs 


Tiere oWO SUBSTITUTE 
For Expertence 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 


lasting, dependable service in everyday | 


operation. That service is important to you 
and fo the farmers you serve. 

You sell dependability . . . you sell 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 
time of peak demand. 


Sold 
“Through 
Gobbers 

Only 


ELECTRO-LINE FENCE COMPANY 


120 North Broadway 


Milwaukee 2, Wisconsin 





Owing to the volume and de- 
tail of electrical and wire rope 
business, the American Steel & 
Wire Co., subsidiary of U. S. 
Steel Corp., is creating two sep- 
arate divisions to handle the sale 
of electrical products and wire 
rope and construction materials. 
P. T. Coons, formerly head of 
the electrical, wire rope and con- 
struction materials department, 
which is being discontinued, will 
assume the responsibilities as 
manager of the wire rope and 
construction materials division. 
T. F. Peterson has been ap- 
pointed manager of the newly 
created electrical division. At 
the same time, B. M. Ashbaucher 
has been made assistant manager 
of the wire rope and construc- 
tion materials division, while C. 
H. Eisenhardt has been named to 
a similar position in the elec- 
trical division. 

Mr. Coons has been associated 
with American Stee] & Wire Co. 


A. W. PHELPS PRESIDENT 
OLIVER FARM EQUIP. 


Alva W. Phelps, formerly as- 
sistant vice-president of General 
Motors Corporation, has been 
| elected president of the Oliver 
| Farm Equipment Company, ac- 
|cording to a recent announce- 
ment by the Oliver board of di- 
| rectors. Cal Sivright, former 
| president of Oliver, was elected 
chairman of the board and chief 
executive officer—a position held 
by the late C. R. Messinger after 
| Mr. Sivright became president in 
| 1937, 

Under Vice-President E. F. 
| Johnson of General Motors, Mr. 
| Phelps has been in charge of en- 
gineering and manufacturing di- 





| 
| 
| 








ALVA W. PHELPS 


New American Steel & Wire Co. Divisions 


To Handle Sale of Electrical Products 
And Wire Rope and Constraction Material 


since January, 1910, when he 
was employed as a correspon- 
dent in the concrete reinforce- 
ment department of the com 
pany’s New York office. He has 
been manager of the electrical, 
wire rope and construction mate- 
rials department of the general 
sales office in Cleveland since 
April, 1937. 

Mr. Peterson’s employment 
with the company dates back to 
October, 1927, when he was em- 
ployed as a cable engineer in 
the New York sales office. He 
has been director of electrical 
cable engineering and research 
since July 1, 1941. 

Mr. Ashbaucher has been a 
correspondent in the electrical, 
wire rope and construction ma- 
terials department since June, 
1940, while Mr. Eisenhardt has 
been assistant manager of the 
same department since February, 








1943. 


visions employing in excess of 
80,000 people, among which are 
the Frigidaire Division, Delco 
Products Division and Eastern 
Aircraft Division. 

In addition to electing Mr. 
Phelps president and Mr. Siv- 
right chairman of the board and 
chief executive officer, the direc- 
tors re-elected vice-presidents 
King McCord and M. S. Tucker; 
and comptroller, B. 


treasurer 
Haugen, and secretary, T. A. 
Freeman. 


STIEFEL ADVANCED 
BY WESTINGHOUSE 


Ira B. Stiefel has recently been 
named assistant to the vice- 
president in charge of industrial 
relations for the Westinghouse 
Electric & Mfg. Co., East Pitts- 
burgh, Pa. Mr. Stiefel has been 
manager of industrial relations 
at the company’s East Pittsburgh 
Works since 1937. His new head- 
quarters will be in downtown 
Pittsburgh. Since joining the 
company in 1912, he has been 
successively assistant superinten- 
dent of coils and insulation, as- 
sistant superintendent of the 
motor division, superintendent of 
mill and foundry and manager of 
feeder division No. 1. In 1938, 
he was awarded the company’s 
Order of Merit for his achieve- 
ments in the field of employee 
relations. 


HARDWARE AGE 
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E. A. JORDAN 


JORDAN SECRETARY 
OF HORTON MFG. CO. 


E. A. Jordan was elected sec- 
retary of the Horton Manufactur- 
ing Company, Fort Wayne, Ind., 
at the January meeting of the 
company’s board of directors. 
Mr. Jordan has been associated 
with the company since 1935 and 
for the greater part of that time 
has been central sales manager 
for the Horton line of washing 
machines and ironing machines. 
Since the beginning of the war 
he has spent his time in the home 
office assisting with the com- 
pany’s war production program 
and making plans for post-war 
sales. He will continue his sales 
activities in addition to his new 
duties as secretary. 





WEST BEND ALUMINUM 
BUYS KISSEL FIRM 


The West Bend Aluminum Co., 
West Bend, Wis., has purchased 
the Kissel Industries of Hartford, 
Wis., and took possession as of 
March 1. As announced by B. C. 
Ziegler, president of the West 
Bend firm, the purchase was 
made from Mrs. G. A. Kissel, 
widow of George Kissel who died 
in 1942. As part of its post-war 
planning program, the West Bend 
Aluminum Co. which was organ- 
ized in 1911, is expanding its 
plant facilities. The Hartford 
plant, which is located only 18 
miles from West Bend, will pro- 
vide an additional 450,000 sq. ft. 
of warehouse and manufacturing 
space. 

The acquisition of the Hart- 
ford plant will in no way change 
the post-war expansion plans of 
the parent plant at West Bend. 
Until aluminum and other metals 
are released for the manufacture 





of civilian products, both plants | 
will continue 100 per cent on war | 
contracts. 


MICHAELS PRESIDENT 
STARS ON STRIPES 
GAMES COMPANY | 


L. B. Michaels, formerly sales | 
manager of the Stars on Stripes | 
Game Co., 406 McKenna Bldg., 
Pittsburgh, Pa. has _ recently 
been elected president of the | 
company by the board of di-| 
rectors. | 

| 








Grinden to Handle Promotions 


For Kelley-How-Thomson Co. 


Harold A. Grinden has joined 
Kelley-How-Thomson Co., Du- 
luth, Minn., hardware wholesal- 
ers, to handle sales promotion 
activities both for the company 
and its dealer customers. He 
comes to this positien with an 
excellent and appropriate back- 
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‘| national president of the organ- 





ground having been for several 
years associated with the dealer 
service bureau of Hibbard, Spen- 
cer, Bartlett & Co., Chicago; for 
five years a field supervisor of dis- 
play and store equipment for 
Montgomery Ward & Co. and for 
10 years in charge of store plan- 
ning and displays for the Glass- 
Block department store in Du- 
luth. For the past four years Mr. 
Grinden was safety director for 
the Duluth Chamber of Com- 
merce. 

Mr. Grinden is a real ski en- 
thusiast. For six years he was 
national secretary of the National 
Ski Association and twice he was 


ization and is currently its na- 
tional historian, a position he 
has held for many years. In 
1932 and in 1936 he served as 
secretary of the American Olym- 
pic Ski Games Committee, the 
sponsoring body for American 
ski teams in International Olym- 





pic Ski Contests. 





Contribution to 
VICTORY by 
the Hardware Trade 


___————— 


THE CONTRIBUTION of the Hardware Trade, 
wholesalers and retailers alike, to an early Allied 
victory, is by no means a small one. Through the 
vast sales outlets furnished by both, America’s 
productive capacity became great in the years 
before Pearl Harbor. Without these existing and 
proven distribution outlets, manufacturing 
facilities would not have been in existence—-and 
therefore available when freedom calls. 


SO TAKE A BOW, Mr. Retailer—and you Mr. 
Wholesaler—you are very vital cogs in the vic- 
tory wheel, and when war is done, America will 
once more need your help in winning the peace. 
In keeping open those channels of distribution 
through which must flow enormous quantities of 
peacetime civilian needs, millions of returning 
service men will find security—through jobs. 


WICKWIRE BROTHERS, INC. 


NEW YORK 


CORTLAND, 
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You don’t have to “‘plug it in — hitch 
it to a belt-— or couple it to a drive 
shaft.’ This is a man power tool 
goes wherever the man goes 
and works wherever a 
man can put his two 
hands on the handles. It 
is an on-the-job tool 
multiplies man power to 
cut bolts (34’’ annealed 
bolts in the thread) rods, 
wire, cable, chain, etc. 
Cuts in one quick handle 
movement — saves time 
and delays. 


A size and model for all normal 
uses. Special heads for special 
operations such as _ bending, 
crimping, etc. 

Ask for catalog and free tool 
maintenance book. 


H. K. PORTER, INC., EVERETT 49, MASS. 


ORTER Sou CUTTERS, 











-GIMLET POINT LAG BOLTS 


@ Lamson gimlet point Lag Bolts penetrate wood 

faster, bite quick and dig deep with hand starting. 

Carefully rolled threads insure uniformity of size. 

Shanks are uniform, concentric with threads and 

heads are true and square. Black finish or galvanized. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
Jor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
































Ische Returns to Grinder Business; 
—Is President, Wissota Mfg., Minneapolis 


George H. Ische, well known 
for many years as an executive 
and officer of tool grinder manu- 
facturing concerns, is again in 
that business as president of the 
Wissota Mfg. Co., with head- 
quarters at 641 Cleveland Ave., 
N. W., Terminal, Minneapolis, 
13, Minn. The Wissota Mfg. Co. 
is now in production on farm 
sickles and tool grinders, and is 
making plans for post-war ex- 
pansion of its lines. Prior to the 
establishment of the Wissota 
company Mr. Ische was chiefly 
active in guiding the production 
of hydraulic jacks for the Army 
Air Corps, in which activity he 
is still interested, although con- 
centrating his efforts at this time 
on the production of tool grind- 
ers and farm sickles. 

In 1941 Mr. Ische disposed of 
his interests in the Luther 








GEORGE H. ISCHE 


Grinder & Tool Co., Fond du 
Lac, Wis., and resigned, at that 
time, as vice president of that 
company. 








UNIVERSAL CUSTOMER 
SERVICE DEPT. 
REORGANIZED 


Landers, Frary & Clark, New 
Britain, Conn., has announced 
plans for reorganiizng the cus- 
omer service department to more 
effectively handle war-time ser- 
vice problems and to extend ad- 
ditional assistance to consumers 
of Universal products after the 
war. 

H. M. Stack, former manager 
of the replacement parts depart- 
ment will supervise the activities 
of this new department assisted 
by E. H. Prior in charge of the 
repair division and Adolph Zer- 
ing of the renewal parts divi- 
sion. 

The new arrangement provides 
for the fulfillment of all neces- 
sary functions to render custom- 
ers prompt and efficient service. 
This includes the problem of 
maintaining adequate stocks of 
both current and obsolete parts; 
establishment of facilities for 
handling factory repairs promptly 
and at a nominal cost to the con- 
sumer; the preparation and main- 
tenance of parts price lists; 
preparation and dissemination of 
repair instructions and manuals 
with a complete program of in- 
formation to dealers so that they 


| can accomplish repairs in the 


field more effectively. 

Another function of the cus- 
tomer service department will be 
the supervision of general activi- 
ties of the service stations both 
company owned and independent, 
including general supervision 
over stocks of parts carried, 
methods of repairing, free ser- 
vice adjustment, etc. 





NEW YORK GIFT SHOW 
ATTRACTS 5,000 


Buyers to the number of 5000 
attended the New York Gift 
Show directed by George F. 
Little Management, Inc., at the 
Hotel New Yorker and the Hotel 
Pennsylvania on Feb. 28 to 
March 3. The majority of the 
gifts shown were those suitable 
for traveling servicemen and 
their brides. The same story of 
too much demand and _ 0“not 
enough gifts prevailed, and as 
was the case in most shows the 
exhibitors sold out their stock 
the first day. According to re- 
ports wood and plastic gifts 
joined metal ones in the scarce 
class. 


W. F. HURTER JOINS 
SAVOGRAN COMPANY 


The Savogran Company, Bos- 
ton, announces the appointment 
of William F. Hurter as district 
manager for its Central Division. 
Mr. Hurter has been connected 
with M. Ewing Fox Co. of Chi- 
cago for many years and pre- 
viously was with Pratt & Lam- 
bert Co., and has a wide ac- 
quaintance in the paint and 
hardware trade. Mr. Hurter will 
make his headquarters at the 
Savogran Company’s Chicago 
office at 561 West Monroe Street, 
and will have charge of the ter- 
ritory comprising Illinois, Iowa, 
Kansas, Minnesota, Missouri, 
Nebraska, Wisconsin, the Dako- 
tas, the Michigan peninsula, and 
the northwest counties of In- 
diana. 
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N. C. HURLEY CHAIRMAN 
OF THE INDEPENDENT 
PNEUMATIC TOOLS CO. 
Neil C. Hurley was elected 
chairman of the directors of the 
Independent Pneumatic Tool 





NEIL C. HURLEY, JR. 


Company and Neil C. Hurley, 
Jr., was elected president at the 
company’s annual meeting held 
March 8. 

The younger Mr. Hurley has 
been associated with the firm for 
12 years, following his gradua- 
tion from Notre Dame. In recent 
years following his managership 
of the company’s electric tool di- 
vision, he has successively served 
as secretary, vice-president and 
executive vice-president. 

Edward G. Gustafson, treasurer 
of the company, and John Mc- 
Guire, secretary, were elected to 
the board of directors. 





IDEAL LAWN MOWER CO. 
DISTRICT MEETINGS 


Ideal Power Lawn Mower Co., 
division of Rogers Diesel & Air- 
craft Corp., 1120 Leggett Ave., 
New York City, has recently an- 
nounced that it has planned a 
series of distributor meetings to 
chart its post-war program. They 
are being held with the assist- 
ance and cooperation of the par- 
ent organization, Rogers Diesel 
& Aircraft Corp. The Rogers 
company purchased the Ideal 
company, in March, 1943, to sup- 
plement its other facilities in 
producing necessary war ma- 
terial, 

The first meeting, of the series, 
was held in New York City, and 
was attended by Ideal distrib- 
utors from the Atlantic seaboard 
and the mid-west. R. E. Brad- 
ley, Ideal’s general manager, was 
chairman of the meeting. Fred 
L. Hall, vice president in charge 
of sales of the Rogers Diesel & 
Aircraft Corp., discussed the his- 
tory and background of the com- 
pany. He also announced the 
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establishment of an equipment 
proving ground in the south 
where accelerated, year-round 
proof and testing work will be 
carried on under the direction of 
competent engineering and main- 
tenance specialists. 





- MILLER PRES. MGR.; 
CURTIS SEC.-TREAS. 
UNITED STOVE CO. 


Harold H. Miller has recently 
been elected president and gen- 
eral manager of the United Stove | 
Co., Ypsilanti, Mich., and C. C. | 
Curtis has been elected secretary- | 


Mr. Miller had been | 





treasurer. 
acting general manager since the 
passing of Kenneth V. Ferguson, | 
former president of the company. | 
He has been associated with the | 
company since its organization in 

1925, and has served successively | 
as secretary, purchasing agent, 
and secretary-treasurer. Mr. Cur- | 
tis joined the company in 1935 | 
as auditor and office manager. | 





WILL MAKE NORGE 
LINE IN CANADA 


The Norge Division of Borg- 
Warner Corp., Detroit, Mich., has 
recently announced that it has 
just completed arrangements for | 
the manufacture in Canada of a| 
complete line of Norge products. | 
Norge has contracted Addison 
Industries, Ltd., Toronto, Canada, | 
to produce its refrigerators, | 
washers, ranges, heating units 
and other appliances in Canadian 
plants of the Toronto company 
for distribution in Canada. The 
production in Canada will begin 
immediately after the end of the 
war. National distribution of 
the Norge line will be handled 
by A. Cross & Co., Ltd., Toronto, 
Canada, which has branches 
throughout Canada. 





ADMIRAL CORP. NAMES 
REGIONAL MANAGERS 


J. H. Clippinger, vice-president 
in charge of sales of the Admiral 
Corp., Chicago, Ill., recently an- 
nounced the appointment of the 
following men as regional man- 
agers for the complete Admiral 
line of radios and appliances: 
Harry Lever, southeast; John F. 
Gilbarte, southwest; Sidney H. 
Regovin, midwest, and Lou Wil- 
lis, west coast. The appointments 
for the east coast will be made at 
a later date. For the duration, 
Messrs. Lever, Gilbarte, and 
Regovin will make their head- 
quarters at Admiral’s new sales 
service and display offices at 444 
Lake Shore Drive, Chicago, Il. 
Mr. Willis’s headquarters will re- 
main in Los Angeles, Cal. 
Eventually Mr. Lever will be 
located in Atlanta, Ga., and Mr. 





Gilbarte in Kansas City, Mo. 


Time Laq in Shipments 
is important to you 


Come V-Day you will need a quicker service in 
Drapery Fixtures than ever. Naturally we will 
strive for 48-hour shipments but there are factors 
which you control. A frank exchange of view- 
points and ideas now may well help the kind of 
post-war planning that will pay worth-while 
dividends in another year or two. 


| Naturally we have many ideas of what our customers ex- 
| 


pect and want. But have we raised our own sights high 
enough? Merchants have plenty of problems with our 
lines—variety for customer selection, inventory control, 
margin, turnover and custom service, to mention a few 
But we’re determined that our own post-war planning 
be based on facts and that Judd post-war service must give 


our customers exactly what 
they expect and need. That’s 
why we hope you'll tell us 
now what you will want in 
merchandise, price, promo- 
tion and service to make our 
line a more profitable one 
for you. And we hope to 
hear, too, from those who 
have thought of Judd as a 
supply source for the future 
even though we’ve not done 
business together yet. 

So won’t you write us to- 
day or any time you have an 
idea that might help us give 
you what you want. Feel 
free to take your hair down 
and if you think we deserve 


| criticism let it come. We'll 


not only take it but say 
“thank you.” 
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OSBORN MFG. CO. AWARDED ARMY-NAVY “E”: 


Osborn Mfg. Co., 5401 


manufacturers of brushes used for cleaning intricate military 
equipment and for cleaning scale from hot strip steel, recently 


received the Army-Navy “E” 


award for excellence in produc- 





The | 
Hamilton Ave., Cleveland, Ohio, 


tion. Major Frank J. Lausche was present at the ceremonies | 
and Major General J. L. Collins, commanding general of the 
Fifth Service Command at Fort Hayes, presented the pennant 
to Franklin G. Smith, president of the company. Commander 
W. P. Bacon of the office of the inspector of navy materiel 
presented the “E”™ pins to Fred Kischel. Left to right: Major 
General James L. Collins, and Franklin G. Smith. 


CAMILLUS CUTLERY 
WINS WHITE STAR 


The War Department has an- 
nounced that the Camillus Cut- 
lery Company has won, for the 
second time, the Army-Navy Pro- 
duction Award “for meritorious 
services on the production front.” 
The company is authorized to 
add a White Star to its “E” flag 
as a symbol of continued excel- 
lence in its production of all 
types of knives for the Armed 
Forces of the United Nations. 

Principal among the knives 
which have been produced by the 
company in winning their awards 
are fighting knives for the Army, 
Navy and Marine Corps, engineer 
knives, Signal Corps electricians’ 
knives, life raft fishing knives, 
sailors’ jackknives, as well as 
many others. 


OLD GUARD PLANS 
APRIL 19 LUNCH 


George H. Harper, Milwaukee 
Enameling & Stamping Co., 
chairman of the Old Guard’s 
luncheon committee has an- 
nounced that the luncheon in 
connection with the annual joint 
meeting of the Southern Hard- 
ware Jobbers Association and the 
American Hardware Manufac- 
turers’ Association convention to 
be held in Cincinnati, Ohio, at 
the Netherlands Plaza Hotel is 
scheduled for Wednesday, April 
19. The luncheon to be held at 
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1:00 p.m.. will be in Parlor I 
of the hotel. 

Mr. Harper’s associates as mem- 
bers of the luncheon committee 
are M. G. Lipscomb, Cavert & 
Lipscomb, Nashville, Tenn., and 
B. E. Strader, Remington Arms 
Co., Inc., Bridgeport, Conn. 

At the meeting changes in the 
constitution concerning eligibility 
for and election to membership 
will be considered by members 
present. 


TWO DIRECTORS NAMED 
TO DETROLA BOARD ' 


C. Russell Feldmann, president, 
recently announced the election 
of two new directors to the board 
of International Detrola Corp., 
Beard-at-Chatfield, Detroit 9, 
Mich., following the annual meet- 
ing of stockholders held in Elk- 
hart, Ind. D. M. Sheaffer, Phila- 
delphia, and William A. Alfs, 
Detroit, are the directors named 
in succession to John Ballantyne 
and Comdr. D.M.S. Hegarty, 
USNR. 

Mr. Sheaffer is assistant to the 
vice-president in charge of oper- 
ations, Pennsylvania Railroad, 
and Mr. Alfs is general attorney 
of the New York Central Rail- 
road. The latter was recently 
elected a vice-president of Inter- 
national Detrola by the board. 

Other officers in addition to 
Mr. Feldmann and Mr. Alfs are: 
Warren J. Hannum, and Charles 
H. Foster, vice-presidents; Johm 





Hancock, treasurer; H. E. Hamil- 
ton, secretary and assistant treas- 
urer; H. L. Dillon, assistant 
secretary and controller; and 
R. J. Nixon, assistant treasurer 
and assistant secretary. Messrs. 
Foster, Hancock, and Hannum, 
and Frank A. Willard are to con- 
tinue as directors on the board, 
of which Mr. Feldmann is chair- 
man. 





JACOBSON RESIGNS 
FROM BOYLER-MIDWAY 
TO FORM OWN COMPANY 


Joe Jacobson, formerly a sales 
executive for Boyler-Midway, 
Inc., a subsidiary of the Ameri- 
can Home Products Co., 22 E. 
40th St., New York City, has re- 
cently resigned to enter business 
for himself. He has been with 
the company for the past 12 
years. He was formerly eastern 
sales manager for the A. S. Boyle 
Co., during which time he di- 
rected distribution of “Old 
English” products through all 
types of outlets. Mr. Jacobson 
opened his own sales offices in 
New York City, 11 West 42nd 
St., Room 668, for the representa- 
tion of a number of household 
specialty lines for distribution 
not only through syndicate stores, 
but department store and jobbing 
channels as well. He is a 
former president of the House- 
wares Club of New York. 


TYRRELL HDWE. CO. 
ELECTS OFFICERS 


The Tyrrell Hardware Com- 
pany, Beaumont, Tex., wholesale 
hardware distributors, has an- 
nounced the election of the fol- 
lowing officers at the company’s 
directors’ and stockholders’ meet- 
ing which was held Jan. 27: 
President, E. W. Gildart; vice- 
president and manager, Elmo R. 
Beard; secretary and treasurer, 
E. A. Wolf. Mr. Gildart and Mr. 
Wolf have held these positions 
for a number of years while Mr. 
Beard succeeds the late Raoul 
Mueller. 


D. A. PACHTER NAMES 
TWO REPRESENTATIVES 


Ben Newton and Frank Davis 
have recently been appointed 
sales manger for the Bild-A-Set 
line manufactured by the D. A. 
Pachter Co., Chicago, I]. Mr. 
Newton will work out of the 
Bild-A-Set Chicago office in the 
Merchandise Mart, and is to 
cover the territory including part 
of Illinois, part of Wisconsin and 
part of Indiana. Mr. Davis, who 
will make his headquarters in De- 
troit, will cover Michigan, part 
of Indiana, and a section of 


Ohio. 





CLEVELAND DIST. CO. 
REPRESENTS EUREKA 


Eureka Vacuum Cleaner Co. 
6060 Hamilton Ave., Detroit, 
Mich., recently announced the 
appointment of the Cleveland 
Distributing Co., 2323 East 67th 
St., Cleveland, 4, Ohio, as ex- 
clusive distributor in the Cleve- 
land area which covers 31 coun- 
ties in northeastern Ohio. Eureka 
is at present 100 per cent occu- 
pied in the production of gas 
masks, electric aircraft motors, 
and various signal devices. 





MISS CARROLL JOINS 
WEST BEND ALUMINUM 


Georgia Carroll, who recently 
completed an assignment with 
the home appliance division of 
Stewart Warner Corp., 1826 Di- 
versay Pky., Chicago, Ill, has 
been appointed the home service 
director of the modern test 
kitchen and laboratory of the 
West Bend Aluminum Co., West 
Bend, Wis., manufacturers of 
cooking utensils and gift ware. 
Miss Carroll was formerly with 
Chase & Sanborn of Standard 
Brands. 


KLUEMPERS ADVANCED 
TO MGR. STOKER DIV. 
FAIRBANKS, MORSE 


Frank J. Kluempers has re- 
cently been promoted to the po- 
sition of manager of the stokei 
division of Fairbanks, Morse & 
Co., 600 S. Michigan Ave., Chi- 
cago, 5, Ill. He was formerly 
manager of the dealer depart- 
ment of the company’s Cleveland 
branch and has been with the 
company for 20 years. After 
spending about eight years in the 
St. Louis office where he held 
various positions, he became a 
city salesman in 1930 and han- 
dled Fairbanks-Morse scales. In 
1933, he was placed in charge of 
the central Illinois territory sell- 
ing dealer lines and scales. 





FRANK J. KLUEMPERS 


HARDWARE AGE 
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COEN DIVISION MGR. 

AMERICAN CENTRAL 

Larry E. Coen has recently 
been appointed midwestern divi- 
sion manager for the American 








LARRY E. COEN 


Central Mfg. Corp., Connersville, 
Ind. Mr. Coen, whose headquar- 
ters will be in Chicago, will di- 
rect sales in 17 midwestern and 
southwestern states. He was for- 
merly associated with the Ebco 
Mfg. Co., Columbus, Ohio, where 
he had been sales manager for 
the past three years. Prior to his 
connection with Ebco, he was 
sales manager in the liquid cool- 
ing department, commercial di- 
vision, Nash-Kelvinator, Detroit, 


Mich. | 


SELDEN MANAGES 
FLEXWOOD, FLEXGLASS 
DIV., U. S. PLYWOOD 


George Selden has _ recently 
been appointed manager of the 
Flexwood and Flexglass division 
of the United States Plywood 
Corp., New York City. Both of 
these products are manufactured 
and sold jointly by United States 
Plywood and The Mengel Co. 
Mr. Selden comes to U. S. Ply- 
wood from the Johns-Manville 
Corp., where he specialized in the 





acoustical field. 

Following a course in mechan- 
ical engineering at Cornell Uni- | 
versity, Mr. Selden was superin- 
tendent of a veneer door plant 
in Florida owned by his father. 
In World War I, he served as a 
Ist lieutenant with the first 
AEF’s Forestry Engineers, and 
after the Armistice was detached 
for work with the Hoover post- 
war relief work in Poland and 
the Baltic states. Returning to 
the U. S., he joined the P. B. 
Yates Machine Co., selling to 
woodworking plants and for ex- 
port. In 1932, he became asso- 
ciated with the Baker Cork & 
Tile Co., handling its acoustical 





and Flexwood departments. He 
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operated his own acoustical busi- 
ness before his connection with 
Johns-Manville. 





WESTINGHOUSE HONORS 
ATHERTON, WOLFERT 


Edward R. Wolfert, manager of 
engineering, and Alfred L. Ath- | 
erton, manager of quality control | 
of the Westinghouse Electric Ap- | 
pliance Division, East Spring: | 
field, Mass., were recently} 
awarded the Westinghouse Order 
of Merit by the company’s board | 
of directors. Instituted in 1935, | 
the Order, which is a_ large} 
bronze medal bearing on its face | 





| a silver “W” and the name of the 


person, with the legend, “Whom 
his fellow men delight to honor,” | 
is awarded for outstanding con- | 
tributions to the electrical and 
mechanical arts, and to company 
progress. | 


AWARD TOASTMASTER 
STAR ON “E” PENNANT 


Admiral C. C. Bloch, chairman | 
of the Navy Board for Production 
Awards, Washington, D. C., has 
announced the renewal of the 
Army-Navy “E” Award to the 
McGraw Electric Company, | 
Toastmaster Products Division, 
Elgin, Ill. This is emblematic of 
six months of continued outstand- | 
ing production since the granting | 
of the original award. 





ROTENONE PROCESSORS’ 
ADVISORY COMMITTEE 
FORMED BY OPA 


A Rotenone Processors’ Indus- 
try Advisory Committee whose 
members will be concerned with 
maximum prices governing the 
manufacture and wholesale of all 
rotenone products ranging from 
the imported root to finished in- 
secticides has been formed by 
the OPA. Members of the com- 
mittee are as follows: J. L. 
Batty, insecticide buyer, Cooper- 
ative GLF Soil Building Service, 
Inc., New York City; William J. | 
Haude, etomologist, John Powell 
& Co., New York City; H. R. 
King, vice-president, R. J. Pren- 
tiss & Co., Inc., New York City; 
Miss E. M. Pagel, sales man- 
ager, Agicide Laboratories Inc., | 
Racine, Wis.; Roy E. Miller, | 
president, Miller Products Co., | 
Portland, Ore.; D. B. Faloon, 
president, Hammond Paint & 
Chemical Co., Beacon, N. Y-.; | 
Robert Joyce, manager. Insecti- | 
cide Department, Derris, Inc., 
New York City; Harold Noble, | 
manager, Insecticide Department, | 
S. B. Penick & Co., New York | 
City; and R. B. Stoddard, man- 
ager, Insecticide Department, 
Dodge & Olcott, New York City. 








UNIT SALES 


















IN LACE PAPER 
2 to 9 TIMES HIGHER 





Comorrow 4 ortuntt 
“TP ¥Y 


WITH 


HANDY PACK DEPARTMENT 


HE Milapaco HANDY PACK, a colorful “bargain 

package of beauty” in famous Milapaco lace paper, has 
been called — and proven — one of the most important 
merchandising ideas in paper. It has everything — high 
value, sure appeal in price and beauty, dramatic eye-stop- 
ping display, self-selling advantages that boost unit sales 
up to 9 times the usual dime-a-package. 


Today the production of Milapaco HANDY PACK is par- 
tially restricted. More will be available later. Remember 
it, and take advantage of its sales-producing power then. 


, 


This colorful display, 
the center of your 
“Handy Pack Depart- 
ment” consists of packs 
containing 100 each of 
a single design and size 
of Milapaco lace paper 
place mats and large 
doilies, and 150 each 
of the 5”, 6”, and 8” 
round doilies. Priced 
— 25¢ to 89¢ each. 


Buy More War Bonds 

Now ... Plan for a 

Milapaco Handy Pack 
Department Later. 





MILWAUKEE LACE PAPER CO. 


1306 E. MEINECKE AVE. Established in 1898 MILWAUKEE 12, WIS. 


SNitapaco 


LACE PAPERS 
OF CHARACTER 
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CHENEY 


NAIL HOLDING HAMMERS 


A lot of things are going to be 
remembered by our boys after 
the war and one of them is the 
Cheney Nail Holding Hammer. 
Hardware stores everywhere will 
find a lot of new customers in their 
stores in the days to come—asking 
for Cheney Nailers. Again may we 
say no other fine hammer offers as 


much as Cheney Nail Holding 


Hammers—dollar for dollar. 


HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y 


Sales Office: 217 Broadway, New York City 





HAGER HINGE HOST TO 
ST. LOUIS HDWE. CLUB. 


C. A. Hager & Sons Hinge Mfg. 
Co., St. Louis, Mo., was host at 
the annual Hager Banquet for 
the members and guests of the 
St. Louis Hardware Club recently 
held at the Missouri Athletic As- 
sociation. Nearly the entire local 
membership attended and quite 
a number of out-of-town members 
were also present. The dinner, 
which consisted of “everything 
from soup to nuts,” was enjoyed 
by all. Entertainment was fur- 
nished all throughout the meal 
by a number of comedian waiters. 
After the dinner an hour of ex- 
cellent entertainment was offered, 
followed by singing and card 
games. The entertainment was 
furnished by Edward Rottman, 
City Plating & Mfg. Co. 


PHILA. HOUSEWARES 
CLUB INSTALLS 
NEW OFFICERS 





| 
| 
| 
| 


| 

| Installation of the newly elected 
officers of the Philadelphia House- 
| wares Club took place at a meet- 
| ing and buffet party which was 
| held at the Broadwood Hotel, 
| Philadelphia, March 24. The 
officers are: James F. Bond, man- 
| ufacturers’ representative, presi- 
|dent; George C. Summerell, 
| National Carbon Co., first vice- 
| president; Samuel Ospow, E. J. 
| McAleer & Co., Inc., second vice- 


| president; William L. Porter, | 


| West Bend Aluminum Co., treas- 
| urer, and Lillian H. Muchnick, 


|Gimbel Bros., secretary. Board 
| . 

|} of directors: S. E. Karfunkle, 
| manufacturers’ _ representative; 


Lee Baker, The Washburn Co.; 
Samuel Moss, Lit Brothers; Rus- 
sel Bragg, manufacturers’ repre- 
sentative; Herman Kessler, F. C. 
| Castelli Co., and William J. Gra- 
ham, E. J. McAleer & Co., Inc. 





INDUSTRY COMM. FOR 
GRAY IRON CASTINGS 


The OPA recently appointed 
an Industry Advisory Committee 
for Gray Iron Castings composed 
Mem- 


| 
| 
| 
j 





} ; 
}of 11 foundry executives. 


| bers of the committee are as fol- | 


lows: Walter Chadwick, presi- 
dent, Davenport-Besler Corp., 
| Davenport, Iowa; O. R. Culling, 
| president, Carondelet Foundry 
|Co., St. Louis, Mo.; H. L. Ed- 
|inger, president, Barnett Foun- 
dry & Machine Co., Irvington, 
N. J.; C. C. Ford, contracting 
}engineer, G. C. Christopher & 
|Sons Foundry, Wichita, Kan.; 
|R. E. Kucher, vice-president, 
| Olympic Foundry Co., Seattle, 
| Wash. ; C. B. Magrath, president, 
|Greenlee Foundry Co., Chicago, 
|Tll.; R. D. Phelps, president, 
‘Francis & Nigren Foundry Co., 


Chicago, Ill; F. H. Rayfield, 
vice-president, Potter & Ray. 
field, Inc., Atlanta, Ga.; A. B. 
Root, vice-president, Hunt-Spiller 
Mfg. Co., Boston, Mass.; S. D. 
Russell, president, Phoenix Iron 
| Works Co., Oakland, Cal.; and 
|W. S. Thomas, superintendent, 
foundry division, North Bros. 
Mfg. Co., Philadelphia, Pa. 





TUCKER PURCHASES 
PLYWOOD PLANT 
FROM EVANS PRODUCTS 


M. D. Tucker, vice-president 
of Evans Products Co., has re- 
cently announced that he has pur- 
chased from Evans the fir ply- 
wood plant located at Lebanon, 
Ore., which is one of the largest 
and most modern plywood plants 
in the world. The Cascades Ply- 
| wood Corp. has been organized 
| with Mr. Tucker as president, to 
|own and operate the Labanon 
plant. It was also announced 
that a contract has been signed 
for the sale of the entire produc- 
'tion of Cascades through the 
distribution facilities of U.. S. 
Plywood Corp., including ware- 
houses being opened by U. S.- 
Mengel Plywoods, Inc. 








| 
| DRY BATTERY COMM. 
FORMED BY OPA 


The OPA recently appointed 
a Dry Battery Manufacturers’ In- 
| dustry Advisory Committee. The 
members of the committee are 
as follows: J. H. Mollnay, gen- 
eral sales manager, Burgess Bat- 
tery Co., Freeport, Ill.; C. 0O. 
Kleinsmith, general sales man- 
ager, National Carbon Co., New 
York City; A. I. Barash, secre- 
tary-treasurer, Bright Star Bat- 
tery Co., Clifton, N. J.; H. 
bev mere president, U. S. Elec- 





trical Mfg. Co., New York City; 
|C. F. Abbott, president, Abbott 
| Mfg. Co., Summit, N. J.; Leon 
H. Gray, general manager, Black- 
| stone Mfg. Co., Chicago, IIL: 
| A. Gelardin, president, Eastern 
| Battery Co., New York City: 
|C. F. Armstrong, treasurer, Un- 
| derwood Battery Co., Cleveland, 


Ohio; B. Gelardin, president, 
Sterling Battery Co., Bronx. 
N. Y.; E. J. Wisinger, vice- 


| president, General Dry Battery 


| Co., Cleveland, Ohio; Norman D. 
| Vea, general sales manager, 
| Ray-O-Vac Co., Madison, Wis.: 
|W. H. Thom, president, Mara- 
thon Battery Co., Wausau, Wis.: 
|J. C. Calhoun, assistant sales 
| manager, Winchester Repeating 
Arms Co., New Haven, Conn.: 
|I. Schub, president, Acme Bat- 
tery Co., Brooklyn, N. Y.; A. E. 
Spicer, manager, Excell Battery 
Co., Pasadena, Cal., and F. C. 
| Dresser, president, Southern Bat- 
| tery Co., Appomattox, Va. 
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CREIGHTON RESIGNS 
AS CHIEF OF ALLOY 
STEEL BRANCH WPB 


L. E. Creighton has recently re- 
signed as chief of the Alloy Steel 
Branch of the Steel Division, 
WPB. He will return to his for- 
mer position with the Rotary 
Electric Steel Co., Detroit, Mich. 
Mr. Creighton joined the WPB as 
chief of the Aircraft Alloy Steel 
Section of the Steel Division in 
Feb. 1943. In March, 1943, he 
was made chief of the Alloy Steel 
Branch. S. A. Crabtree succeeds 
Mr. Creighton as chief of the Al- 
loy Steel Branch, and he will 
also continue as deputy assistant 
director. 

WORTHINGTON HEADS 
BALTIMORE HDWE. CLUB 


At a recent meeting of the 
Hardware Club of Baltimore, H. 
Linn Worthington was elected 
president of the club succeeding 
Allston Vander Horst, now a 
captain in the Marines. Lloyd 
Vander Horst, Wm. H. Cole & 
Sons, was elected vice president, 
and Wm. L. Bucher of the Beth- 
lehem Steel Co., was elected 
secretary-treasurer. Mr. Worth- 
ington is associated with K. Les- 
ter Wilson, manufacturers’ repre- 
sentative in Baltimore. The club 
meets the third Monday in each 
month with a luncheon at the 
Lord Baltimore Hotel. Edward 
E. Chandlee, president of the 
Edw. K. Tryon Co., Philadelphia, 
Pa., will be the guest speaker at 
the March meeting. 





X-CLUB MEETS 
ON APRIL 18 


The X-Club, comprised of past 
presidents of the National Whole- 
sale Hardware Association, | 
Southern Hardware Jobbers As- 





sociation and American Hard- 
ware Jobbers Association will 
hold its luncheon in  connec- 


tion with the Southern conven- 
tion on Tuesday, April 18, at 





1:00 p.m. in Parlor 1 of the} 
Netherlands Plaza Hotel, Cin- | 
cinnati, Ohio. 


WPB FORMS METAL | 
CUTTING HACK & BAND | 
SAW INDUSTRY COMM. | 

| 
| 


Office of Industry Advisory 
Committees of the WPB has an- 
nounced the formation of the | 
Metal Cutting Hack & Band Saw 
Industry Advisory Committee 
with William C. Teare, Tools 
Division, as government presiding 
officer. The members of the 
committee are as follows: H. G. 
Aldridge, Huther Bros., Roches- 
ter, N. Y.; Jacob S. Disston, 
Henry Disston & Sons Co., Phila- 
delphia, Pa.; R. F. Ellis, E. C. 
Atkins & Co., Indianapolis, Ind.; 
J. H. Flavell, W. O. Barnes Co., 
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Inc., Detroit, Mich.; William J. 
Greene, The L. S. Starrett Co., 
Athol, Mass.; Ralph K. Law- 
rence, Simonds Saw & Steel Co., 


Fitchburg, Mass.; Donald Mc- 
Quillan, Spartan Saw Works, 
Springfield, Mass.; D. W. Nor- 


thup, The Henry G. Thompson 
& Son Co., New Haven, Conn.; 
Verne Olson, Contour Saws, Inc., 
Des Plaines, Ill., and Phillip 
Rogers, Millers Falls Co., Green- 
field, Mass. 

SULLIVAN PRES. OF 

CHEMICAL FIRE 
EXTINGUISHER ASS’N 


The Chemical Fire _ Ex- 
tinguisher Association at its 
annual meeting held recently at 
the Sherman Hotel in Chicage, 
Ill., elected the following officers: 
Arthur G. Sullivan, president, 
general sales manager, Buffalo 
Fire Appliance Corp., Buffalo, 
N. Y.; J. O. Binford, vice-presi- 
dent, general sales manager, 
American-La_ France - Foamite 
Corp., Elmira, N. Y.; Herman 
W. Diener, treasurer, secretary, 
George W. Diener Mfg. Co., Chi- 
cago, Ill., and W. J. Parker, com- 
missioner, W. J. Parker, Inc., 
New York City. Newly elected 
directors in addition to those 
above, are George H. Boucher, 
general sales manager, Pyrene 
Mfg. Co., Newark, N. J., and 
E. A. Warren, vice-president, 
General Detroit Corp., Detroit, 
Mich. 

SHRYER JOINS MOTOR 
EQUIPMENT STAFF 
Millard F. Shryer, formerly 
sales manager of Motive Parts 
Co., of America, Inc., Chicago, 
Ill., and manager of the Whole- 
saler Sales Department of the 
Wayne Pump Co., Fort Wayne, 
Ind., has recently joined the 
staff of Motor & Equipment 
Wholesalers Association as na- 
tional field representative and 
secretary of committees. Mr. 
Shryer was recently connected 
with the Chicago Metropolitan 
Area Office, OPA, where he 


served for 18 months in the le- 


gal department and in the Fuel | 


Oil and Stove Rationing Section. 





FORMS AMMUNITION 
ADVISORY COMMITTEE 


The WPB recently announced 
the formation of the Ammunition 
Industry Advisory Committee 
with S. Howard Evans, govern- 
ment division, as government 
presiding officer. The committee 
members are as follows: William 
G. Davis, Remington Arms Co., 
Inc., Bridgeport, Conn.; George 
L. Dawson, Western Cartridge 
Co., East Alton, Ill., and H. C. 
Russell, Federal Cartridge Corp., 
Minneapolis, Minn. 














Just as soon as 


UNION and VICTORY 
shut down on Fighting Tools! 
Just as soon as we can switch our ex- 


panded facilities from fighting tools to 
hardware and sporting tools, — 


You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 


* Hack Saw Frames 


Gun Implements 
* Available on Priorities 


IN "UNION" THERE IS STRENGTH 


BEeEWEE ew 
HARDWARE COMPANY 


STABLISH + 


sod -4-11 ich xo) <p CONN. 


NEW YORK OFFICE ISI CHAMBERS STi 
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HEDLUND SALES MGR. 

HOUSEHOLD CHEMISTS 

Charles O. Hedlund has re- 
cently been appointed sales man- 
ager of Household Chemists, Inc., 





CHARLES 0. HEDLUND 


247 Park Ave., New York City, 
manufacturers of the de-shining 
fluid, Shyn-O-Way. Mr. Hedlund 
was previously associated with 
Lehman Bros. and Goldman 
Sachs. He recently 
two years in government service 
lastly having supervised the Ci- 
vilian Goods Program of 
Smaller War Plants Corp. 
is now completing national rep- 
resentation throughout the coun- 


try through sales agents and 
jobbers. 

PFEIFER NAMED 
MERCHANDISE MGR. 
BY SEIDELMANN 

Albert Pfeifer, formerly an 
official and general merchandise 


manager of Pfeifer Bros., Little | 


Rock, Ark., has recently been ap- 
y i 
pointed general merchandise 


the | 
He | 





manager of electricity sales of 
the Commonwealth Edison Co., 
president; G. K. Hardacre, man- 
ager of lighting sales of the Pub- 
lic Service Co., secretary-treas- 
urer Carl W. Zersen, manager of 
the Chicago Lighting Institute, 
assistant secretary-treasurer. 








COL. D. A. LENK HEADS 
LENK MFG. CO. 


Col. D. Allen Lenk, for the | 
past 25 years treasurer, has been 
elected president and treasurer | 
of the Lenk Manufacturing Com. | 
pany, Newton Lower Falls, 
Mass., succeeding the late Max- | 
well Edelman. The board of | 
directors confirmed the appoint- | 


| ment of M. A. Silverman as di- | 


| 


completed | 


| 


| 


Sherman was formerly with 
Manning, Maxwell & Moore 
Company. 





COL. D. ALLEN LENK 


rector of sales and that of H. H. 
Sherman as works manager. Mr. 


GALVANIZERS TO MEET » 


| Corp., 
| Stocker, 


| Way 
| hardware and farmer’s supplies 


Tube Co., Youngstown, Ohio, 
chairman; G. A. Brayton, New- 
port Rolling Mill Co.; B. P. 
Finkbone, American Rolling Mill 
Co., Middletown, Ohio; C. K. 
Lytle, Tennessee Coal, Iron & 
R. R. Co., Birmingham, Ala.; J. 
L. Schueler, Continental Steel 
Kokomo, Ind.; Robert 
Carnegie-Illinois Steel 
Corp., Pittsburgh, Pa.; and F. 
G. White, Granite City Steel Co. 





MERRITT NAMED PRES. 
MEADOWS CORPORATION 

The following officers of the 
Meadows Corp., were elected at 
the annual meeting held re- 


| cently: I. N. Merritt, president; 


W. F. Oberst, vice-president; H. 
C. Buckingham, treasurer; S. M. 


| Foster, secretary; and H. Hoover, 
| treasurer. 





WAY BUYS HDWE. STORE; | 


OPENS ODDITY SHOP 
M. Way, 


Chester 


| with the Continental Screw Co., 
| Detroit, Mich., has recently pur- 


chased the business of R. C. 
Martin, Bristol, Vt., building ma- 
terials and farm supplies. Mr. 
has added a full line of 


to the business, and has also 
opened another store in Bristol, 
selling gifts and housefurnishing 
merchandise. This store is called 
Way’s Oddity Shop. 


formerly | 


METCALF HEADS WPB 
CORDAGE SECTION 
Edwin R. Metcalf has been ap- 


pointed Chief of the Cordage 
Section of the Textile Branch of 





EDWIN R. METCALF 


the War Production Board. He 


| became affiliated with WPB on 





Dec. 1, 1942, as Chief of Hard 
Fibres, shortly after becoming 
Chief of the Rope and Twine 
Section, WPB, in which position 
he continued until his recent ap- 
pointment. 

Mr. Metcalf was, prior to join- 
ing WPB, sales manager and a 
director of the Columbian Rope 
Co., Auburn, N. Y. 
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manager of Ernst Seidelmann, | 
exporters and importers, Wool- | 
worth Bldg., 233 Broadway, New 


IN ST. LOUIS IN APRIL 
The Galvanizers Committee has 





York City 7. 


MEYER ELECTED V..-P. 

CHICAGO LIGHT. INST. 

A. H. Meyer, manager of the 
Midland sales district of the 


lamp department of the General | 


Electric Co., Schenectady, N. Y., 
was recently elected to serve as 
vice-president of the Chicago 
Lighting Institute. Mr. Meyer 
succeeds the late John G. 
Learned, vice-president of the 
Public Service Co., northern IIli- 
nois. A, H. Schneider, general 
sales manager of the Public Ser- 
vice Co., was appointed to rep- 
resent his company on the board 
of directors of the Institute, 
which position had also been 
held by Mr. Learned. Other offi- 
cers who were reelected are as 
follows: Ralph G. Raymond, 
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recently announced that it will 
hold its fourteenth meeting coin- 
cident with the regular annual 
meeting of the Committee’s spon- 
sor, the American Zinc Institute, 





at the Jefferson Hotel, St. Louis, 
Mo., April 17-18. On Monday | 
morning, a joint open session will | 
be held, and Robert Stoker, Car- 
negie-Illinois Steel Corp., and his 
program committee are planning 
the details for the closed sessions 
to be held on Monday afternoon 
and Tuesday. E. A. Russell, the 
chairman of the committee, de- 
scribed the meeting as a war- 
time conference and stated that 
it is expected to attract a num- 
ber of technical and operating 
men from the galvanizing divi- 
sion of the steel industry. The 
present governing board of the 
committee consists of: D. A. 





Russell, Youngstown Sheet & 





UTICA CUTLERY CO. WINS ARMY-NAVY “E” PENNANT: 


At presentation Ceremonies recently, Utica Cutlery Company, 


Utica, N. 


Y., was presented with the Army-Navy “E’’ Award 


for excellence in production. Honorable J. Bradbury German, 
Jr., mayor of the city of Utica, acted as master of ceremonies 


and introduced Col. Frank J. Atwood, Chief, Rochester Ord- 


nance District 


who presented the pennant. The flag was ac- 


cepted by Frank X. Matt, president of the company. Ther 
followed the raising of the pennant by a color guard and the 
presentation of the Army and Navy “E” Pins by Lt. Comm. 
Thos. B. Kiley, U.S.N.R. 3rd Naval District. The ceremonies 
were held in the Company's Bayonet Division of the plant and 
broadcast over Station WIBX, Utica. 

Special Guests were: Major G. G. Waters, Capt. Kendall 
Castle, Capt. H. E. Stowell, Lt. Gwyn Thomas of the U. S. 
Army Ordnance Department and Comm. J. A. DeVeer, Lt. 
Remy Tys, Lt. Gordon C. Bowen of the Navy. 

Left to right: Lt. Comm. Thos. B. Kiley, Frank X. Matt, 
Mayor J. Bradbury German, Jr., Col. Frank J. Atwood, John 


Dombrowski. 
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This Attention Compelling Display Box— 
Sells GRIFFIN Soft Center Hack Saw Blades 


These improved blades are in great demand because they save time and labor on every 
job. Users appreciate their soft, but tough center which insures flexibility and mini- 
mizes breakage. The Soft Center is an exclusive GRIFFIN development backed by 
60 years’ experience in blade making. Their Hard Back gives extra rigidity. Their 
very Hard Teeth insures the best cutting and wearing qualities. They do not stretch, 
sag or bind. Sales start soon as shown from their attention compelling beautifully 
colored display box, set up in a jiffy and occupying very little counter space. 


Contents Of GRIFFIN Display Box... 













2 doz. 10" x Y2" x .025" x 18T 2 doz. 12" x V2" x :025" x 18T 
2 doz. 10" x Y2" x .025" x 24T 2 doz. 12" x Y2" x .025" x 24T 
2 doz. 10" x Y2" x .025" x 32T 2 doz. 12" x Y2" x .025" x 32T 


These are the best selling sizes for general utility purposes and are available now. 
Each compartment shows the blade size and number of teeth to the inch. From this 
carefully selected assortment your customers can choose the GRIFFIN blades best 
suited for their work from the data plainly printed on the box. 


These superior blades return a good profit and insure rapid turnover. Insist 
on GRIFFIN from your distributor. Made by G. W. Griffin Co., Franklin, 
N. H. Established 1880. 


General Sales Agents 


JOHN H. GRAHAM & CQ., Inc. 


105 Duane St. Est. 1870 New York 8, N. Y. 








FLOORS AND 
FLOOR COVERINGS 














BALL BEARING . 


CASTERS 


THESE casters PROTECT floors and floor cower- 
ings—no scratches on floor, rugs or carpets. 
“‘Aeme’’ Casters are ball bearing casters and move 







THESE CASTERS smoothly and easily in any direction and—they sell 
HAVE A BALL THAT as easily as they move. Let “‘Qeme” step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 





cal prospect for ‘“‘Aeme’’ Ball Bearing Casters. 


The manufacture ef ‘“‘Aeme’’ Casters will be discontinued for the duratiea. 
We can only supply ‘‘Acme’’ Casters te customers with high pricrity ratiags. 






THE SCHATZ MANUFACTURING CO. 
U.S. A. 


REPRESENTATIVES LOCATED AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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B. A. BURKE RETIRES Chicago, Ill., which will be com- HDWE. STATISTICAL sition he resigned as both an em- 
AFTER 47 YEARS IN pletely divorced from the = ASSN. MOVES ployee and a director of the Sar- 
facturing company and dea gent & Co. 

Rar eyiy vg — solely with distribution and mer- he <p ee ——7 H 
a ernard / ‘ ur rs a. ow chandising in the Chicago mar- tikes Meshéten at Seek , | dh 
= years re i le ot the ket, although it will be a wholly Ae A ‘ ray ms . apne rs 
Pyrex Housewares Division of the owned subsidiary of Majestic | / sociation, who officially took | pe 
Corning Glass Works, Corning, Radio & Television Corp. over his new duties on March 1 a Ci 

has announced that the associa- | the | 

P tion headquarters will be located | arou 

; COOPER NAMED ASS’T at 205 Church St., New Haven, | (Ce 

DIRECTOR OF TOOLS Conn., P. O. Box 1603. The tele- | Ran 

DIVISION, WPB phone number of the office is | Firs 

facta Ok . y | New Haven 8-2541. $50 

: y 8. Cooper has secently For the past 27 years Mr. $25 

been appointed an assistant di-| pits had oem dentciotel with able 

| rector of the Tools Divison, WPB.| carcent & Ge. (New Meta two 

| Mr. Cooper has joined WPB to Conn., builders? hardware and whic 

e | handle probiems relating to anti- tool manufacturers, and for sev- carr 

4 friction bearings. He is vice- | oral years served as general sales rent 

SS president of the Fafnir Bearing manager of that company. In | “Yo 

a Co., New Britain, Conn. 1940 he was elected a member of | Mer 

« eet the board of directors of the | Now 

F. T. BLISH, JR., NOW company. To accept his new po- | HAROLD A. PARKS Witl 

| CONNECTICUT ASSN. Po 

SECRETARY anil 

Fred T. Blish, Jr. Manches-| Detroit Paint, Varnish and Lacquer Ass’n deta 

BERNARD A. BURKE | ter, Conn., was elected secretary | com 

of the Connecticut Hardware As- Honors Nine Past Presidents of t 

; . sociation at its annual convention | a ; 

N..Y., in the New England, | Nine past presidents were the | years 1935-1936, was a welcome = 
northeast and Canadian terri- | | honored guests of the Detroit | surprise. He is no longer in the 
tories, was tendered a testimo- | | Paint, Varnish & Lacquer Asso- | paint business but dropped in to 
nial dinner recently by the | ciation, at a dinner held recently | see his old friends. W. T. Utley 

Housewares Club of New Eng- | | at the Wardell Sheraton Hotel | of the Ditzler Color Co., was also Je 

land at the Parker House, Bos- | | in Detroit, Mich. The oldest | in attendance. E. W. Farmer, dent 

ton, Mass. The occasion for the | past president in respect to term | Dibble Color Co., represented the of d 

dinner was Mr. Burke’s retire- of office served in attendance was | years 1940-1941, and C. W. Cas 

ment from business after 47 years | | E. R. Hoag, who served the | Oliver, Wyandotte Paint Prod- Mar 

of selling housewares throughout | | years of 1917-1918. Mr. Hoag, | ucts Co., represented the years - eral 

the entire eastern and southern | now retired, spent his years in | 1941-1942. M 

sections of the North American the paint business with the Ditz- All past presidents were in- with 

continent. ler Color Co. troduced by the present president Jam 

Prior to 1916, Mr. Burke rep- H. S. Boutell, who followed Mr. | Arthur Kierman, president of of t 
resented the American Metal | Hoag in office, was also present. | Berry Bros. After the ceremonies a 
Polish Company in the territory | | Mr. Boutell was formeriy with | the assemblage was addressed by the 
from Newfoundland on the east | the Detroit Graphite Co., Detroit, | Col. E. L. Miller of the Univer- In J 
to the Gulf of Mexico on the Mich. He now heads one of the | sity of Michigan, and an author- 2 
south and British Columbia on largest painting contracting firms | ity on artillery. The first year in } 
the west. Mr. Burke was made |in Detroit. Verner Collinson, | book and roster of the association to 
an honorary member of the FRED T. BLISH, JR. ,| Baker & Collinson Co., manufac- | was published recently. This forn 
Housewares Club of New Eng- aged a opps made = | pocket size booklet lists the thd 
land. . . | hit speech of the evening when | names of all member companies , 

hes — ge re a he said exactly nothing. The | and their officers and aot lists — 

enpmeme napeneneers crue pore poe oe s0er of 94 were owed | the type of business that they a 

FAIRMOUNT TOOL CO. | March 16 issue of Hanoware Ace | “4 by C. L. Forgey, formerly | conduct. Copies may be pur f 

Rig : . | of Berry Bro. C. W. Hess, who | chased from the*treasurer of the om 

Lewis M. Gardner has recently | on page 152. He is a past Prest- | followed Mr. Forgey during the | organization, R. L. Matters Rin- dire 
been appointed sales representa- | dent of the association having years 1933-1934, was also present. | shed-Mason Co., 5935 Milford Ass 
tive for the Fairmount Tool & | served in that capacity in 1887 Martin Peters who served the | Ave., Detroit, Mich. M 
Forging Co., Cleveland, Ohio, in and 1938. From 1939 to this year ' reat 
the southwest. He will cover the | he was treasurer of the associa- tate 
territory including Texas, Okla- | tion, which office is now in the spol 
homa, Arkansas, and Louisiana. | hands of Carl Nygard, Branford. was 

, | Mr. Blish succeeds the late ride 
aie, Charles Freeman as secretary of aad 

R. E. McGREEVY JOINS the association. in a 

MAJESTIC RADIO ber 
eral manager of the Zenith Radio| CENTRAL STATES the 
Distributing Corp., has recently SOUTHERN DINNER stat 
become associated with Majestic APRIL 16 fish 
Radio & Television Corp., 2600 The Ceneral States Hardware mar 
W. 50th St., Chicago, Ill, ac-| Club will hold its fifth annual and 
cording to an announcement | Southern Dinner on Sunday eve- H 
made by E. A. Tracey, president. | ning, April 16, in the Victory an an ok wine hh ial the 
Mr. Tracey also announced the | Room of the Gibson Hotel, Cin- eS ae a Bg ny Cw. Oliver, E. W. Farmer. acti 
formation of a new company in | cinnati, Ohio. Arthur Kiernan, William T. Utley, and Martin Peters. whi 
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PEACETIME JOBS | 
THEME OF CP GAS) 
RANGE CONTEST 


Hardware stores and other gas 
cooking range outlets will omit 
pete for War Bonds as prizes in | 
a contest designed to publicize | 
the most effective window display | 
around the poster in the CP | 
(Certified Performance) Gas | 
Range Business Building Plan. | 
First award in the contest is a | 
$50 War Bond; second award a 
$25 War Bond, and five honor- 
able mentions. The 25 by 38 in. 
two color CP poster around 
which displays will be designed, 
carries out the theme of the cur- 
rent CP gas range campaign, 
“You Can Help Give Service 
Men Peacetime Jobs by Planning 
Now to Buy Your CP Gas Range 
With Extra War Bonds.” 
Photographs of displays en- 
tered in the contest must be 
mailed on or before June 15. Full 
details on the contest and a 
complete kit containing a copy 
of the poster and other dealer 





helps can be obtained from CP 
Gas Range Division, Association 
of Gas Appliance & Equipment 
Mfg’s., 60 East 42nd St., New 
York City 17. 





200 ATTEND ST. LOUIS 
RETAIL HDWE. ASS’N 
INSTALLATION 


The Greater St. Louis Retail 
Hardware Association recently 
held its annual installation of offi- 
cers at the Claridge Hotel, St. 
Louis, Mo. The assemblage of 
200, the largest on record, con- 
sisted of the membership of the 
Hardware Salesmen’s Association 
and many executives and sales 
managers of wholesale houses. 
The installation was directed by 
Harry Crawford, Fanchon & 
Marco St. Louis Theaters, the 
toastmaster. The dinner was fol- 
lowed by several features of en- 
tertainment, and the remainder 
of the evening was spent in play- 
ing cards, and round table dis- 
cussions. The officers previously 


follows: Frank L. G. 
president; L. A. Dirksmeyer, Ist 
vice-president; Al Schulte, sec- 
ond vice-president; Geo. L. Roe- 
der, recording secretary; A. C. 
Fritz, financial secretary; Fred 
W. Marx, treasurer; and Wm. 
Neihaus, sergeant-at-arms. 





FRENCH ADVANCED 
BY WPB STEEL DIV. 


H. J. French has recently been 
named assistant director for raw 
materials and facilities of the 
Steel Division, WPB. Mr. French 
has been serving as chief of the 
Metallurgical and Conservation 
Branch. He succeeds Carl W. 
Meyers, who has resigned to re- 
turn to his former position with 
the Republic Steel Corp., Mas- 
sillon, Ohio. Mr. Meyers joined 
the Steel Division in Jan. 1943, 


the Production Directive Com- 
mittee, in addition to his duties 
as assistant director. 








elected who were installed are as | 
Weiss, | 





and has served as a member of | 


WPB FORMS TOY 
INDUSTRY COMM. 


The WPB recently announced 
the formation of a Toy Industry 
Advisory Committee,. with Harry 
I. Gillogly, Consumers Durable 
Goods Division, as government 
presiding officer. The committee 
members are: Jay W. Berwick, 
The Glolite Corp., Chicago, Ill.; 
Joseph W. Drueke, Wm. F. 
Drueke & Sons, Grand Rapids, 
Mich.; Kenneth P. Fallon, The 
A. C. Gilbert Co., New Haven, 
Conn.; M. J. Fink, Playskool 
Mfg. Co., Chicago, Ill.; H. G. 
Fisher, Fisher-Price Toys, Inc., 
East Aurora, N. Y.; Carl Hed- 
strom, Jr., Hedstrom-Union Co., 
Fitchburg, Mass.; Archie B. Mar- 
cus, Louis Marx & Co., Inc., New 
York City; W. C. Protz, National 
Tinsel Mfg. Co., Manitowoc, 
Wis.; David Rosenstein, Ideal 
Novelty & Toy Co., Long Island 
City, N. Y.; James J. Shea, Mil- 
ton Bradley Co., Springfield, 
Mass., and J. C. Struthers, The 
Colson Corp., Elyria, Ohio. 








JOSEPH F. LAMB 


Joseph F. Lamb, 69, vice-presi- 
dent and member of the board | 
of directors of Landers, Frary & | 
Clark, New Britain, Conn., died 
March 6 at the New Britain Gen- 
eral Hospital after a long illness. 

Mr. Lamb became connected 
with Landers, Frary & Clark in 
January 1904 as superintendent 
of the hardware works. He was 
named general superintendent of 
the entire Landers plant in 1906. 
In January 1912, he was elected 
a vice-president of the firm and 
in March 1918 he was appointed 
to the board of directors. He was 
formerly interested and active in 
city affairs and served as a mem- 
ber of the board of water com- | 
missioners from 1920 to 1935, and | 
during that time served as tem- 
porary chairman. He was also a | 
former member of the board of | 
directors of the Manufacturers’ 
Association of Hartford County. 

Mr. Lamb enjoyed outdoor rec- | 
reation all of his life and was 
interested in all kinds of outdoor 
sports. In his younger days he 
was one of the leading bicycle 
riders in and around New Britain 
and won many prizes and medals 
in amateur races. He was a mem- 
ber of the Plainville baseball 
team when that town had one of 
the best amateur teams in the 
state. He was an enthusiastic 
fisherman and hunter and made 
many trips to Maine and Canada 
and one trip to Alaska. 

He was a life long member of 
the First Baptist Church and was 
active in the affairs of the church 
which he at one time served as 











MARCH 30, 1944 


OBITUARIES 








| deacon. He also belonged to the 


Masonic Lodge. 

Mr. Lamb is survived by his 
widow, a daughter, three grand- 
daughters, an adopted son, an 
adopted daughter, three sisters 
and a brother. 





MAXWELL EDELMAN 

Maxwell Edelman, 48, presi- 
dent of the Lenk Manufacturing 
Company, Newton Lower Falls, 


Mass., and for the last 20 years | 


actively associated with its oper- 
ation, died Feb. 3, 1944, at his 
home in Newton, Mass., after a 
protracted illness. Mr. Edelman’s 
passing will be deeply regretted 
among his many friends through- 
out the hardware, electrical and 
automotive trade. 





MAXWELL EDELMAN 


HOWARD HART 


Howard Stanley Hart, 76, first 
president of the Fafnir Bearing 
Co., former vice president of 
American Hardware Corp., New 





Britain, Conn. and a founder of | 


| the Hart & Cooley Mfg. Co., of 

which he was president, passed 
|away recently at Vineyard 
| Haven, Martha’s Vineyard. He 

was an original director of the 
| American Hardward Corp., when 
it was formed in 1902, and served 
from 1902 till 1908 as general 
manager of the Russell & Erwin 
Div., retaining his connection 
with Hart & Cooley Co., Inc., 
New Britain, Conn., which he 
and Norman P. Cooley founded 
to make warm-air registers. In 
1911 he began the manufacture 
| of ball bearings with Fafnir Co. 


| company from 1911 to 1920 and 


He was president of the latter | 


| 


chairman from 1920 to 1930. Mr. 


| Hart is survived by his wife, two 
sons, a daughter, four brothers, 
and a sister. 


FRANK BENTLEY 


Frank Gilbert Bentley, 63, 
formerly representative for the 
Thomson Diggs Co., Sacramento, 
Cal., and more recently a member 
of the Collier-Clark Hardware 
Co., Chico, Cal., passed away 
after suffering a heart attack. Mr. 
Bentley started his career in the 
hardware business in 1902 with 
Baker & Hamilton, wholesaler 








| 





hardware distributors of Sacra- 
mento, Cal. He is survived by 
his wife, a son, and a daughter. 





CHARLES W. CASE 


Charles W. Case, 73 Rochester, 
Mich., hardware dealer, passed 
away recently in St. Petersburg, 
Fla. Mr. Case started his hard- 
ware career on March 18, 1889, 
in the hardware store of his 
uncle, the late H. J. Taylor. 
Eleven years later he and a part- 
ner bought the business of which 
he became sole owner in 1915. 
Always active in civic affairs, he 
was for two years president of 
the village of Rochester, and was 
particularly active in the local 
Chamber of Commerce. He was 
a member of the Harpware AGE 
Fifty Year Club, and a life mem- 
ber of his Masonic Lodge. 

Mrs. Case, two sons and a 
brother are among his survivors. 
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CABINETS 
e DUST RESISTANT 
e PRACTICAL. 
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WARDROBE 
CABINET 
WINDOW 


MERCHANDISE: 
Wardrobe cabinet 
with sliding doors. 
swinging door cabi- 
net, storage chest, 
moth flakes, spray 
guns, moth spray. 
moth balls, moth gas, 
moth cake, etc. 

BACKGROUND: 
Center panel of 
bright yellow corru- 
gated material or 
painted wallboard. 
Side panels of the 
same material. Cut- 
out letters of black 
material. 


Cabinets, Mats, Brooms and Brushes 
Are Worth Featuring in Late April 


HARDWARE AGE Original Window Display IDEAS 


DOOR MAT 
WINDOW 


MERCHANDISE: 
Rubber and _ fiber 
door mats in various 
sizes. 


BROOM AND 
BRUSH 
WINDOW 


MERCHANDISE: 
Household brooms, 
push brooms, whisk 
brooms. sweeping 
compound, dust pans. 


BACKGROUND: 
Center panels of 
bright yellow corru- 
qated board or 
painted wallboard. 
Strips of light purple 
material. Cut-out let- 
ters of deep purple. 


Door Mats 


KEEP DIRTAND 
GRIME OuTSIDE 


YouR DOOR 


New Brooms 


SWEEP CLEAN 


SO THEY SAY 
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‘Sidewalk and Store 
Displays Draw 
Customers to This Store 


(Continued from page 45) 


unit which is mounted on casters 
which is used for store display of 
seeds, plant food, garden tools, 
etc., in the early spring. This unit 
permits the spotlighting of such 
items without interference with 
year-round lines. 


Sales Evenly Divided 


Sales of lawn and garden seed 
are about half divided between 
medium priced and best grade 
seeds for both lawn and garden 
use. Three grades of lawn seed 
were featured last year at 25, 35 
and 59 cents per pound. The store 
uses a soil analyzer kit to help cus- 
tomers having lawn problems de- 
termine what to do to overcome 
their difficulties. 

In most instances, people in the 
community who own their own 
homes will buy the better grades 
of lawn seed for a complete lawn 
and will buy the lower priced mix- 
tures where they wish to fill in 
a small bare spot. Tenants, and 
there are not many in the town, 
will most often buy the lower 
priced seeds. 


Sales of Stock Tonic 
and Remedies 
Total Tons 


(Continued from page 53) 


and poultry tonics, Mr. Hancock 
also carries such items as fly 
spray, louse powder, etc., in large 


containers. This favoring of the | 


large sizes works out very well. 
Often the farmer who buys a rem- 
edy or tonic in small size package 
will not buy the second package 
until he has convinced himself 
that the first one was worth the 
money. With small packages, the 
test period is often too short. With 
larger packages, the farmer will 
give the stock tonic or remedy a 
longer trial and naturally get more 
accurate results. So there are sev- 
eral benefits to selling the larger 
sizes. 
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LAG SCREWS AND 
CARRIAGE BOLTS 


TRIPLEX Lag Screws and Carriage Bolts are known for their 
rugged dependability. Seldom do they yield from even excess 
overload. 
It is better to have a Carriage Bolt just a little tougher than 
necessary for the purpose. 
Likewise, with Lag Screws, it is safer to have a little excess of 
the holding strength normally needed. For if one in a hundred 
fails, it casts doubt on the other 99. 
Specify TRIPLEX for that added margin in toughness and 
dependability. 

TRIPLEX SCREW COMPANY 

5317 GRANT AVENUE « CLEVELAND 5, OHIO 


» THREADED 
A 


FASTENERS 


set SCREWS + BOLTS, NUTS AND RIVETS 
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wacs Wear ’em 
others share ’em! 





A special BOSS work glove 
for the Women's Army Corps 


Gloves by Boss for WACs all over the world mean 
fewer work gloves for your customers. To assure you 
a fair share of the available supply, Boss distributors 
receive carefully determined allotments at regular in- 
tervals. If you are unable to get exactly the Boss 
glove you need or if your shipment is delayed in tran- 
sit, remember Uncle Sam’s war needs come first. The 


Boss Manufacturing Company, Kewanee, Illinois. 


WORK GLOVES ARE WAR GLOVES! 





Buy more bonds . . . since July Ist, our war 
of invasion has cost $265,000,000 a day! 








Just Among 
Ourselves 


(Continued from page 38) 


occurs in the course of a 
day’s work need be taken 
‘personally.’ 

“Every unpleasant occur- 
rence is only part of our 
regular day’s work—to be 
glossed over pleasantly, 
and promptly cast from 
our memory, 

“Therefore, let us not have 
feelings too prominently 
evident.” 


Don’t Cash Checks 
For Strangers:— 


It is always good advice to 
say “Don’t cash checks for 
strangers —but the advice is 
particularly important at pres- 
ent. The Treasury Department 
and the U. S. Secret Service 
are exercised about the wide- 
spread and fast growing “rack- 
et” of wrong endorsers on 
many thousands of government 
checks. When business is as 
active as it is today, with credit 
losses at a minimum andcollec- 
tions excellent, there is some 
inclination toward carelessness 
in the matter of cashing checks 
for strangers. This is partic- 
ularly true when the stranger 
is fairly well dressed, makes 
a purchase, talks of local con- 
nections, and offers what ap- 
pears to be a government 
check. The check may be 
good, but it may not be the 
rightful property of the one 
who offers it for goods or cash. 

No honest man can object 
to a request for some identifi- 
cation and, broadly speaking, 
hardware dealers should avoid 
cashing checks for persons un- 
known to them who offer any 
kind of check previously en- 
dorsed (apparently) by the 
person for whom the check was 
originally intended. 
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Our government is now 
campaigning on this subject, 
using as a slogan “Know Your 
Endorser!” If you don’t know 
him—don’t cash the check. 
Let him go to a bank. This re- 
calls the famous sign in a 

‘“beanery” which read “We 
have an arrangement with the 
bank. They don’t sell soup 
and we don’t cash checks.” 


Whether or not cashing an 
illegally endorsed (with a 
forged original endorsement 
signature) check from a gov- 
ernment unit, and then passing 
it on constitutes any possible 
entanglement as an “acces- 
sory” is a debatable matter. 
We don’t think it does, but do- 
ing it might readily involve 
time and expense in justifying 
your position. So we repeat, 
“Don’t cash checks for strang- 


ers” arid, as our government 


says, “Know Your Endorser!” 
If you follow these rules you 
will avoid both trouble and 
losses. You will also help 
stamp out a growing “racket.” 


The Next President! 


VERYBODY is trying his hand 

at predicting who the next 
President will be. We don’t predict. 
We know. The next President will 
be the man, however unheard of he 
may be at the moment, who sponsors 
and actually puts over a simplified 
tax program deserving the name. 
When the so-called simplified report 
form arrived in homes all over the 
Nation recently, it produced mani- 
fold reactions, all of them species of 
headaches. The adding of Line 26 
and Line 19, multiplied by Line 28 
and divided by Line 14, the confu- 
sion of legal language and the added 
queries on forgiveness showed little 
reason unless it may be the deliber- 
ate setting up of an army of tax 
experts, to be consulted by muddled 
taxpayers. We repeat: The man who 
gets over a system whereby a war- 
time deduction, even at a greater 
wage percentage, is made in one 
complete subtraction, can be elected 
President for as many terms as he 
likes. 

—Pathfinder. 
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..« The GRAPHITE will then sell itself 


Sellers of graphite have not known enough about the almost endless 


uses of graphite—that has been Dixon’s fault, not yours. 

Dixon’s new “Know-How” containers correct all this and are a 
revelation in “use” information both for you and your salesmen in 
selling it, and your customers in using it. 

The uses of all four Dixon graphites are now so clearly classified 
that the supply house can profitably stock all four to supply all cus- 
tomer requirements. 

You likely know that Dixon’s graphite is incomparable as a dry 
lubricant and as an additive in lubricating oils and greases and for 
coating pipe threads, packing and gaskets, etc. 

But that is not all—do study the pictures and read the text in 7-page 
attached booklet and you will sell more graphite for more uses and 
provide improved selling service to your customers. 


-THE KNOW-HOW PACKAGE IS NOW USED 
FOR THE FOLLOWING GRAPHITES: 


! and 5 pound containers Ticonderoga No. | (Large Flakes) 
1 and 5 pound containers Ticonderoga No. 2 (Medium Flakes) 
| and 5 pound containers No. 635 (Finely Powdered Flakes) 
Yo, | and 5 pound containers Microfyne (Extra Finely Pow- 
dered Flakes) 


Round all-cardboard containers will re- 
place all-metal containers when stock is 
exhausted. From your regular suppliers, 
or write for folder 40. 
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JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N. J. 
y— Canada: Canadian Asbestos Company - Montreal - Toronto + Vancouver - Winnipeg 
Pipe Joint Compound - Graphite Seal - Graphited Oils - Cup and Pressure Gun Grease 
Gear Lubricants - Waterproof Graphited Grease - Lathe Center Graphite Lubricant 
Auto-Marine Grease - Graph-Air Guns - Belt Dressing (Contains ne Graphite) 
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In less than a minute you can show your 
customers why Bassick ‘‘Diamond- 
Arrow” casters offer smoother rolling 
and trouble-free operation for a long 
time to come. These are the finest furni- 
ture and office chair casters available. 


When you sell these better casters — 
you make a better profit per unit of 
sale, and you make a satisfied customer. 
Ask your jobber for Bassick ‘‘Diamond- 
Arrow”, the top-quality caster with the 
famous Bassick patented full floating, 
two level ball race construction. Re- 
member the name ‘“‘Diamond-Arrow”. 


Bassick Casters are available for 
replacement and repair purposes. 
Your jobber can supply you with 
a few of the more popular types 
and sizes. 








SEAN (64 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
THE BASSICK COMPANY 
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By L. W. MOFFETT 
Washington Representative 
of Hardware Age 
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VARIOUS INTERESTED GOV- 
ERNMENT DEPARTMENTS and 
manufacturers of blow torches are still 
discussing whether copper should be 
used in parts of both civilian and mili- 
tary torches. Military requirements are 
being filled, but production is not high 
enough to take care of essential civil- 
ian needs. 

The WPB Building Materials Divi- 
sion has received numerous complaints 
from Government agencies, manufac- 
turers, retailers and jobbers to the ef- 
fect that elimination of copper for use 
in blow torches has retarded production 
so that insufficient torches are avail- 
able and that ,the quality of the prod- 
uct has been lowered. 

In a survey of the industry the Di- 
vision found that two smaller manufac- 
turers would not return to the use of 
copper if given permission to do so. 
However, the larger manufacturers, rep- 
resenting 90 per cent of the industry’s 
productive capacity, felt that it would 
be of material benefit to the industry 
if copper were permitted for certain 
items. 

WPB realizes that there is a large 
essential demand for blow torches, but 
because of the production shortage few 
blow torches have been available to 
civilians for the past two years. How- 
ever, in considering any proposed re- 
laxation, WPB says it will be necessary 
to weigh the value of the production 
increase as balanced against the cost 
in copper. 

Under the provisions of Order M-9-c 
co,per and copper-base alloy products 
are permitted in civilian gasoline, kero- 
sene and alcohol blow torches for the 
following parts: pump harrels. pump 


check valve assemblies, pump cylinder 
caps, brazing material, pack nuts, valve 
stems, valve bodies and jet blocks. Cop- 
per and copper-base alloy products are 
permitted in military gasoline, kerosene 
and alcohol blow torches for all parts 
other than tanks. 

Members of the industry have rec- 
ommended that copper and copper-base 
alloys be permitted for the following 
parts of civilian and military blow 
torches in addition to those already per- 
mitted: pump barrel collars, two piece 
burners, filler plugs, and inlet bushings. 


xkxkwk 


AT A RECENT MEETING of 
the Hardware Industry Advisory Com- 
mittee members were told by a repre- 
sentative of the WPB Zinc Division 
that due to an easing in the supply of 
this metal appeals from present restric- 
tions will be considered for items pre- 
viously made of zinc. 

Officials said that reverse substitu- 
tions will be permitted if they will re- 
sult in a significant saving of man and 
machine hours, a better production and 
no new or additional production of the 
end product. If there is no change in 
the munitions program WPB expects the 
zinc situation to continue to improve. 

At present substitutions must be re- 
viewed by the Army and Navy. Indi- 
vidual appeals to Order L-236, which 
controls the hardware industry’s use of 
zinc, will be considered only as they 
apply to the whole industry. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 92 
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The cooker situation...as it 
looks from here! 


With the urgent need for more home canning, 
government allotments provide for a limited 
supply of pressure cookers to be manufactured 
in 1944 .. . but this quantity will be far short 
of the demand. We have allotted our complete 
production of NATIONAL PRESSURE COOKERS to 
our customers on the basis of past purchases. 

By request of the Department of Agricul- 
ture, shipments will begin in the far south by 
April 1, and will gradually move northward 
with the canning season. Partial shipments 
will be made to all parts of the United States 
by July. 

NATIONAL PRESSURE COOKERS for 1944 are 
being made of cast aluminum with all of the 
pre-war features. No more consumer rationing 
certificates are necessary in selling pressure 
cookers. CONTACT YOUR WHOLESALE HARDWARE 
JOBBER FOR YOUR ALLOTMENT. 


NATIONAL PRESSURE COOKER CO. 


EAU CLAIRE, WISCONSIN 








Marshall-Wells Stores’ Congress 
Discusses Current Problems 





MARSHALL-WELLS EXECUTIVES: Rear row: Sales Manager Warren E. Hart- 

well and Merchandising Director Ira Watson. Front row Executive Vice- 

President and Treasurer John Moore, General Manager O. E. Stevens and 
President Seth Marshall. 


I HE 1944 annual 


Marhall-Wells Stores’ Congress was 
devoted primarily to consideration 
of plans for maintaining current re- 
tail hardware business, competitive- 
ly and profitably, and to prepara- 


tions for the post-war era. Sessions 
were held at the offices and ware- 
house of Marshall-Wells Co., Duluth. 
Minn., March 6 to 8, 1944. Sales 
Manager Warren E. Hartwell was 
chairman assisted by A. J. Pedersen. 

Seth Marshall, president of the 
company, keynoted the convention. 


outlining the progress of the Mar- 
shall-Wells Stores Plan to date, and 
offering the highlights of the pro- 
gram’s future progress for the dura- 
tion and the post-war era. He was 
definitely on the optimistic side, re- 
minding the Associated Dealers that 
they served, basically, a farming 
country and that farm income all 
over the territory served had greatly 
increased in the past twenty years. 
so that today the farmers’ buying 
power and desire for merchandise is 
at an all time peak. He urged deal- 
ers to hold on to the many new mer- 
chandise lines they have added dur- 
ing the war, resuming, of course, 
normal hardware store goods as 
these are made available. He pre- 
dicted larger stores in the near fu- 
ture to enable hardware dealers 
to offer a wider service of supply 
and to have the kind of store that 
would compete for attractiveness in 
the consumers’ mind. 

General Manager O. E. Stevens 
urged a profit sharing or incentive 
system for hardware stores to in- 
crease selling efficiency of sales per- 
sonnel and expressed the opinion 
that the bottom has been reached in 
the curtailment of normal hardware 





PLANNING BOARD (RETAILERS) OF MARSHALL-WELLS ASSOCIATE PROGRAM: Left to right 
rear row—John Jussila, Chisholm, Minn.; Ben Quirt, Iron River. Mich.; Gil Johnson, Williston, N. D.: 
Paul Schilla, Dickinson, N. D.; Einar Olsen, Wisconsin Rapids, Wis. Front row —Fred Thompson 
Stillwater, Minn.; Harry Meter, Shawno, Wis.; Chas. Pillsbury, Devils Lake, N. D.; S. S. Fedderly. 


Wisconsin Dells, Wis., and Ralph Brakke, Barnesville, Minn. 


Messrs. Jussila and Brakke are the 


new members of the board succeeding the two retiring members Hoke Larsen. Moorhead, Minn. 
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and Clarence Kroke, Stephen. Wis. 
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stores lines. He felt that any change 
in the latter situation would tend 
toward relief or improvement. He 
also observed that stores that ad- 
vertise consistently actually operate 
at a lower cost basis than non-ad- 
vertising stores because the advertis- 
ing helps increase their sales vol- 
ume. 

Mr. Hartwell outlined the wide 
variety of houseware, cutlery and 
gift goods items available, explained 
some of the selling features of these 
lines and particularly stressed the 


sales opportunities for dinnerware, | 


glass stemware, etc. Later in the 
program Mr. Hartwell outlined the 
1944 toy program and promotion 
material to help increase toy busi- 
ness. 

Ralph Brakke, a Marshall-Wells 
dealer from Barnesville, Minn., told 
how he had developed a large vol- 
ume on oil sales in a town of 1450 
population. He paid his sales staff 
5 per cent bonus on bulk oil sales 
and solicited every possible prospect 
in his trading area. 

Paul Schilla, another dealer from 
Dickinson, N. D., a town of 5800 
population, told how he started mod- 
estly in 1929 and developed a sub- 
stantial business. He uses stock 
control, a bonus system for em- 
ployees, pays good salaries, trains 
women, now that men are not read- 
ily available, and figures that those 
charged primarily with selling should 
sell 10 times the amount of their 
salaries. 

Various buyers and department 
heads told of the shortages in their 
lines; of the goods now available and 
of the outlook for relief on now cri- 
tical materials and goods. 

Fred Tinseth talked on floor cover- 
ings and major appliances, expres- 





sing the opinion that appliances | 
would not be available for some time. | 


In the meantime, however, dealers 
should make local surveys and ob- 
tain first hand pictures of their po- 


tential sales in their own trading | 


areas, thus having an idea about the 


volume possibilities and a first class | 


prospect list for the time when ap- 
pliances are again available. 

Chas. J. Heale, vice-president and 
editor of HARDWARE AGE, spoke on 
the need of preparing now for the 


post-war period, expressing the opin- | 


ion that both wholesalers and retail- 
ers, in business today, can definitely 
survive the duration and be in proper 
shape to take advantage of the peace 
time opportunities. He urged deal- 


ers to continue most of the new lines | 
they have added as a “plus” oppor- | 


(Continued on page 99) 
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4 OUT OF 5 


of Your Farm Customers are Prospects for a 

















Essential To Modern. Farming 
Operations 


Today, because of scarcity of labor and the ordinary fenc- 

ing materials, PARMAK Electric Fencers solve war- 

time fencing problems. Tomorrow, because American 

farmers know they save money, time and labor, PAR- 

MAK will continue to be in increasing demand. Are 

you going to get your share of these profitable sales? 
investigate Parmak’s Exclusive dealer franchise 


Parker-McCrory Mfg. Co., 2609-17 Walnut, Kansas City 8, Mo. 


Send, without obligation, complete details of your exclusive 
Dealer franchise and Merchandising program. 
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Hall Hardware Co. Convention 
Stresses Post-War Planning 





Ss. E. HUNT 
Red Lake Falls, Minnesota 
Pres., Hall Hardware Co. 


_ a thirty-first annual 


stockholders’ meeting of the Hall 
Hardware Co., Minneapolis, Minn., 
dealer-owned wholesale hardware 
firm, was held at the organization’s 
offices and warehouse Feb. 21 to 23, 
1944, with an almost record attend- 
ance. There were three short busi- 
ness sessions, one each day, so that 
dealers had ample time to inspect 
the large assortment of merchandise 
on display. Buying was reported as 
very heavy in all departments. 

Post-war planning, the Hall radio 
program and the consumer catalogs 
for dealers to distribute were under 
discussion the first two days. The 
third day was devoted to reports of 
the company’s business affairs elec- 
tion of directors, etc. 


1943 a Good Year 


President S. E. Hunt, Red Lake 
Falls, Minn., officially opened and 
closed the convention with S. P. 
Duffy, secretary and manager, acting 
as chairman. Mr. Hunt reported, 
that, despite the scarcity of most 
normal hardware store merchandise, 
the company had a good year in 1943, 
exceeding expectations by building 
a total sales volume only slightly be- 
low the all-time high mark. He said 
that in post-war thinking hardware 
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S. P. DUFFY 
Secretary and Gen. Mgr. 
Hall Hardware Co. 


men will have to give especial at- 
tention to the inevitable fiercer com- 
petition that is to be faced both in 
merchandising and in methods de- 
signed to cut operating costs of dis- 
tribution. To accomplish a reduc- 
tion of distribution costs he saw pos- 
sibilities of lower margins for both 
wholesalers and retailers in the post- 
war era. 

Mr. Duffy confirmed Mr. Hunt’s 
observations, adding specific details 
on many lines. He told of the man- 
agement’s policy of allocating scarce 
goods so that all Hall dealers were 
equitably treated. He urged dealers 
to keep their cash position as strong 


as possible, watching inventories and 
preparing their stores physically for 
the post-war requirements and op- 
portunities. 

O. L. Davis outlined the 1944 
spring consumer catalogs; Ralph 
Campbell of the Campbell-Mithin 
Advertising Agency outlined the 
history of Hall’s Supermix paint 
progress for the past 10 years which 
was followed by a sample Hall 
Supermix broadcast featuring Clel- 
lan Card, popular Northwest radio 
star. 

A talking slide presentation drama- 
tized briefly the company’s post- 
war planning, including attention to 
encouraging larger sized stores, mod- 
ernly arranged with better account- 
ing and more attractive store fronts, 
and the greater use of road signs, 
store signs and other promotion 
helps. 


Outlook Outlined 


One session was devoted to brief 
talks by the several Hall buyers and 
department heads who outlined the 
outlook for their respective depart- 
ments’ lines. In general, all so-called 
critical material appeared to be con- 
tinuing scarce in the reports offered 
at this discussion. Despite the scarci- 
ties, some rather surprising 1943 vol- 
ume was reported for many basic 
lines, and it was the general opinion 
of these buyers that some relief was 
in sight although not to be expected 
at too early a date. 





“Bing Crosby's Horse” in Hardware 


This horse made 
of hardware 
shown in the win- 
dow of Haverhill 
Hardware & 
Plumbing Supply 
Co., Haverhill, 
Mass., was known 
as “Bing Crosby’s 
horse.” It attract- 
ed the attention 
of plenty of pass- 
ersby and was 
made of ash bar- 
rels, 4-in. black 
stovepipe, elbows, 
brush, felt and a 





variety of other parts. In addition to attracting attention, it helped sell a lot 


of stovepipe in the bargain. 


It was displayed in the branch store 


refrigeration, oil burners and service and was designed by Stanley Card. 
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a GOVERNMENT WAR-TIME RESTRICTIONS 





March 30, 1944 


Incandescent and fluorescent 
bulbs—The excise tax change to be in 
effect April 1, raises the manufacturer’s 
tax to 20 per cent on sales instead of 
the 5 per cent established in October, 
1941. Since that date the 5 per cent 
tax had been absorbed by some manu- 
facturers. However, it is now provided 
that 7% per cent of the tax on most 
light bulbs shall be passed along to 
the jobber, dealer and consumer. This 
affects house and commercial bulbs, 
both incandescent and fluorescent, ex- 
cept those used for heat-ray or sun-ray 
treatments. Miniature and sealed-beam 
lamps are affected except when for 
automotive use, but the percentages of 
the tax on these to be passed along 
will be only approximately 5 per cent 
of list instead of 74% per cent as on 
house and commercial lamps. 

eee 

Motorcycle ceilings set-——Ef- 
fective March 7, OPA established 
specific dollars-and-cents prices for 
sales to retail dealers, also for sales at 
retail on approximately 4,700 specially- 
built motorcycles, which the United 
States government will initially sell as 
surplus. The maximum price for a 
sale to a retailer is $300 f.o.b. place of 
sale, plus the amount of the seller’s 
actual expense for transportation. The 
maximum price for a sale at retail is 
$400 f.o.b. place of sale, plus the same 
transportation allowance permitted for 
a sale to a retail dealer. 

* * * 

Rubber hose — Regardless of 
the fine progress of the synthetic rub- 
ber program, allotments of rubber for 
garden hose production have been dis- 
appointingly small. Most mills long ago 
had accepted orders from their regular 
customers, to the fullest extent of their 
expected production. Deliveries thus 
far have been very limited, and, of 
course, new business is no longer being 
accepted. 

* * 6 

Farm and garden tools—Not 
enough, of course, but a fair supply of 
the essential staple tools has been 


reaching the jobbers, and has been 
spreading to the many waiting users. 
Every manufacturer emphasizes that 
labor scarcity and the continuing short- 
age of handle supplies are far greater 
deterrents, than steel, to their efforts to 
keep regular trade supplied. Shovel 
makers have crowded order books, and 
say that the filling of business accepted 
for this season will probably take much 
longer than the usual latest season 
“deadline.” Actually, however, with so 
great an unsatisfied demand, there are 
hundreds of “seasonable” lines where 
season boundaries are being completely 
ignored by most buyers. 

*” a * 

Pig bristles in brushes—WPB 
has clarified the amendments made 
Feb. 14 to order M-51 controlling the 
use of pig and hog bristles. Under 
those amendments manufacturers are 
permitted to carry larger inventories of 
brushes to meet essential needs. Also 
permitted is the manufacture for mili- 
tary orders of all types of brushes con- 
taining bristles. The manufacture of 
dental plate brushes is permitted in the 
same quantities as were made during 
1942, and bristles, used in the manufac- 
ture of shaving brushes may be used up 
to 25 per cent of the pounds used in 
1942 production. Permission is granted 
also for the manufacture of paint and 
varnish brushes and surgeon’s hand 
brushes upon distributors’ orders, if 
rated pursuant to WPB-547 application. 

se - 

Canning jars—Production of 
home canning jars and closures has 
trebled in the last three years, and is 
keeping pace with greatly increased de- 
mand, the WPB container division re- 
ports. Production figures for home 
canning supplies for 1943 were home 
canning jars, 3,901,000 gross; total 
closures (all types), 31,836,000. 

> + aod 

Builders’ hardware, ete.—Job- 
bers can usually obtain ratings from the 
War Production Board, for placing their 
desired requirements of builders’ lock 
hardware, etc. Getting the orders filled 


by the manufacturers is “something else 
again.” Service is very slow, and ship- 
ments are usually piecemeal. Leading 
wholesalers say that eight to 12 weeks 
is about the best that can be expected 
on their usual AA-3 rated orders. Bath- 
room accessories are in similar situa- 
tion. Even china equipment and plas- 
tic fittings are very slow—reported in 
some quarters as a six to nine months’ 
wait for shipments. 
- * * 

Automotive solder — WPB’s 
Automotive Division and Non-Ferrous 
Metals Branch have indicated that, fol- 
lowing an appeal by the Automotive 
Radiator Industry, the tin content of 
solder for use in making automotive 
radiators would be increased. The in- 
crease would speed up production and 
improve the quality of the work. An 
increased percentage of tin permits 
greater efficiency in handling and ma- 
terially lessens the quantity of dropped 
metal. The percentage increase that 
may be allowed is still a matter of study 
by the various divisions of WPB. 

- a * 

More tin plate—tTin plate pro- 
duction for the second quarter of 1944 
will be 75,000 tons more than originally 
estimated, WPB has stated. First esti- 
mates placed the quarter’s production at 
750,000 tons, but final figures indicate 
that it will reach 825,000 tons. 

. > + 

Victory gardens—Food pros- 
pects for 1944 have improved recently, 
but the need for fullest production is 
urgent. Washington therefore is em- 
phasizing the continued need for 
victory gardens to increase the supply. 
A hopeful new move is that a committee 
of 32 indusrial leaders has been organ- 
ized by the National Victory Garden 
Institute, to encourage business organi- 
zations in carrying out garden projects 
for their employees. Such company- 
employee gardens were one of the most 
successful features of last year’s pro- 
gram. A manual on company-employee 
gardens, giving experiences and 
methods, is to be issued soon. Copies 
may be obtained by writing the National 


‘Victory Garden Institute, 598 Madison 


Ave., new York 22, N. Y. 
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Laundry equipment goes to 
war — In 1939, washing machines, 
wringers, cabinet driers, ironing ma- 
chines, and other types of household 
laundry equipment were the major 
products of some 40 plants. Of these, 
20 plants turned out almost 90 per cent 
of the $62,000,000 volume for that year 
and employed approximately the same 
percentage of the 7,500 workers then 
in the industry. Production of laundry 
equipment was curtailed in the fall of 
1941 and stopped in the spring of 1942. 
Conversion to war production was be- 
gun early and effected rapidly. At 
present, the average monthly production 
of munitions—machine gun mounts and 
assemblies, airplane parts, parachute 
flares, and many other items—in the 20 
largest plants is almost double that of 
their laundry equipment in 1939. The 
number of wage earners employed in 
them has also doubled. 


* * * 


Lacquer end-uses—The chemi- 
cals section of WPB has notified users 
of synthetic resin finishes, lacquers and 
lacquer thinners that they must give 
complete end-use information to their 
protective coating supplier, when plac- 
ing orders for these products. 


* * * 


Radio condensers—As a means 
of conserving the scarcer high grades of 
mica and providing prompter deliveries 
of all materials, radio equipment manu- 
facturers are urged, by their War In- 
dustry Advisory Committee, to specify 
“War Standard” A or B capacitors 
(condensers) in circuit locations where 
they will serve efficiently. A WPB 
representative told members of the com- 
mittee that an estimated 50 per cent of 
the capacitors in use on ground and air- 
craft radio equipment could use these 
“War Standard” mica capacitors effec- 
tively. Backlogs of unfilled orders for 
mica capacitors have decreased since 
the end of December. The backlog for 
paper dielectric capacitors has remained 
at about four months’ production, while 
the backlog for ceramic capacitors at 
the end of January had increased ap- 
proximately 20 per cent over the end of 
December, representing now approxi- 
mately five months’ output. 


* * * 


Carpet wools released—Car- 
pet manufacurers have reported to WPB 
a “desperate need” of rug replacements 
for railroads, hotels and public build- 
ings, as well as a rapid depletion of 
stocks of floor coverings for civilians. 
WPB therefore has stated that carpet 
wools will be available in quantities 
sufficient to permit manufacturers to 


produce to the limit of their ability to 
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get backing materials. There is little 
hope for the release of any jute for use as 
backing material in the near future, 
however, and WPB offers no encourage- 
ment on special importations of carpet 
wools. 

* * * 


Lumber most critical—Lum- 
ber remains the nation’s No. 1 critical 
war shortage. WPB says that the con- 
sumption of lumber exceeded produc- 
tion by 4,200,000,000 board feet in 1943. 
Total production last year was estimated 
at 34,630,000,000 board feet, a decline 
of approximately 5 per cent from 1942. 
The gap between use and production 
during the past two years has necessi- 
tated heavy withdrawals from mill, 
wholesale and retail stocks, reducing 
backlogs from 17,299,000,000 feet at the 
beginning of 1942, to 7,284,000,000 on 
Jan. 1, 1944. In 1943, direct and indi- 
rect military use accounted for 77 per 
cent of all consumption. 


* * ” 


Business inventories—For the 
first time since the outbreak of war in 
1939, business failed to accumulate in- 
ventories last year. The Commerce 
Department reports that the value of all 
business inventories declined by $1.2 
billion in 1943 and, at the end of Decem- 
ber, stood at $26.8 billion. In 1940. 
manufacturers, wholesalers and retailers 
added $1.9 billion to inventories; in 
1941, $5.9 billion and $1 billion in 
1942. The Department reports that the 
sharp drop last year was due chiefly to 
the extraordinary liquidation of retail 
stocks, most of it in December, when 
holiday buying reached a new record. 
Actually, in all recent months, retail 
inventories have been considerably be- 
low the level normal for current sales 
volume. 

* * - 


Farm electrification — Pre- 
liminary estimates of the Edison Elec- 
tric Institute, New York City, as to 
farm electrification indicate that as of 
Dec. 31, 1943, there were 2,556,212 
farms in the United States on power 
lines. These numbered 41.9 per cent of 
the farms listed in the April 1, 1940, 
United States Census of Agriculture. 


* * * 


Commodity prices — As of 
March 16, the Associated Press weekly 
index of wholesale commodity prices 
had risen to just about even with the 
1943 “top.” The average stood at 
107.43 per cent of the 1926 “par,” com- 
pared with 106.37 per cent a year 
previous. 

* ad 

Carloadings—Loadings of reve- 
nue freight in the week ended March 
11 totaled 781,533 cars, a small decrease 








MINUTE MOP 


ANoDRAINER 


wu now available 


Yes! We are able to fill your 
order for original Minute 
Mops with the famous cellu- 
lose sponge head that ab- 
sorbs 20 times its own 
weight in water and gives 
such marvelous service. It’s 
priced to sell at $1.59—and 
how it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of 
the hottest promotions you 
can possibly put into your 
‘housewares department, so 
put it in—starting NOW! 
Wire or ‘phone your order 
TODAY as supply of sponge 
material is limited in accord- 
ance with present material 
restrictions. 


MINUTE MOP (0. 


is &€.23 rd. Sf. 
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Recognized QUALITY 
National ADVERTISING 


from the preceding week but an in- 
crease of 1.6 per cent over the corre- 
sponding week a year ago. Miscel- 
laneous freight showed the greatest in- 
crease. Total loadings from Jan. 1 to 
March 11 were 8,525,757 cars, compared 
with 8,105,607 in the same period of 
1943. 


* . > 


February sales reports—Sales 
of Sears, Roebuck & Co. for February 
tétaled $60,145,253, a 4 per cent gain 
over the like 1942 month. Montgomery 
Ward & Co. reported February sales of 
$37,516,440, a decrease of 9.5 per cent 
from a year ago. In the variety chain 
field, Woolworth’s gained only a shade, 
05 per cent. Kresge gained 4.2 per 
cent, and the Grant stores lost 4.4 per 
cent, all based on the year ago compari- 
son. 


Store sales—Department store 
sales, reported by the Federal Reserve 
Board for the week ended March 11 
were up 11 per cent compared with the 
corresponding .week of 1943. “For the 
latest four-week period, sales were off 
2 per cent from:a year ago. 


* * . 


Machine tools—Shipments in 
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RAPHIC BY PICK S comme 





Illustrating the country’s public debt from 1930 to October 1943. 


January declined about 7'% per cent 


from Dec., 1943, to a value of $56,349,- 
000, according to a final report for these 
months by the Tools Division, the War 
Production Board reported recently. De- 
cember shipments were valued at $60, 
861,000. Shipments of machine tools 




















have been declining almost steadily each 
month since Dec., 1942, when they to- 
taled $131,960,000. The exception was 
in March, 1943, when shipments spurted 
to $125,445,000 from the February 
figure of $114,594,000. The monthly 
average shipments in 1939 were valued 
at $16,660,000, in 1940 at $36,890,000, 
in 1941 at $64,290,000, in 1942, at $110,- 
146,000, and in 1943 at $98,350,000. 
The backlog of unfilled orders in Jan- 
uary declined 13.8 per cent to $181,- 
548,000, or slightly more than three 
months’ production at the January rate. 
The backlog in December was valued at 
$210,060,000. The Tools Division’s 
final report for January covers the 347 
machine tool builders reporting to 
WPB. The figures include only non- 
portable power-operated tools (with a 
value of $350 or more each) which 
shape metal products by progressively 
removing metal, by such methods as 
drilling, grinding, boring, milling and 
planing. Other metal-forming ma- 
chines, such as presses, forging ham- 
mers, extruding machines and shears, 
are excluded. 


February construction—Con- 
tracts awarded during February totaled 
$137,246,000 in the 37 eastern states, 
according to F. W. Dodge Corp., New 
York City. This was an average of 
$6,238,000 per working day and was 
slightly above the January daily aver- 
age. The February total, however, was 
65 per cent below the corresponding 
month last year. Contracts let for 
heavy-engineering work were valued at 
$55,116,000 as compared with $50,333,- 
000 in the preceding month and $112,- 
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91,000 in February, 1943. Both build- 
ing classifications were below January, 
1944, and February, 1943, with valua- 
tion totals of $57,269,000 for non- 
residential and $24,861,000 for resi- 
dential building. Number of new 
dwelling units created during -the 
month, 7,138, also represented a drop 
from 10,577 in the preceding month and 
24,703 in February a year ago. 
* * * 
Hose reels—In the Feb. 17 


issue of HARDWARE AGE on page 114 in 
a comment concerning minor steel re- 





laxations, hose reels were listed as being 
among the items for which use of steel 
is permitted. Steel was released only 
for reels for fire-fighting equipment and 
industrial use in direct fire hazard 
areas and for industrial uses where re- 
quired for lubricating equipment. 
These changes were made in Amend- 
ment No. 3 to order M-126, as of Jan. 
31, 1944. 


The Post-War Retailer 
ETAILERS are already draw- 


ing blueprints for new types 
of stores which will give customers 
the greatest amount of goods at the 
lowest. possible cost when the war 
ends, says Jack B. Wallach in the 
current issue of Nation’s Business. 
But, he warns, postwar planning in 
the retail distribution field is beset 
by many problems, such as tax rates. 
population shifts, credit restrictions 
and the effect of express highways 
and air transport on decentraliza- 
tion. 

Practically all types of stores plan 
extensive modernization and expan- 
sion, declares Mr. Wallach. The 
chains alone will spend more than 
$500,000,000. Independent depart- 
ment and specialty stores plan addi- 
tional branches. Super-markets and 
cooperatives are letting no grass 
grow under their feet. 

Retailers agree on one phase of 
post-war distribution, it will be an 
era of low-cost operation. 


Toys Are Year 
"Round Items Here 


O fill up some of its empty 
shelves during the past year. 
the Zweck-Wollenburg Hardware 
Co., Beaver Dam, Wis., tried in- 
stalling a large number of toys and 
giving them fine display. The man- 
agement was surprised at the way 
in which such toys began to sell. It 
proved the fact that when people 
have money to spend they will buy 
what they can see. 
While toys cannot take the place 
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Teddy bears and other cuddle tops occupy a large portion of this 
display. This section is popular with children throughout the year. 


in volume or profit of the other reg- 
ular hardware merchandise, which 
is hard to obtain, they nevertheless 
help to hold up volume. One large 
display of wooden toys up near the 
front of the store sold well through- 





out the spring and summer seasons. 
During the summer vacation the 
children had time to visit the store 
regularly and they told their par- 
ents about the toys on display and 
asked them to buy some for them. 


SAFETY... The Justrite line of Safety Lanterns is approved 
for safety by Underwriters’ Laboratories, Inc., for Class 
1, Group D locations; by U. S. Bureau of Mines for use 
in Methane Gas and Air Mixtures. These approvals are 
your assurance that when you recommend Justrite 
... you recommend ...SAFET Y. 


SERVICE... Justrite Lanterns” provide instantaneous, de- 
pendable service at all times wherever there is need 
for brilliant . . . and safe light. 


ADAPTABILITY ... There is a Justrite Lantern for nearly 
every industrial and domestic use .. . 
homes and on the farms. 


COMPLETE... Each Justrite Lantern is especially designed 
for the special requirements for which it must serve. 
This gives a well rounded, complete line of safety 
lanterns. 


DEMAND ... Today, there is a greater demand than ever 
before for safe, dependable light . . . Justrite. 


SALES ... Demonstrate and talk Justrite Safety Lanterns 


in factories, 


... you'll make new friends and sales. Right now, how- 


Write for complete 
details and prices. 


ever, Justrite Lanterns are available only on priorities 
of A-9 or better. 


JUSTRITE MANUFACTURING COMPANY 2063 Nn. Southport Ave., Dept. A-3, Chicago, Ill. 


SAFETY CANS - 


FILLING CANS 


OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 





91 




















Ease, Simplify Rules on 
Distributor Purchases of 
Most Steel Products 


Amendments to M-21-b-! and M-21-b-2 per- 
mit distributors to order any steel items ex- 
cept steel plate, tubing and hot rolled sheet 
and strip from producers or any other source. 


Rules governing purchases by | 
distributors of most steel prod- 
ucts have been simplified and 
liberalized, the War Production | 
Board announced March 16. This | 
action was taken by amending | 
(;eneral Preference Orders M-21- | 
b-1 and M-21-b-2, governing gen- | 
eral steel products and merchant | 
trade products. 

The amendments apply only to | 
distributors and do not affect re- | 
strictions on deliveries to users 
of steel, whether by producers | 
or distributors. 

Previously a distributor was 
permitted to order only such 
merchant trade products and | 
general steel products from pro- 
ducers as the distributor ordered | 
from producers during his base | 
period. But under the amend- | 
ment distributors may order any 


Farm Water Supply Equip. 


| and hot 


| of idle or 


items except steel plate, tubing 
rolled sheet and strip 
producers or any other 
without restriction ex- 
cept that such purchases are lim- 
ited to the tonnage previously 
sold from stock. 

In addition distributors may 
order without limit from helders 
excess inventories. 
Such orders have the status of 
authorized CMP orders. 

New distributors are now per- 
mitted to enter the field freely, 


from 
source, 


| old distributors are permitted to 


add new lines to their stocks and 
distributors who have not bought 
from producers heretofore are 
now permitted to do so. How- 
ever, initial 
tributors must be purchased from 
idle and stocks, WPB 


said. 


excess 


Makers Seek Some Increase 
In Some Component Allotments 


(Washington Bureau 
of HARDWARE AGE) 

Manufacturers of farm water 
supply equipment, ranging from 
deep well pumps to hand pitcher 
pumps, have asked WPB to in- 
crease quota percentages on cer- 
tain items to fill consumer de- 
mand for pumps. Raw materials 
are in good supply, with certain 
components providing the only 
problem affecting production. 

It has also been recommended 
that authority be granted to 
WPB field offices to supply the 
necessary up-ratings on critical 
components to step up produc- 
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tion. Inability to get delivery 
on bearings and motors has con- 
stituted the principal bottieneck. 
WPB officials say that such au- 
thority has already been given to 
field offices to a limited extent, 
but held out no hopes of broad- 
ening this authority. The pres- 
ent system supposedly provides 
the industry with allotments of 
materials and preference ratings 
to buy components a year in ad- 
vance. Wider authority to field 
offices would permit manufac- 
turers to obtain higher ratings, 
in cases where original ratings 


| granted 
| enough to obtain materials. 


The WPB Farm Machinery & | 


. | 
stocks of new dis- | 








have not been 


Equipment Division reports that 
the situation on bearings and 
fractional horsepower motors is 
easing somewhat. It is expected 
that special types of motors will 
remain critical for an indefinite 
period. 


Under current production quo- | 
tas most companies are from four | 


to six weeks behind on produc- 
tion schedules, but barring un- 
foreseen developments, the full 
year’s production should be com- 
pleted by June 30 or at least 
within the additional 
allowed. 

The increases in quota per- 
centages for 1944-1945, under 
Schedule B of Order L-257, for 


certain items, which have been 


recommended to WPB are as 
follows: 
© Be 
8 §8s 
Ze i: 
 & => 
Set: 
Item 4 ze 
Pitcher pumps 69 85 
Deep well, reciprocal 66 70 or 75 
Hand and windmill 
rer ete 89 100 


Some Western Sellers 
Agric. Dust 


An increase in the maximum 


prices for agricultural dusts 
mixed with rotenone has been 


granted western sellers whose 
prices were frozen at unduly low 
levels in the original regulation 
governing prices of these prod- 
ucts, the Office of Price Admin- 
istration announced March 11. 

This action stems from an 
amendment to the regulation is- 
sued on Jan. 14, 1944, allowing 
manufacturers of finished rote- 
none to petition for individual 
price adjustment if their maxi- 
mum prices were set at unduly 
low levels. Since the issuance 
of this amendment, petitions had 
been filed by five manufacturers 
in California and Oregon whose 
combined production represents 
nearly 80 per cent of the rote- 
none dust distributed in the west- 
ern states. 

To insure that rotenone will 
continue to be used and distrib- 


high | 


30 days | 


The WPB Farm Machinery 
and Equipment Division has rec- 
ommended to WFA, the claimant 
agency for this type of equip- 
| ment, that the quota percentages 
on various items be increased 
under Schedule B. However, it 
is not known whether these rec- 
ommendations parallel those of 
the industry mentioned above. 
WFA, which is responsible for 
| the final determination of quo- 
| tas within the limits of available 
| material, has assured industry 
| that its recommendations will be 
considered. 

It is hoped that percentages 
will be increased to meet farm 
needs before the United Nations 
Relief and Rehabilitation Admin- 
istration makes its request for 
pumps. WPB says that UNRRA 
requirements are not yet known, 
but that they would probably be 
handled like other export quo- 
and would be controlled 


tas 
through Order L-257a. Produc- 
tion on UNRRA requirements 


will be controlled through the 
various WPB industry divisions 
and will depend on the amount 


of materials the Requirements 
Committee will allot for that 
purpose. 


May Up 
with Rotenone Prices 


uted in western states in a man- 
ner which will contribute most 
to the war effort, OPA allows an 
upward adjustment in maximum 
prices for those sellers of agri- 
cultural rotenone dusts whose 
prices were frozen at levels too 
low to adequately cover process- 
ing and distribution costs, under 
Amendment No. 5 to MPR 298, 
Rotenone, effective March 16, 
1944. 


EASE PLASTICS FOR 
BABY RATTLES, ETC. 


WPB has announced the re- 
moval of restrictions on the 
manufacture of such items as 
baby rattles and teething rings, 
using nitrocellulose plastics. This 
amendment to order M-154 also 
removes cellulose acetate, ethyl 
cellulose, acrylic resins and other 
plastics from the restrictions of 
the order. 
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Hardware Committee on 
Paper, Cartons Offers 
Conservation Suggestions 


Recommend manufacturers retain only active stocks 
of paper and paper board, reuse shipping containers, 
repair damaged containers, eliminate special packag- 
ing such as display boxes, carded hardware. 


the weight and character of the 
contents, 

5. Eliminate partitions in pa- 
per board boxes when possible. 

6. Instruction sheets packed 
with the goods may be reduced 
in size and in some cases elimi- 
nated. On volume items, the 
saving is sometimes surprising. 

7. Chipboard boxes with a 
hand applied paper cover may be 
of adequate strength when the 
paper only covers the bottom or 
top and part of the sides. 

8. Eliminate special packings, 








(Washington Bureau | 


of HARDWARE AGE) | SPECIFIC RECOMMENDATIONS ON PACKING 
The long-awaited report of the | Item Size Proposed Packing 
task committee of the Hardware | Half surface butts and loose 3 pair in box 
Industry Advisory Committee on pin steel butts 31% x 31 - inbox 
conservation of paper and car-| Steel transom butts 2 x2 . 162 pair in case 
tons has finally been made to | ; . 2% x2% he, 
WPB. TI : . +}, | Reversible butt hinge loose 3 x3 6 or 3 pair in box 
. The rec ommendations will | pin 21% x 2% 6 pair in box 
result in many changes in hard- and smaller ; , 
pes e . ‘hg ag ight strap hinges 3-4 in. 6 pair in box 
ware packaging, affecting all seg- 3 in. 20 doz. in case 
ments of the trade, if they are 4 in. 15 doz. in case 
f . i ¥ es { 3 pair in box 
adopted throughout the industry. ® In. 1 10 doz. in case 
The general conservation rec- Gi { 3 pair in box 
: hes ) 6 doz. in case 
ommendations are: Strap hin 4 and 5 in 3 pair in box 
. ’ ‘ ges é ” ° . é 
1. Use or sell paper and paper 4 in. 10 doz, in case 
board now idle or excessive. In- tng : Fe apne 
ventory limitations as stated in 8 in. 2 doz. in case 
M-241 make it advisable for a = 10 in. ; i doz. in case 
- - light tee hinges 3 and 4 in. 6 pair in box 
manufacturer to retain only ac- 3 in. 20 dos. in case 
tive stocks. Idle or excessive 4 in. 15 doz. in = 
nq { 38 pair in box 
stocks should be used promptly om. ) 10 mn pened 
or, if cutting them to meet pres- 6 in { 3 pair in box 
. i 1 8/12 doz. in case 
ent needs results in excessive 8 in. 5/6 doz. in case 
waste, they should be sold. Heavy tee hinges 4 in. { 3% pair in box 
2. Re-use cartons or other ship- } 10 — = ey 
° . ° — » pair 
ping containers received and re- 5 in. ) 8 doz. in case 
pair damaged ones. Customers 6 in — ogee 
. » OZ, *ase 
of the hardware manufacturers 8 in. 5 doz. in case 
should be urged to follow a sim-| Extra heavy tee hinges tor 5 in. 3 pair in box 
il — If th i 4 in 8 doz. in case 
iar practice. the container 5 in. 12 doz. in case 
may be reused economically, the 8 in. : os in case 
PIS > . 10 in. doz. in case 
customer should be requested to) window spring bolt 3-14 in. € grees in case 
return it. Damaged containers| Screen lifts 6 doz. in box 
should be repaired if possible,| Chain bolts — in. M% = a 
; In. “4 doz, per box 
not only when received from the 10 in. 1/6 doz. per box 
suppliers but also when damaged | — oe? 1 bolt per box 
e . packing 
in the process of manufacturing Wrought steel foot bolts 3-6 in. % doz. per box 
or packing by the manufacturer. 8 in. ry dos. per box 
rs » | 10 in. ‘§ doz, per box 
9 7: 
3. Burning wastepaper_ col- Discontinue 1 bolt per box 
lected from the office or factory | packing 
. : Cast iron foot bolts 6 in. 14 doz. per box 
should be stopped. Baling and 8 in, ig doz. per box 
selling it to a pulp and paper 10in, 1/6 doz. per box 
company is preferable at this oe 1 bolt per box 
time. Sash pole hooks 2 doz. per box 
1. Set-up boxes, that is boxes 
| Screen Door Hardwuare 


for equal depth of tops and bot- 
toms. offer an opportunity for 
considerable economies by _ re- 
ducing the depth of the top 1/16 
in. or more. The desirability of 
this step is measured by the 
strength of the box in relation to | 


Spring hinge (full surface) 


One size only 


Spring hinge (half surface’ 


One size only 
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4 doz. pair per 
box 
Eliminate 1 pair per box 
packing 
\% doz. pair per 
ad box 
Eliminate 1 pair per box 
packing 


such as display boxes, carded 
hardware, etc. 

9. Increase the size of contain- 
ers and contents. Care should be 
exercised to that the in- 
creased size does not require an 
offsetting weight of paper board. 

10. Discontinue the wrapping 
in paper of japanned finish items 


see 


of hardware, except in special 
where it is 
furnish goods that are right and 


cases necessary to 


left-handed, or where — special 
Pp 

parts are to be separated. Screws 

packed finish 


hardware to be in envelopes or 


with japanned 
wrapped. 

11. Hardware to be shipped to 
a manufacturer to be used in 
equipment should be packed in 
bulk. Small of a few 
dozen packed regular. 

The table on this page is a de- 


orders 


| tailed listing of proposed pack- 


aging principles for items under 


| Order L-236: 


| Order No. 


SOME EASING ON 
FAT, OIL USES 


The War Food Administration 
has amended Food Distribution 
42 to make several 
changes in regulations affecting 


| the use of fats and oils. 


The effective 


amendment, 


| March 17, 1944, includes several 


| changes of concern to the hard- 


ware trade. Lifting restrictions 
completely on the use of fats and 
oils in the manufacture of print- 
ing inks, and in the manufacture 


| of protective coatings for speci- 
| fied agricultural equipment (that 


listed in War Production Board 
Order L-257) when applied by 
the manufacturer. Permitting 
manufacturers using washed re- 


| covered linseed oil (residue from 


the alkali refining of linseed oil) 
to charge to quota only one-half 
of the quantity used. Permitting 
soap manufacturers to divert a 
maximum of 250,000 Ib. of fats 


and oils per calendar quarter 
| from one class of soap uses to 
another, provided the overall 


poundage used is not increased. 
Increasing the fats and oils quota 
for water paint manufacturers 
from 60 to 70 per cent of 1940- 
1941 for the January, February 
and March quarter only. Quan- 
tities not consumed by March 31 
may be carried over into the sec- 
ond calendar quarter. 
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HELP YOUR CUSTOMERS 


“MAKE IT D0” 





"BY SELLING 
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EPAIRS... 


4 


TOOLS | 


RUBBER HOSE ‘ 


ELECTRICAL CORDS | 


Toys 


Damaged tools, broken toys, worn rubber hose 
and frayed electrical cords can be restored to 
usefulness by making repairs with tape. You 
can help your customers — and your sales — by 
suggesting such repairs when you can’t supply 
them with new items. 

And to mcke sure your customers get full 
service from these repairs, recommend and sell 
PANTHER and DRAGON Friction and Rubber 
Tapes. You'll find them to be quick-sellers and 
steady money-makers. 


SOLD THROUGH RECOGNIZED 


INDEPENDENT WHOLESALERS 


Panther and 


Dragon brands 
each include 
Friction and 
Rubber Tapes. 





| and types of wire fencing that 


| revocation will result chiefly in 








' food and plate warming equip- 


| in both orders: 





Clarify Rules for Making, 
Buying Comm. Cook Equip. 
and Dishwashing Equipment 


| still be sent to the Plumbing & 


(Washington Bureau 

of HARDWARE AGE) 
Several minor clarification 

changes have been made by WPB | 
in the commercial cooking and 


Heating Division, in Washington 
and not to WPB field offices. 

Appeals from the provisions of 
either of these orders should be 
filed on WPB Form 1477 with 
local WPB field offices. Former- 
| ly, appeals were made in letter 
' form to the WPB Plumbing and 
Heating Division in Washington. 

These orders and all transac- 
tions affected by them were 
made subject to all applicable 
provisions of all the regulations 
of the WPB instead of just to all 
applicable provisions of all the 
WPB priorities regulations, as 
was specified in the previous or- 
ders. 


ment order L-182, and the com- 
mercial dishwashers order, L-248. 
The following changes are made 


Applications for authorization 
to make or to accept delivery of 
commercial cooking and_ food 
and plate warming equipment or 
commercial dishwashing equip- 
ment must now be made on WPB 
Form 1319. Applications previ- | 
ously were made on WPB Form 
1529. All applications should 


Barbed Wire, Woven Wire 
Fence Mfrs. May Make 


Heavier Gage Products 


The War Production Board on | The heavier gages are needed to 
March 16 announced removal of | properly confine hogs and cattle 
restrictions on the manufacture | and the standard zine coatings 
of barbed wire and woven wire | will result in lengthening the life 
fence. This action was taken by | of the product. 
the revocation of Schedule 3 to | 


Limitation Order L-211 which OPA SETS CEILINGS 
stringently restricted the gages 


ON USED CAMERAS 


OPA has set up retail ceiling 
prices for used cameras and other 
used photographic equipment. It 
has established dollars-and-cents 
for the major items of equip- 
ment, and has provided a plan 
for computing ceilings on all 
other items. 

The new price order, MPR 
516, is effective April 6. and 
| covers all sales of used photo- 
graphic equipment to consumers. 
would result in very few addi- | including sales by consumers, 
tions to labor forces. | and covers still and movie cam- 

The revocation of this sched- | eras, movie projectors and such 
ule will permit the manufacture | accessories as lenses, range find- 
of heavier gages and a return to | ers. enlarging easels, developing 
standard weights of zine coating. | tanks and tripods. 


could be produced. 

The necessity for these restric- 
tions has passed as the types of 
steel required for these products 
are not in as heavy demand for 
the direct war program. There | 
will be practically no increase in 
manpower demands this | 


since 


transfers of labor from one type 
of operation to another. At any 
rate, any increase in volume 
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Alloy Steel Released for 
Some Hand and Farm Tools 


The War Production Board, on 
March 10, announced that alloy 
steel may be used in the manu- 
facture of hand shovels, axes, 
heavy forged hand tools, hand 
forks and other items covered 
by Schedules I, II, IV, and V of 
the hand tools simplification or- 
der L-157. 

Items covered by the schedules, 
which establish simplified prac- 
tices and limit manufacture to 
the types, sizes, etc., specified, 
follow: 

Schedule IT: 





hand _ shovels, | 


Plumbing Ratings 
Over Those 


(Washington Bureau 
of HARDWARE AGE) 
AA-3 rated orders for plumb- 
ing, heating and cooking equip- 
ment placed prior to Jan. 15 will 
take precedence over lower rated 
orders which have been rerated 
AA-3 in accordance with the pro- 
visions of Order L-79, as amend- 
ed Jan. 15. 
This action was taken, in Di- 
rection 1 to Order L-79, to elim- 


NHA projects because of dis- 
rupted schedules of delivery of 


EASE RESTRICTIONS 
ON USE GF ZINC 


The War Production Board re- 
cently announced it had provided 
for the restoration of the use of 
zinc in the manufacture of many 
finished products. This action is 
in line with the general policy 
of the board to permit the use of 
scarce materials if the result is 
to conserve material in greater 
demand, effect a saving in man- 
hours, or enable the manufacture 
of a better product. 

The restoration was effected 
by amending Conservation Order 
M-11-b to add a number of items 
to the list of exceptions to the 
limitations imposed by the order, 
as follows: Coal stokers, domes- 
tic electric ranges, dry cell bat- 
teries and portable electric lights, 
electric fans, mechanical pencils, 
motorized fire apparatus, protec- 
tive coating or plating of zinc on 
loose leaf metal parts and units. 

There will be no general in- 
crease in the output of the fin- 
ished products involved, nor will 
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inate any danger of delaying | 


required items, WPB explained. | 


spades, scoops and_ telegraph 
spoons. 
Schedule II: forged axes, 


hatchets, broad axes, adzes, and 
light hammers. 

Schedule IV: heavy forged 
hand tools. 

Schedule V: hand forks, hooks, 
rakes, hoes, eye hoes, and culti- 
vators. 

As amended, the schedules al- 
low manufacturers to use alloy 
steel instead of carbon steel if 


they desire. 


Earlier AA-3 Heat, Cooking, 


Take Precedence 


Upped After Jan. 15 


| The NHA, whose orders are 
rated AA-3, had placed a con- 
siderable number of orders for 
plumbing, heating and cooking 
| equipment prior to Jan. 15, when 
Order L-79 was amended to al- 
low lower rated orders from dis- 
tributors to rerated AA-3. 
Priorities Regulation 12 
gives retroactive effect to such 
uprating, NHA orders were be- 
ing delayed because suppliers 
| were filling old orders which had 
been uprated to the AA-3 level 
with NHA orders. 


be 
Since 





there be any relaxation in the re- 
strictions on the manufacture of 
the products, WPB said. End 
product volume and other re- 
stricions on manufacture still re- 
main under the controls set up 
by the many “L” orders under 
which they are produced. 





LIMIT ADVANCES ON 
WIRE CABLE, ETC. 


The maximum prices for sales 
of wire, cable, and cable acces- 
sories by wholesalers and job- 
bers, to industrial or commercial 
purchasers has been limited to 
120 per cent of the manufactur- 
er’s net price to wholesalers in 
the same quantities, OPA has an- 
nounced. 

OPA has amended MPR 82, 
applying this limitation regard- 
less of the number of sellers han- 
dling the product before it 
reaches the user. This action, ef- 
fective March 21, was taken by 
OPA, it states, “to stop pyramid- 
ing of distributors’ markups.” 

















A Can gets plenty of kicking around under the 
stress and strain of wartime service . . . and 
a WITT Can is built to “take it,” outlasting 3 
to 5 of the ordinary kind. As a result, these 
rugged, hard-wearing Cans are giving better 
protection, extra service today when needed 
most .. . building good will for greater sales 
when normal production is again resumed. 


Witt Cans and Pails Nos. 1, 2, 3, 7 and 914 meet 
Federal Specifications #RR-C-81 and are available 
S. Army, Navy, Maritime Commis- 
Shipping Administration on “pre- 


only to the U. 
sion and War 


ferred orders”. 


W elcome 
to 
Cincinnati 


If you plan to 
attend the 
Sauthern 
Wholesalers 
Convention in 
April, we 
dially invite 
you to visit us 
at our plant. 
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WITT CAN 


The WITT Cornice Co. 


Winchell Ave. | Cincinnati 14, Ohio 
YOUR SCRAP WILL HELP SPEED VICTORY 
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LINGERWETT & WONDER-PASTE 


VARNISH 
ENAMEL 


Show a customer a better way to do something, 
and you’ve won a friend. 

When it comes to paint removing, you can 
make a real hit by recommending either Linger- 
wett or Wonder-Paste. For these two leading re- 
movers have what it takes to soften up the tough- 
est old finish. It comes off clean; no mess, no 
fuss and no arm-tiring scraping. 

Suggest Lingerwett for all general removing: 
Wonder-Paste, if a considerable amount of up- 
right surfaces are to be worked on, and for ex- 
terior removing. On exterior removing, Wonder- 
Paste is fast replacing the torch. 


Order Lingerwett & Wonder-Paste from your 
distributor. Or write us for information. 


WILSON-IMPERIAL COMPANY 
Dept. H-324, 115 Chestnut St., Newark 5, N. J. 











Until R/M Woven Glass and woven asbestos wicking can be had| 
again, R/M Tri-Ply Wicking will do...and do very weil. Here’s why:| 





1. Hard outer ply resists wear and tear. 
2. Middle layer of crimped asbestos felt sends fuel 


racing-to-the-rim. 


3. Inner layer of soft asbestos paper keeps fuel-supply 


uniform. 


4. Rippled construction permits wick to be rolled without 


buckling. 


5. Tri-Ply construction effects complete fuel-vaporization. 


R/M Tri-Ply Wicking comes 7%”, 1”, 1%”, and 14%” wide — SIX FEET | 
TO THE BOX, 12 boxes to the carton. Also in cartons of 100 feet. 


Ask your jobber. 


ee ee 


AL SALES C 3 N 


RAYBESTOS-MANHANTAN, INC. 


MANHEIM. PA 
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OCR Unit Proposes Standards 
For Elec. Appliance Repairs 


Repair Shops Industry Advisory Committee urges 
return only of parts critically short or capable of 
being salvaged. Seek higher ceiling price for rebuild- 
ing fractional horse power motors. 


(Washington Bureau 
of HARDWARE AGE) 


Reflecting the necessity for 
keeping electrical appliances in 
good repair, since no large scale 
production is forecast the Ser- 
vice Trades Division of OCR has 
drawn up a set of proposed ser- 


NATURE OF TROUBLE REPORTED BY USER 


vice standards for electrical ap- 
pliance repair shops or depart- 
ments as operated by some 
hardware dealers and other ap- 
pliance outlets and repair ser- 
vices. These proposed standards 
are as follows:— 


ALLOWABLE TIME 


1—Commercial Refrigeration (up to 5 Limits From Re- 
h. p.) including farm freezers and PORT OF . TROUBLE 
milk coolers. Untit Jos 1s Com- 
Food Preservation PLETED 
a. No refrigeration 8 hours 
b. Other troubles 48 hours 
Air Conditioning 
a. Out of service and space en- 
tirely dependent on air condi- 
tioning for use 8 hours 
b. Other troubles 1 week 
Beverage and Liquid Cooling 
a. Out of service 24 hours 
b. Other troubles 1 week 


2-_Domestic Refrigeration 
Food Preservation 
a. No refrigeration 


b. Other troubles 


Liquid Cooling and Air Condition- 


ing 


24 hours, May 1- 
Oct. 31 

48 hours, Nov. 1- 
April 30 


1 week 


4 weeks 


3—Domestic Gas and Electric Ranges, 


including hot plates and 


where only means of cooking 


a. Out of service 
b. Other troubles 


roasters, 


8 hours 
1 week 


4—Domestic Automatic Heating Systems 


Gas or Oil Burners, 
Stokers and Auxiliaries 
a. No heat 


b. Other troubles 


4 hours, states of 


Maine, N. H., 
Vt., Mass.,N. Y., 
Mich., Wis. 
Minn., N. D., 
S. D., Wyo. 
Mont. and 


Idaho, 8 hours, 
other states. 
1 week 


5—Domestic Water Heating Gas, Electric, 
or in connection with Heating Plant 


a. No hot water 
b. Other troubles 


48 hours 
‘ 2 weeks 


HARDWARE AGE 
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6—Milking Machines, Separators, and 


other Farm Dairy Equipment 


a. Out of service 8 hours 
b. Other troubles 1 week 
7—Pumps for Domestic Drinking Water 
Systems 
a. No water 8 hours 
b. Other troubles 1 week 
8—Motors for Appliances 
a. Out of service, need repair or re- 1 week. This limit | 


is based on ser- 
vice 


wind 


replacement mo- 
tor to put the 
appliance 
standard _ time 
of the 

ance. 

9—Domestic Lighting 
a. Out of service 8 hours. Bathroom 
or kitchen where 


no other light 
available. Other- 
wise 1 week. 
b. Other troubles 2 weeks 
10—Domestic Electric Irons, Washing Ma- 
chines, and Alarm Clocks 
a. Out of service 1 week 
b. Other troubles 2 weeks 
11—Miscellaneous Domestic Appliances 
such as ironers, vacuum cleaners, 
fans, roasters, hot plates, sun lamps, 
toasters, percolators, radios, mixers, 
clocks, razors, wiring devices, etc. 
a. Out of service 2 weeks 
b. Other troubles + weeks 


portant in the case of refriger- 
ators and washing machines. 
Officials of the WPB General In- 
dustrial Equipment Division have 
pointed out that backlogs of or- 
ders for motors are still increas- 


These standards were pre- 
sented to the Electrical Appli- 
ance Repair Shops industry Ad- 
visory Committee, comprised of 
repair shop operators drawn from 
a cross-section of the country. 
Committee members thought that 
under present conditions, with 
respect to parts and manpower, | vision has advised motor dealers 
the proposed standards would be|or agencies to file WPB-547 
impossible to attain. However,| (PD-1X) applications every 30 
they later recommended that the | days for delivery some time in 
proposed standards be adopted | 1944. Repair shops should place 
as a goal for the industry. and keep orders on hand with 

Committee members have also | motor shops or distributors. 
expressed disapproval of the} WPB has also called attention 
practice of manufacturers and | to the motor repair and rebuild- 
distributors of requiring a used 
part to be turned into them by 
the repair shop before releasing 
a similar part to the shop because 
of lack of uniformity in the 
methods used, the savings in 
materials, and the control of | motor manufacturers have motor 
distribution effected by current | exchange service in addition to 
practices which cannot begin to | motor repair service. 
compensate for the confusion, | The industry has also asked 
cost and service delays. |for the adoption of the OPA 

Industry members have also | proposal which would change the 
reported that with few exceptions | ceiling price for rebuilding a 
they have not been able to obtain | fractional horsepower motor 
any new fractional horsepower | from 85 per cent of the price of 


to be slow. Nevertheless the Di- 


motor manufacturers, and has 
urged repair shops to check into 
this, as the opportunities for 
this service are now much bet- 
ter than they had been. Several 





motors, and that thev could not | a corresponding new motor to 85 | 


render proper service without | per cent plus $5. The conten- 
a small stock of motors for | tion is that this would result in 
standby and replacement pur-| restoring to use 
poses. This is particularly im- | small motors now collecting dust. 
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station’s | 
ability to use a | 


back | 


in service in the | 


appli- | 


ing and deliveries will continue | 


|ing stations operated by several | 


thousands of | 








SHEATH KNIVES! 


SEND FOR SAMPLE AND PRICE 


KNIFE 


Fitted with Standard 
Snap Sheath, 7!/4" 
Blade. Polished Steel. 
Heavy Leather Handle. 


ED. W. SIMON CO., INC. 


320 BROADWAY NEW YORK 7, N. Y. 












As long as War lasts there is 
need of our output; until Victory 
every war-working plant belongs 
to our government. 


Then Walters Steel Fashioned 
Equipment will again belong to 


our customers. 
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Company 


WALTERS 
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Alloy Steel for Saws 
In Schedule II, L-157 


Restrictions on the use of al- 
loy steel in hand-operated wood 
and special purpose saws were 
removed March 16 by the War 
Production Board in an amend- 
ment to Schedule ILI of the hand 
tools simplification order L-157. 

Schedule II] covers handsaws 
of various kinds: and 
rip; back- 

and 
saws, 


crosscut 
cabinet and 
keyhole, 
pruning 
buck. cordwood 
and pulpwood saws; one- and 


mitre, 
saws; compass, 
nests of 


butcher 


Saws; 


saws; 





two-man cut saws; ice 
saws and special purpose saws 
including plumber’s, plasterer’s, 
veneer, cable, etc. 

The permitted of alloy 
steel in place of carbon steel is 
in line with the general policy 
of WPB to re-substitute materials 
formerly used when such a switch 
is indicated by the supply situa- 
tion and involves no increase in 
the labor force. Alloy steel was 
customarily used for better grade 
saws before the issuance of 


Schedule III in Sept., 1942. 


cross 


use 





Amended L-43 Permits Making 
Extra Heavy Soil Pipe 


WPB has amended order 
L-43 again permitting production 
of extra heavy cast iron soil 
pipe, prohibited since June 1, 
1942. Since then only a single 
“Victory weight” of cast iron 
pipeline has been permitted. 

The new action was needed to 
provide extra heavy pipe for 
maintenance and repair purposes, 
and because there are large 





stocks of extra heavy fittings in 
inventories that cannot be dis- 
posed_of unless extra heavy pipe 
is provided. 

Also, the plumbing codes of 
numerous municipalities require 
extra heavy pipe and since no 
additional manpower or new 
facilities will be required to pro- 
duce the pipe it was decided 
again to permit its manufacture. 





EASE SHELLAC USE 
FOR PHONO. RECORDS 


The War Production Board 
announced on March 9 that as 
a result of increased supplies, 
use of shellac has been eased 
for phonograph record manufac- 
ture and in the second quarter | 
of 1944 its use will be permitted | 
on the basis of one-fourth of | 
manufacturers’ total consump- | 
tion in 1941. The manufacturer | 
will be allowed to purchase 40 | 
per cent of the total in the form | 
of low-grade shellacs and 60 per 
cent in the form of high-grade 
shellacs, officials said. 





STEEL PRESSURE 
PIPE SPEC. MODIFIED 


for the manu- 

pressure pipe 
have been modified to bring them 
into conformity § with recent 


Specifications 
facture of steel 


oe | 
changes in basic pressure pipe | 
specifications, the War Produc- | 
tion Board announced on March 
11. 

These changes are made in an 
amendment to Schedule II of 
Limitation Order L-211, which 
the for 


contains specifications 


98 


) steel pressure pipe which in turn 
| are based on specifications estab- 


lished by the American Society 
for Testing Materials. The So- 
ciety has recently amended the 
basic specifications upon which 
L-211 standards are based, andj 
consequently, the order has been 
amended in order to bring it up 
to date. 

PRICE CEILINGS ON 

RENTAL CONTAINERS 

FOR LINSEED OIL 


\ deposit of 25 cents for a 
container of a capacity under 5 


| gallons but not under one gallon 


may be made by retailers of lin- 
seed replacement oil, providing 
the container is owned by and 
filled on the premises of the re- 
tailer, the Office of Price Admin- 
istration announced March 14. 


This action was effective March 
18, 1944. 
A retailer who is able to ob- 


tain the linseed replacement oil | 


| from his supplier already pack- 











aged in containers of a capacity | 


one gallon may not charge a de- 
posit for their return. Amend- 
ment No. 105 to Revised Supple- 
mentary Regulation No. 14 to 
the General Maximum Price Reg- 
ulation, Linseed Replacement 
Oil, effective March 18, 1944, 
makes these provisions. 


| 

4 
under 5 gallons but not = 
| 





MORE SPRING STEEL 
FOR BED SPRINGS 


Permission to increase produc- 
tion of bed springs and box 
springs by 25 per cent and to 
improve quality of these items 
by using more steel a unit has 
been granted to manufacturers 
by a March 16 amendment of | 
WPB order L-79. 

Quarterly preduction rates and 
maximum metal content per unit 
were also set up for metal cots 
and bunks, crib springs and dual | 
sleeping equipment. Most of the 
new maximum weights are com- 
parable to those of pre-war prod- | 
ucts. 

The 


beds 





manufacture of metal 
(except hospital types), 
metal bed frames and _inner- 
spring mattresses, innerspring 
pads and innerspring pillows for 
civilians is still prohibited. | 
Manufacturers in 1944 may pro- | 
duce 50 per cent as many bed | 
springs and box springs as they | 
produced in the year ending | 
June 30, 1941. 

The maximum permitted metal 
content for double deck coil bed 
springs is 68 pounds; for the 
single deck coil type, 57 lbs., as 
compared with the previous max- 
imum of 45 pounds for both 





types. 


CLARIFY DEFINITION 
OF TERM HAND TRUCKS 


Small carriers used by shop- 


pers in self-service markeis, 
equipment of similar design used 
in offices to carry wire baskets 
of mail, etc., and canvas covered 
baskets or hampers used for mov- 
ing linens and other light mate- 
rials are not to be defined as 
“hand trucks,” says WPB. 

This information is contained 
in Interpretation I of Limitation 
Order L-111, which controls the 
manufacture and sale of hand 
trucks, and was issued in re- 
sponse to inquiries to clarify con- 
fusion which may have arisen re- 
garding the exact status of the 
light weight equipment. 

WPB pointed out that trucks 
of heavier construction, such as 
those used in stores to move 
cases of merchandise for restock- 
ing shelves, are included under 
the order. 


REVOKE STANDARDS 
ON GENERAL PURPOSE 
THERMOMETERS 
Standardization restrictions on 
the production of general pur- 
pose thermometers were removed 
recently by WPB by deleting 
them from Schedule 7 of Limita- 
tion Order L-272. 
EASE FLUORESCENT 
FIXTURE LIMITATIONS 


WPB has revised order L-212, 
effective since March, 1943, and 
has eased the use of metals in 
the manufacture of incandescent 
light fixtures. In industrial type 
fixtures, restrictions have been 
completely removed, and for resi- 
dential type fixtures have been 
considerably relaxed. 





Higher Iron, Steel Quota 
For Galv. Pails, Tubs, Etc. 


Each manufacturer of  gal- 
vanized pails and buckets, wash 
tubs, wash boilers, funnels; fire 
shovels, and storage cans for pe- 
troleum products has _ been 
granted a supplementary quota of 
iron and steel for use in the sec- 
ond quarter of 1944, the War 
Production Board 
March 20. 

This will permit manufactur- 
ers of these items to continue to 
use iron and steel at the same 


announced 





rate as in the first quarter of this 
year, when they were given sup- 
plementary quotas which brought 
their permitted rate of usage 
from 50 to 92% per cent of the 
quarterly average in the year 
ended June 30, 1941. 

Whether production will reach 
the permitted rate will be con- 
tingent upon the ability of the 
manufacturers to obtain material 
from the rolling mills to the ex- 
tent of their allotments and upon 
the labor situation. 

Allotments for the additiona! 
metal are now being sent to the 
individual manufacturers. 

This action has been effected 
by Direction 2 to Limitation Or 
der L-30-a. 
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Marshall-Wells Stores’ 
Congress 


(Continued from page 85) 


tunity for extra sales when normal 
hardware lines are again available. 
He expressed doubt as to a very 
early conclusion of the war, even on 
the European front, and told dealers 
not to expect “too much too soon” in 
the way of normal hardware store 
merchandise. 

R. H. Canaday discussed various 
priority regulations of interest to 
hardware dealers, simplifying some 
of the intricate rules that have per- 
plexed many merchants. He dis- 
tributed a simplified guide on the 
subject which he has _ prepared 
specially for the dealers. 

H. A. Lynes, in charge of the 
Marshall-Wells model store and re- 
lated store arrangement ‘activities 
predicted unprecedented hardware 
store sales opportunities in the post- 
war era, stating we may expect the 
greatest potential buying power is 
history. He felt that major and table 
appliances and plumbing goods 
would be big volume lines deserving 
special sales effort and ample floor 
display space. He believed that 
future store arrangement must be 
both more flexible and more spaci- 
ous. If an additional 25-ft. front is 
too expensive, he suggested using 
the basement or second floor but .de- 
finitely called for larger hardware 
stores that would permit the physical 
expansion that is to be expected. 

A. J. Luther, Archer-Daniels-Mid- 
Jand Co., Minneapolis, Minn., out- 
lined the advantages and need of 
planned merchandising programs, 
reminding dealers that all of their 
important competitors made their 
progress and profits that way. He 
saw the need of larger stores, of bet- 
ter displays coordinated with adver- 
tising programs, and outlined his 
thoughts about the post-war success- 
ful hardware store, department by 
department. 

Summarizing the sessions and 
highlighting points: brought out by 
other speakers General Manager 
Stevens réminded dealers that the 
probable first available post-war 
models of major appliances and 
other hardware stores lines would be 
practically the same as the most re- 
cent pre-war models and that drastic 
changes in materials, design, etc., 
could not be expected immediately. 

The closing feature of the pro- 
gram was an expression of apprecia- 


tion, from the dealers’ standpoint, 


given by Ruben Lendved, Marshall- 
Wells dealer of Clintonville, Wis. 
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“I’m 1007 


AMERICAN 


when | buy 
SCREWS and BOLTS” 


“Every screw order I write carries the same un- 
derscored instruction: ‘American Brand .. . do not 
substitute’. That way I know I get full count and 
full value... every screw OK to use. And I get 
good deliveries, even today. What’s more, I know 
from experience that if I run into a tough fasten- 
ing problem, I can bank on the folks at American 
to work it out for me right now.” 





That, in substance, is a fair cross-section of 
opinion among scores of screw-buyers from coast 
to coast...a buying habit that’s steadily spreading. And 
that’s what makes American Screws and Bolts the 
No. 1 fastening line for you to handle. 


ff 


CM 


f 
\ 


AMERICAN makes a complete line of Slotted 
and Phillips Head Screws and Bolts . . . in all types, 
| with all styles of head. And note that American 

Stove Bolts now come in a new partitioned package 
| that keeps bolts and nuts separated, for greater 
convenience to users. 


AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 
Chicago 11; 589 E. Illinois Street 

Detroit 2: 502 Stephenson Building 
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LONGER HANDLES! 
> PERFECTLY BALANCED 
ie Shaped to Fit the Hand 


Instantly Replaceable 
DOUBLE-EDGE 
SUPER-KEEN BLADES 
No screw driver or tool 
needed to replace the 
high quality blades — 
just push in new blades, 
and out come the old 
ones. Stock genuine 
RED DEVIL BLADES for 

replacements. 


LANDON P. SMITH, Inc. 
IRVINGTON, WN. J., U.S. A. 








Easy Sales 


Selling Simplex size-marked pump 
leathers means more profitable sales. 

You will appreciate the efficiency and 
convenience of the sharp, clear size 
markings on all Simplex pump leathers. 
These assure quick and correct selection. 


Ask your jobber or write 
us for price list. 


ae 
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| Heavy Demand for Toys 
At 1944 American Toy Fair 
—Supplies Mostly Limited 


Allocations based on 1943 purchases was established 
rule with older toy makers exhibiting at 1944 American 
Toy Fair in New York. Some newer toy makers sold 
entire output even in first week of Fair held in New 
York City, March 6-18. This year’s production expected 
to be not more than 75 per cent of 1943 toy manufacture. 


ORE apparent than at last 
year’s American Toy Fair 
was the heavy hand of war at the 
42nd holding of that exhibit in New 
York‘ City, March 6-18, under aus- 
pices of the Toy Manufacturers of 
the U.S.A., Inc., 200 Fifth Ave., 
New York City, James L. Fri, man- 
aging director. Managed by Ho- 
' ratio D. Clark, assistant director of 
the association, the Fair was held 
at permanent exhibit rooms at 200 
Fifth Ave.. 1107 Broadway and 
other year ’round show rooms. As 
in previous years, temporary exhib- 
its were housed at the Hotel Mc- 
Alpin. Attendance was about 10 
per cent over last year’s all-time 
record of more than 4000 registra- 
tions. 

Buyers and officers of retail and 
wholesale hardware houses, as well 
as buyers, merchandise managers 
and owners of department stores, 
syndicate stores and other toy out- 
lets present included many who had 
never before attempted the mer- 
chandising of games, toys, dolls. 
etc. Many of the newer seekers of 
toys had to confine their purchases 
to the wares of newer manufactur- 
ers. Among the foreign buyers were 
people from Canada, Central and 
South American countries, the great- 
est increase among out-of-the-coun- 
try toy buyers being from Canada. 

With tightness in paper, wood 
and cartons and in piece goods for 
stuffed animals and dolls, it is con- 
servatively estimated that overall 
production of playthings this year 
will be valued at not more than 75 
per cent of the 1943 production 
which showed a decline from 1942. 
The year 1942 had marked but a 
slight decline from the $115,000.- 
000 production of the playthings 

| industry in this country in 1941. 

| Some more experienced toy buy- 
| ers had been in the market for 1944 
| toys prior to last Christmas and in 





JAMES L. FRI 


the early part of January. In gen- 
eral, the older manufacturers were 
making fair distribution among their 
wholesale and retail customers on 
the basis of percentages of 1943 
purchases. and in line with their 
anticipated ability to produce. Some 
of the newer entrants into the field, 
however, sold much if not all of 
their hoped-for production in the 
first two or three days of the Fair. 

Buying was, generally speaking, 
heavy, yet there was some caution 
in the buying of many war-time 
types of playthings made of substi- 
tute materials. Many manufactur- 
ers can well expect increased toy 
sales, yet much of that expansion— 
where it exists—will be among the 
newer entrants into the toy manu- 
facturing field. 

Most apparent was the improve- 
ment in the workmanship and fin- 
ish of some wooden and cardboard 
and paper toys. Much of this im- 
provement was as the direct result— 
in most instances—of reports from 
retail and wholesale outlets to man- 
ufacturers of their experiences in 
the stocking, handling and selling 
of certain types of toys. 


HARDWARE AGE 





a a ll(C OO! 








The general overall shortage was 
and is due not only to the materials 
situation but the manpower angle. 
At the present time there are more 
than 200 manufacturers of toys, etc., 
engaged in making parts and com- 
plete units of equipment for various 
branches of the armed forces. Such 
items and parts now number into 
the thousands of types. Add to this 
the increased birth rate and the 
fact that many people have more 
money to spend over and above the 
costs of food, shelter and clothing, 
and there is further reason for in- 
creased toy demand and decreased 
supplies. Last year’s Fair included 
many exhibits of manufacturers who 
were showing very limited toy lines 
together with samples of some of 
the war work in which they were 
then engaged. This year’s Fair in- 
cluded a larger number of manu- 
facturers whose exhibits were con- 
fined entirely to showing examples 
of their 100 per cent war work 
activities. 

There are now more types of out- 
lets handling and seeking to handle 
playthings than ever before. In 
line with the policy of many manu- 
facturers of refusing to sell new 
accounts this year, their wholesalers 
have in many instances instituted 
like policies. 

Retail hardware dealers who have 
not checked into the availability of 
playthings from their reg-ular 
sources of supply would do well to 
do so now. Contrary to peacetime 


policies of many wholesalers and 
retailers who distribute toys, buyers 
are this year anxious for the quick- 
est possible delivery to be sure that 
they will receive even curtailed 
allotments of dolls, games, toys. etc. 

For quite a few years it has been 


quite common for the Fair to num- | 
ber among its exhibits a number of | 


hand-made samples of new items. 
In some instances such samples 
were shown as a test as to buyer 
acceptance. This year there were, 
as usual. some hand-made samples, 
but there were also exhibitors who 
took orders even though they were 
unable to show samples, using 
drawings and photos to illustrate 
to buyers the nature of their offer- 
ings, such policy in some instances 
being the result of hoped-for sup- 
plies of materials at a later date. 

As at last year’s Fair, there was 
an increase in playthings tying in 
with various phases of the war. 
There were new juvenile books and 
furniture, wood. cardboard, paper 
and brick type construction outfits 
for general model building or for 
specific types of planes, etc. Some 
of the older game manufacturers 
showed smaller lines than last year, 
although some of the newer con- 
cerns as well as some older con- 
cerns offered new numbers tying in 
with the war and a variety of pop- 
ular interests. Playthings tying in 
with old and newer fiction and car- 
toon characters were. as usual. very 
much in evidence. 





Cool Weather Clothing Attracts Attention 


es 





This display of women’s sports clothing for cool days might have been a 
bit unusual for a hardware store display a few years ago. In these days 
of shortages it attracted plenty of attention for the Tool Shop Sporting 
Goods & Hardware Co. of Detroit, Mich., and it also attracted plenty 
of business. It was designed by E. H. Tackney, the firm’s display manager. 
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,UTICA, 
PLIERS 


for More Tool 
Mileage 


Pliers for 
Every Need 





The demands of the times 
for highest operating effi- 
ciency are met by UTICA 












And Still Available for Hardware Distribution 


Quik-Up Hangers for 
Screens, Storm Sash 

Made of tempered spring steel they 
are designed to hold screen or storm 


sash close to the window frame and to 
eliminate rattles. Quick and easy in- 








stallation are features, says the maker, 
since only ofe nail and one screw are 
used to install Quik-Ups. Nothing is 
fastened to the top of the screen and 
only a hook and eye are used to pull 
the screen in at the bottom. Screen is 
installed, from inside the house, by slid- 
ing it up under the Quik-Ups. One set 
may be used for both screens and storm 
sash. Set of two mounted on an at- 
tractive 4 by 6 in. instruction card. 
White Products Corp., Middleville, 
Mich. 


Disston Offers Saw 
Sharpening Sign 


An attractive Saw Sharpening Ser- 
vice Sign is offered by Henry Disston 
& Sons, Inc., Tacony, Philadelphia, Pa., 


WE RENDER 
—_—lia!) 
SAW SHARPENING 
SERVICE 
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tying in with its national consumer 
campaign in which it urges saw users 
and owners to conserve their hand saws 
by properly caring for them. The cam- 
paign also urges customers to remem- 
ber the hardware store as headquarters 
for saws and saw sharpening. Emphasis 
is on the fact that hand saws must be 
taken care of in these times of war and 
priorities. 


Double Action 
Easy Duster 


Made of durable, hard pressed chip- 
board tubes with some wooden parts, 
the Easy Duster which was introduced 
in the 1943 victory garden season, has 
been improved by installing a plastic 
tube called the “activator.” This tube 
is said to concentrate a powerful com- 
pressed air jet inside the duster body 
to mix the dust thoroughly with air and 





A “back-saver” because of its length, hght wean and 


 —_ smooth operation, Insecucide powder cun be applica 
G most efiectively under low-growing plants withou' 
‘ stooping. The long, slim discharge tube reaches & 
C \ tween and under leaves, where insects attack Tho 
¢ N confines the eppheation for best results without wast 
Cs y of fine dusting powders. Dust barrel 


ftom powders. thus preventing caking end clogging. 


expel it in a uniform cloud through the 
discharge tube. Maker states this per- 
mits more economical and more effec- 
tive use of insecticide powders. “Palm 
grip” handle has been installed. Ac- 
cording to the maker, the duster barrel 
absorbs moisture from powder to pre- 
vent caking and clogging. The Ameri- 
can Specialty Co., Amherst, Ohio. 


Mystic Zip 
To Clean Painted 
Surfaces 


Mystic Zip is said to be an easy way 
to clean all painted surfaces without 
the use of soap and water. Comes ready 











to use. Dampen a cloth and clean wood- 
work or walls as you would clean wall- 
paper by merely wiping the surface, 
and, according to the maker, no rins- 
ing or drying is necessary. Said to be 
non-infammable and _ non-explosive. 
Maker states that it will not harm the 
hands, injure the paint or dull the 
gloss. Said to be ideal for removing 
cooking grease, smoke, and smudge 
from pots and pans or kitchen walls. 
Can also be used for venetian blinds, 
parchment lamp shades, refrigerators, 
stoves, window shades and linoleum. 
Can be used on wallpaper that has been 
painted with a casein type paste paint. 
Mystic Foam Corp., Cleveland, Ohio. 





Rigid Strap Wrench 


Made with strong I-beam handle and 
solid head, all in one piece with a 
handy hang-up hole in the end. Maker 
states that it is easy to attach and use, 
and is positive in grip. Special web- 
bing strap is quickly removed for re- 
placement by pushing out pin held by 
spring clips. Available in two sizes: 
No. 2 capacity % to 2 in., 17 in. strap; 
No. 5, 1 to 5 in., 30 in. strap. The 
Ridge Tool Co., Elyria, Ohio. 
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CENTRAZ Adhesive 


+ for setting 
loose tile, lino- 
leum and misc. 
veneers to plas- 
ter, brick, wood, 
concrete, etc. 


% Pint 29° 





a 


tile work and 
bathtub or sink 
—also where tile 
work abuts door 
and window 


Pint... 39° 












WINDMILL New Monitor wind- 


mills are on the way! 
Baker Manufacturing 
Company is standing 
by its dealers in their 
drive to keep farm 
wells pumping. 


Replacement parts 
will continue to be 
furnished for repairing 
old windmills where 
possible. In addition 
to that—Monitor has been authorized to manu- 
facture a substantial number of new windmills 
during the coming year. 





If a farmer's need is genuine and he qualifies 








for ration certificate 
MR-22, he may be 
able to obtain a new 
windmill. 


Cement Floor 
Cleaner... 


CENTRAZ Brick Point 


fire brick joints * - «+ for removing 
in fireplaces oils and greases 
and furnace and paint from 


— ; 35° cement floors. 


| pint... 49° 
Prices west of Rocky Mountains, slightly higher 
ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 
A READY MARKET— ATTRACTIVE PROFITS 
CENTRAZ Products ore nationally distributed — Ask your Jobber or write 


CHRISTY COMPANY, INC. 


1417 PINE STREET . . ST. LOUIS 3, MO. 


This is not a stripped 
wartime model, but 
the regular Monitor 
"storm-safe" mill with 
automatic wind-gov- 
erning, self-oiling 
head and iron - vault 
gear case. Get the 
full facts from your 
nearest Baker branch, 








* BRANCHES + 
BAKER MFG. CO. Minneapolis, Minn.z 
Madison, Wis.; Fort Dodge, la.: Cedar 
Rapids, Ia.; Omaha, Neb.; Kansas City, 
Mo.; Enid, Okla.; Hutchinson, Kansas 
BAKER MFG. LTD. Winnipeg, Canada 
AXTELL CO.: Fort Worth. Tex.: Amarillo, 
Tex.: Lubbock, Tex.; San Angelo, Tex. 





BAKER MANUFACTURING CO., EVANSVILLE, WIS. 








AND THEY’RE PROFIT-MAKERS, TOO... 


Customers won’t buy just one... they'll _ profitably for gifts, prizes, and decorative 
want all four of these appealing figures, if homeuse. Faithful reproductions of hand- 
you feature Clem, Lem, Ben, and Pete carved walnut originals, they average 434” 

all lined up together in their eye-catching in height. Don’t fail to display the “Boys” MULTI PRODUCTS, INC. 
red, white and brown counter display in a prominent place. Like all Multi- 1914 S. WESTERN AVE., CHICAGO 8, ILL. 
gift box! These clever Hill Billy Boys craft profit-winners, these figures are fast 
are full of personality, and sell quickly and _ sellers all year around. See your jobber now. 





. 
225 FIFTH AVE., NEW YORK CITY 
ROOM 1558, MERCHANDISE MART, CHICAGO 
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Coldwell Chemical 
Crops System 


For growing various types of seed- 
lings sterile sand and mica bed is sup- 
plied with a continuous flow of special 
nutrient solution which nourishes the 
young seedlings, and is said to result 
in strong hardy plants with extra long 
root structure. Young plants are placed 
in sand pots and continue their growth 
using the Coldwell solution. When the 


t 


seasen is right, mature plants are trans- 
planted to the garden. Equipment in- 
cludes: strong wood seed bed with res- 
ervoir and catch basin, 22 in. by 12 in. 
by 3 in., with legs. Attractively painted 
on outside, all surfaces exposed to 
moisture are coated with a special pro- 
tective material. Also included is 14 





WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 





Ibs. of clean sterile graded sand mixed 
with mica flakes; four packages of 
chemicals; chemical “thermometer” to 
test strength of the solution; and a 
complete text and instruction booklet 
written by Dr. Victor A. Tiedjens, asso- 
ciate professor of vegetable crops, Rut- 
gers University. This booklet tells how 
to set up unit, prepare solutions, and 
when, where, and how to plant seeds. 
Coldwell Lawn Mower Co., Newburgh, 
N.. X. 


Plymouth Cordage 
Service Book 


The Emergency Service Department, 
Plymouth Cordage Co., N. Plymouth, 
Mass., has issued its War Emergency 
Service Book No. 4, copies of which 
are available on request. This booklet 
issued as a helpful service to the war 
effort and to distributors, dealers and 
users of rope points out in a foreword 
that the situation “calls for your co- 


operation in helping to further this war 
necessary program . . . contmued con- 
servation with increasing substitution.” 
It points out that M-84 established one 
comprehensive control for all kinds of 
fiber and rope under a single General 
Preference Order, earmarking definite 
proportions of all rope production for 
non-military purposes, including marine, 
commercial fishing, oil field, farm, in- 
dustrial and wire rope centers. There 
is a complete question and order style 
analysis of order M-84. Included in the 
booklet is Schedule A giving cordage 
end uses on Manila, Agave and other 
fibers. There is data as to synthetic 
fibers, cotton, coir yarn and a variety 
of South American, Central America 
and domestic fibers with which the com- 
pany has been experimenting. This 
booklet has pictures showing war zone 
uses for rope and illustrations of the 
pamphlets and material issued by the 
Rope Conservation Campaign Commit- 
tee, approved by the War Production 
Board. 











Your Aales will Ahy-rschet 


WITH THE NEW 


FLY ROCKET 


ALL PURPOSE 
SPRAYER 





Durable lightweight con- 
struction. All parts will 
not rust. Pump tube is %” 
hard chip-board, waxed in- 
side and out to protect it from 
oil and spray liquids. Overall 
length 14”, height 5”, 8 oz. amber 
jar included. 


NEW “double-action” EASY DUSTER 


A new ACTIVATOR device 
creates a miniature “dust 
storm” inside the duster 
body so that a uniform dust 
cloud is expelled through 
the discharge tube. 
me IMPROVED 1944 MODEL 
walt <—y——g. ‘QUART SIZE SPRAYER 
rw Y The hard chip-board pump tube 
is waxed for protection from 
spray liquids. New palm-fit 
handle. Plastic head, nozzle, and 


syphon tube will not corrode. Fits 


Continuous 
SPRAYER any standard quart mason jar. 
Sold without jar. 


WRITE FOR DEALER CIRCULAR TODAY! 


104 HARDWARE AGE 



















pee of 


a 
FARM EQUIPMENT — 
for over 20 yeérs 










Pat 
- 
w 


The EASY [| 






AMERICAN SPECIALTY CO. 
AMHERST, OHIO 
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Tension 


FULL 
SURFACE 
STYLE 
(illustrated) 
No. 80-00-1 


FEDERAL 
SPECIF. E230! 


Style 
No. 80-00-2 
FEDERAL 
SPECIF. E2302 


Fully covered, strong, well-tempered 
springs assure long satisfactory service. 
Easily regulated to any desired tension 
after door is hung. Size—3" x 3", Packed 
one pair in box with screws. Furnished in 
Dull Black or Parkerized Black. 


For 46 years Shelby’s consistent record of top quality 
has earned Builder preference and Dealer loyalty. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


Sle Shy SINCE 1898 


HARDWARE 


BUILDERS’ 
Geed Lovks — Beller Wear 





DOOR HINGES 
Adjustable | 


HALF SURFACE 











—_— 
CAR WASH F 





DELIVERS THESE 
FAMOUS QUINTS 


Every one a store traffic builder for you. Packed 
24 to a colorful counter display. Available 
BOW W 2000 WE oon ivadssssecs.ss.:. ‘10c. 


"LITTLE DOC” PAINT BRUSH CLEANER 
Makes old brushes new, clean and soft. A “natural” 
for hardware stores. 


“LITTLE DOC” WINDOW CLEANER CONCENTRATE 
——— to make 3 gals. of top-notch window 
cleaner. 


“LITTLE DOC” TEN MINUTE CAR WASH 
Enough to wash 3 average size cars for a dime. 


“LITTLE DOC" RUG and UPHOLSTERY 

CLEANER CONCENTRATE 

Ample to clean a 9x12 rug or average 3-piece living 
room suite. 


"LITTLE DOC” REFRIGERATOR CLEANER 
A builder of women’s trade. Cleans, polishes, disin- 
fects, leaving refrigerator sweet and sanitary. 

Pet “Little Dec” new items 

te work fer you. Write tedey. 


GUS. J. SCHAFFNER COMPANY 
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Draftt-O-Stat 
Display 


Colorful display features a full size 
Hotstream model “BM” motorized 
Draft-O-Stat in action. As it moves 
through the cycles of on and off periods, 
the constantly changing message moti- 








vated by a clock mechanism, explains 
what is happening and holds the pros- 
pect’s attention until the complete story 
is understood. Set of flashing lights 
behind the furnace instantly tells the 
onlooker that the fire is either full or 
checked. Display is effectively illu- 
minated, according to the maker, and 
is suitable for show window, counter 
and sales floor. Furnished to dealers 
free with an initial order of six or 
more Draft-O-Stats. The Hotstream 
Heater Co., combustion equipment di- 
vision, 8007 Grand Ave., Cleveland, 


Ohio. 


Myers Water System 
Booklet 


Booklet shows and describes the F. 
E. Myers & Bro. Co., Ashland, Ohio, 
line of pumps and water systems for 
farm and home. Numerous product 
and application illustrations are used 
for the purpose of helping the prospect 
decide which unit is best suited to his 
needs and to acquaint him with the 
many productive and labor-saving ap- 
plications for running water. It is 
made up so that it will serve the 
dealer’s purposes whether used for 
farm or non-farm prospects. Convenient 
size makes it suitable for mailing as 
well as store distribution. Generous 
space provided on the cover for dis- 
play of the dealer’s firm name and ad- 
dress. Copies of booklet MS44 mailed 
upon request. 








What’s 
on the fire? 


—for Manning-Bowman 
dealers and distributors 





A mighty tasty dish, indeed, for the 
post-war market is going to be a 
humdinger. More homes needing new 
electrical appliances than ever be- 
fore. More money to spend. More 
desire for top quality backed by es- 
tablished trade names. 





After Victory, Manning-Bowman 
will be ready for this marvelous 
market with a line that will mea- 
sure up to Manning-Bowman’'s rigid 
pre-war quality standards in every 
way...@ line worthy of this com- 
pany’s 87-year-old reputation for su- 
perior New England craftsmanship! 





The Manning-Bowman line will be 
ready for distribution as soon as pos- 
sible after we get the “green light” 
even though production has been 
going 100% to the armed services. 


With such a line PLUS outstanding 
merchandising and advertising sup- 
port...it’s a good bet that Manning- 
Bowman dealers are going to enjoy 
a steady, profitable business in the 
post-war period. 


Manning-Bowman 


—Means Best 


MERIDEN, CONN. 


_ Keep on backing the otock 7 
- BUY MORE WAR BONDS, 4 
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ARMSTRONG 


DROP FORGED WRENCHES 


Thousands more will know 
“ARMSTRONG” Quality 


With ARMSTRONG Wrenches, the 
standard service wrenches for the 
finest aircraft motors, and much ma- 
chined ordnance and standard tools in 
innumerable war plants . . . 


hundreds of thousands Americans now 
know the meaning of ARMSTRONG 
Quality Wrenches. They have felt 
the handiness of perfectly balanced 
wrench, the sure position grip on a 
belt or nut that result from openings 
with just the proper clearance; the 
assurance that comes with finding 
strength beyond any need; the com- 
fortable “grip” and fine finish and 
the extra power, so easily applied 
. « These Americans will never 
again be satisfied with any but qual- 
ity wrenches—will buy where they 
can buy ARMSTRONG Wrenches. 
Prepare for this new quality wrench 
market with 
ARMSTRONG Drop Forged Wrench 
ARMSTRONG Chrome-Vanadium Wrenches 


ARMSTRONG Chrome-Vanadium Socket 
Wrenches 


Over 100 types, each in ali sizes 





Write for Catalog 


ARMSTRONG BROS. TOOL CO 


The Tool Holder People 
314 N. FRANCISCO AVE 


Eastern Warehouse & Sales: 199 Lafayette St.. New York 
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CHICAGO, U.S.A 


— WHATS HEW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 
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Bild-A-Set “Assembly 
Line” Flying ’Planes 





These flying model airplanes made 
by D. A. Pachter Co., Merchandise 
Mart, Chicago 54, IIl., are an application 


| of true factory methods to model air- 


plane building says the company. Jigs. 
“Speedlok” Clamps and pre-fabricated 
parts are included in the kits, and the 


| line includes 15 famous models, one of 


which is a Flying Fortress. 


Newell E-Ze Latch 

For Screen, Storm Doors 
Latch is finished in two-tone brown 

baked enamel. Was developed to pro- 

vide an easy working device that would 

operate with a finger touch. Being of 


the gravity type all friction is elim- 
inated. Fully illustrated instructions 
for installation, together with template, 
are packed in each box. Maker states 
that construction is such as to insure 
long continued use in service. May be 
used for screen and storm doors. Newell 
Ufg. Co., Lowell, Mich. 














1944 Clean-Up Paint-Up 


| Campaign Display 


Window display designed to tie in 


| with the necessity of war-time conserva- 


tion of property in reminding the public 
to make property last with paint. It 


is part of the government’s urge to take 
good care of the things we have—the 
Clean Up-Paint Up-Fix Up campaign. 


| Display is die cut with two wings, and 


lithographed and paint styled in bril 


liant colors. Total width of the display 
is 45 in. by 36 in. Space available for 
imprinting in the center above the 
house is 20 in. by 8 in. Each display 
is packed in chipboard and wrapped 
in kraft paper to facilitate shipment to 
dealers and contractors in paint, hard- 
ware, lumber and building materials. 
They are being sold on a cooperative 
price basis, intended to cover cost and 
handling only by National Clean Up and 
Paint Up Campaign Bureau, 1500 Rhode 
Island Ave., N.W., Washington, D. C. 


(AINTING- 
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JUST A CASE OF 


KNOWING HOW! 


The successful forming of wire into 
intricate patterns must be learned the 
hard way — by experience. Brooks 
products as used today in countless 
thousands of war and peace fabrica- 
tions represent nearly 100 years’ study 
of the effect of “fatigue” upon the vari- 
ous metals and alloys . . . just a case 
of knowing how. 

Because of their remarkable flexibility 
of application, these products will have 
a vital part in peacetime manufactur- 
ing, and we shall be glad to offer 
assistance in such long-range planning. 


& SONS 


M. S. BROOKS 
B" CHESTER, CONN. 


Since 1848 


BOX "' 


"BROOKS HOOKS] 





“ross tack 
Gers A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTY 


Jacks and staples 


fon new nequinements 
M specially -_~-~ 


W.W. (ross & CO.INC. 


EAST JAFFREY. N.H. 
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Courtman Victory 
Garden Kit 


Contains necessary ingredients to help 
produce maximum yield in the garden, 
according to the maker. Material is 
sufficient for the recommended garden 





of 25 ft. by 50 ft., for the full season. 
Included in the kit are 3 Ibs. of 
Rotonex: rotenone dust for use on 
vegetable crops where a non-poisonous 
insecticide is advisable; 2 lbs of Cala- 
mixture of calcium arsenate and 
hydrated lime for controlling most chew- 


| ing insects; and 2 lbs. of Calnickem, 





ready mixed nicotine dust for control- 
ing most sucking Also 
tained in the kit is 12 oz. of poison bran 
bait that is said to eliminate the dam- 
ages caused by cutworms young 
plants; 1 oz. of Maggotex, blended 
calomel bearing dust. for the control of 
root maggots attacking cabbage, broc 
coli, etc.; and 2 lbs. of Vitasalt, a con- 
plant food. An 
garden manual and a garden chart is 
provided with each kit also. Courtman 


insects. con- 


on 


centrated instructive 


| Chemical Co.. Commerce Pl... Eliza 
beth 4, N. J. 
Animates—W ooden 


Toy Animals 


Elephant No. 79 is one of four types 
of hard wood, precision finished toy ani- 
mals in the line. They have articulated 
head, ears and legs and may be made 











Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 


to quick shipment of steel. 


Principal Products incluge. 


Bars « Shapes « Structurals « Plates « Sheets 

Floor Plates + Alloy Steels + Stainless Steel 

Shafting + Screw Stock « Wire « Mechanicol 

Tubing + Boiler Tubes « Reinforcing Steels 

Too! Steels + Bobbitt + Nuts « Bolts . Rivets 
Welding Rod « Etc 





JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 






















FASTENINGS 





} 


to stand, sit or assume other positions 


of live animals. Packed one dozen to 
a carton, line includes donkey, elephant, 
rabbit and Scotty dog. Novel Products, 


Inc.. 510 N. Dearborn St., Chicago 10, | 


Il. 


2963 Carroll Ave. 


Safer - Quicker 


IN HOLLOW 









AND 


Clamp Cuts 


Half and 5S 
the Fingers. 


ie -— 
WITH “ae 


ROX OF PAINE TOGGLE BOLTS 
Ask Your Jobber and Write for Catalog 
THE PAINE CO. 
Chicago 12 
Offices in Principal Cities 


FASTENING 
and HANGING 





ctallation Time 


MATERIAL 
With 

PAINE 
TOGGLE BOLTS 


TOGGLE BOLT CLAMP 


In- 
in 
aves 


Walla ay 
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¢ March of 
HAMMOND pRODUTS 





A GOOD LINE 
FOR SURE PROFITS 


Steadily, these ever-popular 
Products march on to dealers’ 
shelves and soon march off again 
to meet the needs of Farmers, Florists 
and Victory Gardeners. 

In spite of wartime shortages, there have 
been few casualties in the good old Hammond 
family, and a new member, Hammond's Vic- 
tory Dust No. 76, has proved highly popular. 


NATION-WIDE ADVERTISING 
CONTINUES UNABATED 


Through Garden Magazines, Sunday News- 
papers, Florist Journals and Farm Papers, 
your customers are constantly reminded of 
the Old Reliable Hammond Line. 


GENEROUS MARK-UPS 


The Hammond policy on mark-ups has always 
been a liberal one; there has been no change 
in wartime. You make worthwhile profits 
when you sell Hammond Products at ceiling 
prices. 

Electros for local advertising and other dealer 
helps freely supplied. 

Write for prices and full particulars 


HAMMOND PAINT & CHEMICAL CO. 


46 Ferry Street Beacon, N. Y. 



















( el FLEX-BLADE) 


To create consumer demand for 
RAYFLEX BLADES in your community, 
we will advertise our product during the 
lawn-mowing season in the following 
Magazines: 


American Home 
House Beautiful 
House & Garden 
Horticulture 
Flower Grower 
Gardeners’ Chronicle 
Home Gardening for the South 
American Cemetery 


Several Million Lawn Mower Owners will 
read this message. 

Your customer can't buy a new lawn mower 
for the duration but he CAN buy a RAYFLEX 
BLADE which will increase the efficiency of 
his present mower by 50% and assure a clean, 
even shear. No mechanical skill is required 
to insert a RAYFLEX BLADE. 


Attractive Display Cards and Circulars 


Speak to your Jobber— 
or write us today 


FLEX-BLADE WORKS 


324 West 70th St., 
New York 23, N. Y. 
Dept. H 
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| Storage Battery 
For Electric Fence 


| 

| | 

| This special 6-volt charge-retaining 
| storage battery was designed to replace 
6-volt dry batteries in many applica- 








tions requiring low current drain at 
sustained voltage over long periods of 
time. The maker states that “unlike 
automotive type storage batteries, which 
are built for high current output and 


continuous charging, and which self- 
discharge rapidly when standing idle, 
the new Willard CR-2-3 Charge-Retain- 
ing Battery can stand for a whole year 
—even in warm weather—without run- 
| ning down. In service, it maintains 


high operating voltage even when par- 
tially discharged.” The maker also 
states that this battery will deliver ser- 
vice equivalent to the life of a 6-volt 
dry battery on just one charge and 
that it can be recharged 15 or more 
times. Approximately the same size as 
the familiar 6-volt utility dry battery it 
is recommended by its maker for elec- 
tric fence operation, rural telephones, 
bell ringing, alarm and signal systems, 
annunciators, inter-ofice communica- 
tion systems, ignition and standby ser- 
vices among other applications. The 
Willard Storage Battery Co., E. 13lst 
St. and St. Clair Ave., Cleveland, Ohio. 





“Queen Anne” 
Casserole 


Queen Anne casserole is guaranteed 
heat-resisting. May bake the dish in it 
and then serve directly from it. Indi- 


vidually packed 12 in a carton. Has 


a capacity of 2 qts., and newspaper ad- 
vertising mat is supplied free. Hickey 
Sales Co., Law & Finance Bldg., Pitts- 
burgh, 19, Pa. 











TROY 
BEST 


FILE HANDLE (Patented) assures better workman- 
ship and safety to user. 








FILE CARD—cleans files, taps, and dies quickly 
and thoroughly. 


TROY FILE WORKS 








G2) KEY BLANKS 


“America’s Largest Exclusive 
Locksmith Supply” 


In one use any stand- 
ard manufacturer’s number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 

















_ SKILLMAN 


Manufacturers 


® BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
. Co. 
Trenton 4, N. J., U.S.A. 








THEY FY PULL—CLINCH—HOLD 


The eutstanding fastener fer making, repairing 
frames, 


sereens, gardes furniture, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 








2949 Elston Ave. Chicago (18) Ill. 
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DAY OR NIGHT 


Write for details about 
letter and number dis- 
play assortments. 


, Eve Sale is 
Another Display 
REFLECTO LETTERS CO. 


12 W. 27th ST., NEW YORK 1, N.Y. 


ee 








LETS ALL BACK 
THE ATTACK... 
WITH WAR BONDS! 
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Stirrup Pump 
With Spray-Nozzles 


Device consisting of a plastic spray- 
nozzle, which converts the Stirrup Pump 
into a garden sprayer. In addition to 
its use as a garden spray, the pump 





has many other purposes, including the 
one for which it was originally pro- 
duced, that of extinguishing fires; 
washing the car, spraying whitewash, 
dusting flowers and vegetables with 
insecticides or for simply watering the 
garden. Nozzles manufactured by 
Oakes Mfg. Co., Tipton, Ind., are said 
to be non-corrosive and _ clog-proof. 
Nozzles are packed in an attractive 
counter display, but when sold with 
the pump, nozzles are in bulk.—Supplee- 
Biddle Hardware Co., 511 Commerce 
St., Philadelphia, Pa. 


Hand Cut Rotary 
Files 


Complete line of hand cut rotary files 
for use on flexible or stationary shaft 
filing machines, portable electric and 
air tools, and similar devices. Files are 
obtainable in flame, ball, cone tree, 
oval, cylindrical, tapered, and other 
shapes recommended for the fast cut- 
ting of hard metals. Each shape is avail- 
able in a number of sizes, as well as in 
rough, coarse, fine, and smooth cuts. 
Illustrated folder is obtainable upon re- 
quest to the manufacturer. Heller 
Brothers Co., Newark, N. J. 


Crosley Booklet 
On Its War Work 


Large booklet entitled, “You and I 
Have a Date, Mister!” tells the distrib- 
utors and dealers of The Crosley Corp., 
what it has accomplished during two 
years of war, what it is doing now, and 
what it plans to do when production 
of civilian goods is resumed. Contains 
32 pages, and is fully and colorfully 
illustrated. It reminds Crosley retail 
and wholesale outlets of the expansion 
program which has produced 42 dif- 
ferent war-time products far beyond 
the engineering and manufacturing skill 
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and ingenuity of peacetime Crosley | 


civilian products. Expansion of the 
Crosley personnel from 1800 workers 


in 1940 to more than 8000 persons in | 
1943 is charted in the booklet. First | 


civilian products after victory, accord- 
ing to the booklet, will resemble 
closely, with some improvements, the 
appliances and radios that were being 


built before the war, but the new Cros- | 


ley products will follow as soon as is | 


practicable. A page of the booklet is 


devoted to photographs of the Crosley | 


executives. The Crosley Corp., Cincin- 
nati, 25, Ohio. 


Jig Saw 
With Full-Duty 
Blade Chucks 


De Luxe heavy duty 25 by 5 in. jig 
saw has full-duty blade chucks that 
take blades from 5 to 9 in. long and 
die files. Can be used for fast sawing 
and sanding of metals, woods and plas- 
tics, clean and accurately, without vi- 
bration, according to the maker. Has 
a 20 by 20 in. oversize, polished, cast 
iron work table which tilts both ways 
45 deg. By removing the U-frame and 
using saber saws there is no limit to 
the size of the panel that can be cut. 
Bevels of 45 deg. can be ripped on long 
lumber. When the upper head is turned, 
the blade-guide, blower, and hold-down 
all follow around as one unit. Cali- 
brated tensioner knob shows correct 
spring tension for every kind and size of 
blade, according to the maker, and it is 
said to prevent breaking and damage. 
Base is a heavy single iron casting. Said 
to be easy to read, scribed lines indicate 
exact position of head for ordinary saw- 
ing, or for ripping crosswise to frame. 
Mechanism is splash lubricated. Boice- 
Crane Co., 990 Central Ave., Toledo, 
Ohio. 








A pliable plas- 
tic that comes 
all ready to 
use. Just press 
into place with 
the ) sas and 
it stays put. It 
sets firmly, 
does not crack, 
chip or shrink. ; 
Can be painted. Unrolls like rib- 
bon and adheres to any clean, dry 
surface, inside or outside. 
© A good plugger-upper to seal cracks 
in plaster, woodwork, around case- 

ments, screens, etc, 
| @ Makes good packing and gaskets. 
Stops rattles. : 
© Keeps out dust, dirt and vermin. 
© Superior for setting glass in wood 
or metal sash. 

Write for Circular 


J. W. MORTELL CO. 













Technical Coatings since 1895 


Burch St., Kankakee, Ill. 


About 80 feet 
of %4" Mortite 
to a roll. 
Order through 
your Jobber. 
Nationally ad- 
vertised 
at $1.25. 











PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x Ye" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY’! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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Cupitalizes on Being the “Biggest 


Little Hardware Store in Town” 


H. A. Dunlap is the owner and 
finds a small establishment is 
able to produce real business 


, “Biggest Little 


Hardware Store in Town” is that 
of Dunlap Paint & Hardware Co., 
North Birmingham, Ala. It occu- 
pies a store with only 13-ft. front- 
age and extending back 40 ft, but 
it is in the town’s best block and 
enjoys a volume of business that 
would make some much larger 
stores envious. 

H. A. Dunlap, proprietor, ‘said 
he was glad to have a small store, 
as he could run it withuut any help 
(except his wife), and that is a 
consideration in this day of man- 
power shortages. Also, he says, 
the danger point of a hardware 
store is when it reaches the point 


where it was too big not to be de- 
partmentalized. He says he never 
expects to reach this stage, hence 
he does not have to worry about 
that. and he adds that he “started 
little and expected to stay little” 
by choice. 


Little Things Count 


Having a small establishment, 
Mr. Dunlap says he can pay atten- 
tion to little things which other 
stores were “too big” to fool with. 
As in illustration, he says other 
stores in town had no dog or cow 
chains. He simply bought chain 
in long lengths and cut it up into 
the rights lengths, putting a snap 
on one end and a ring on the 


other. Other stores now send cus- 
tomers to him for dog and cow 
chains. He did the same thing 
with wire to make 100 and 50-ft. 
lengths of clothes wire. 

In order to shop for hard-to-get 
items. Mr. Dunlap regularly visits 
jobbers in his territory and 
doesn’t wait for salesmen to call 
on him. He pays cash for what- 
ever he buys and in turn sells for 
cash. On account of the smallness 
of the store he specializes mostly 
in small shelf hardware and paint. 
rather than in heavy items like 
electrical appliances, stoves and 
building materials. He was for 
about 15 years in the hardware 
business at Wildwood,, Fla., before 
coming to Birmingham. 





Mr. Dunlap in a corner of the small store that has big traffic. 
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ARMSTRONG- BRAY 
Gearand Wheel Pullers 


& 
PROMPT SHIPMENT FROM STOCK 
—ESSENTIAL TOOLS TODAY 


because they save hours of time, prevent costly 
breakage and long shut downs. 

STEELGRIP Standard Rigid Arm Gear and Wheel 
Pullers are of improved design. Will not slip from 
work. Arms are forg and heat-treated. 2-arm, 
3-arm and special models. {2 types and sizes. 
CHAINGRIP Universal Pullers pull wheels, solid 
gears, pinions, etc., even at considerable distance 
from end of shaft. Proof-tested chains have both 
chain hooks and special pulley hooks. 3-ton and 
12-ton capacities. 


Write for Catalog Sheets. 
ARMSTRONG-BRAY & CO. 
"The Belt Lacing People'’ 
Northwest Highway, Chicago 30, U. S. A. 


























Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 

“Who 
He'll be 


in, write to the 
Makes It” Editor. 


glad to serve you. 
HARDWARE AGE 
100 East 42d St. New York City 
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Robt. P. Boyd, 80 Years | 
Old, March 9, 1944 


A Poem in Honor of 
a Recent Event 


NNOUNCEMENT of the fact | 
that Robt. P. Boyd, Nashville, | 
Tenn., celebrated his 80th birthday 
on March 9 appeared on page 82 of 
the March 2, 1944, issue of Harp- 
warE Ace. Mr. Boyd, a past-presi- 
dent of the Old Guard and its long- 
time secretary-treasurer, has many 
friends in the hardware business. 
One of them, Frank I. Clark, sales 
manager of the Iver Johnson’s Arms 
& Cycle Works, Fitchburg, Mass., 
and a member of the Old Guard. 
has commented on the fact in the 
following poem: 


Dear Bob: 
Eighty years? It don’t seem true 
That all these years are hung on 
you! 
Maybe some mistake’s been made 
By adding on a full decade. 


A man’s as young as he may feel-- 
With you it would be no ordeal 
To re-enact young days anew 
And show Old Guards what you 
can do. 


I wouldn’t be surprised at all 
Again on Jobbers see you call, 

A sample case, or two or more | 
Lugging through the Buyer’s door. | 


In Dallas, and in Houston too, 

You’d sell goods like you used 
to do. 

The Buyers all would sign on line 

And business with you would be 

fine. 


Our friendship Bob, has been the 
best— 
The passing years have stood the 
test 
Every Old Guard loves you too, 
And that’s the way we'll see life 
through. 


Correct Answers to 
“Test Your Hardware 


Sense” 


(Questions on page 56) 


]1—Answer—Five times turn. 


2—-Answer—$80,000 
charge sales. 


volume in | 


3—Answer—Balance due $70. 


4—Answer—$6,000 invested in 
accounts receivables on the average. 


5—Answer—No. The net amount 
is the same either way. 





NEW CUSTOMERS 
FOR YOU! 


SELL 


HOUSEHOLDERS! 
HOBBYISTS! 
... AS WELL AS 
WAR WORKERS! 





NO PRIORITY 
NECESSARY 


Fuller Mallets have won the en- 
thusiastic approval of war workers. 
This number is now available for 
your general trade. Ideal for 
valves, ignition, fenders, bronze, 
plastics, lead, copper, furniture, 
wood work, sheet metal. Mar- 
proof, amber head, genuine hick- 
ory handles. 


6 to a Box with Sell-On-Sight 
Display Card for 2 Mallets 


Order from Your Jobber Today 


JOBBERS: Write for Salesmen's 
Catalog Pages 


FULLER TOOL CO. 


Makers of Fuller's Unbreakable Amber 
Handle Screw Drivers and Wood Chisels 
207 W. 25th St. New York 1, N. Y. 
MIDWEST FACTORY REPRESENTATIVES 
LYNN-PAUL & ASSOCIATES 
219 No. Jefferson St., Chicago, Ill. 
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Brevity is the Soul of Wit 


WHEN 


IT COMES TO 


Cons exving Paper 


URE IT’S EASIER to let your dictation roll along. 
Sure it’s easier to write long copy. Sure it's easier 
to do all the good, pleasant things of normal peace- 


time business when paper is like water, something you 


can pretty well use as you will. 


. 
But now, when the increasing paper needs of the armed 
services daily decrease the national supply of paper— 
when paper is a true war essential—that's a different 


story. 


All of us in business must watch every piece of paper 
or paper board we use. We must judge its use in terms 
of absolute necessity. We must not use a single piece, 
a single inch, of paper which thriftier writing or print- 


ing or packaging can possibly save. 


For multiplied on a national scale, that particular piece 
or inch of paper or paper board becomes the tonnage 
needed by our service forces to ship precious food and 
ammunition and weapons and medical supplies and 


blood plasma to our troops overseas. 





If there's no Paper Conservation Committee in your 
organization or in your community, why not get one 
going today? 

This advertisement prepared under the auspices of the War Advertising 


Council in co-operation with the Office of War Information and the War 
Production Board. 


LETS ALL USE LESS PAPER 








USE LESS PAPER BECAUSE 


It takes 25 tons of blueprint paper to make a 
battleship. 


700,000 different kind of items are shipped to 
the Army—and they're paper-wrapped or boxed. 


“K" ration containers, shipped from the Eastern 
Seaboard alone, take 662 pounds of paper a 
month. 


Each Signal Corps radio set takes 7 pounds of 
kraft paper, 3 pounds of book paper. 


Each propelling charge for 155-millimeter shell 
takes 3/5 pound of paper. 


USE LESS PAPER THESE WAYS 


Review all printed forms periodically for essen- 

tiality; consolidation; elimination of waste 

space; standardization of sizes, weights, color, 
grade; elimination of color where possible. 


Eliminate slack fills, thus effecting the econo- 
mies of a smaller package. 


Use 8¥2x5¥2-inch letterheads for short letters; 
inclose them in small envelopes. 


Adjust the number of units per case to the max- 
imum practical. 


Use and re-use carbon paper consistently. 


Conversely, reduce the number of units to util- 

ize lighter carton board when such reduction 

will result in less tonnage over-all. Be sure that 

the openings are on the smallest dimension of 

the shipping container, so that the flaps will 
have the smallest area possible. 
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Time to Display 
RED ARROW 


Advertised to 
Millions as 
“THE 
VICTORY GARDEN 
INSECTICIDE” 





Yes, you can get Red Arrow now 
—in 1, 4 and 16-ounce sizes—for 
use on food crops only. A potent 
Rotenone-Soap concentrate . . 
kills most garden insects . . . yet 
safe to humans, birds and pets 
when sprayed. Advertised during 
garden season in 12 leading na- 
tional magazines. Government 
restrictions limit supply. Order 
from your jobber now. For free 
sales helps, write today to: 


McCormick & Co., Inc., Baltimore-2, Md. 


a 


l- 














4 New 
BETTER BRAND 





see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 
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Coming Conventions 
and Events 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 8-9, 
1944, at Montgomery, Ala. Headquar- 
ters and sessions at the Whiteley Hotel. 
J. H. Crowe, 1906 Fifth Ave., Birming- 


ham, Ala., is secretary. 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the Southern Hardware Jobbers’ 
Association, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. Charles F, Rockwell, 342 Madi- 
son Ave., New York City, is secretary 
of the manufacturers’ association, and 
T. W. McAllister, 1020 Grant Building, 
Atlanta, Ga., is secretary of the jobbers’ 
association. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, May 11-12, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel, George L. Turner, 
322 E. Markham St., Little Rock, Ark., 


is secretary. 


Carolinas, Hardware Association of 
the, annual convention, June 8-9, 1944, 
at Greenville, S. C. Sally Couch Mas- 
ten, 118 E. Fourth St., Charlotte, N. C., 


is acting secretary. 


Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 


Louisiana Retail Hardware Associa- 
tion, Inc., annual conventions, June 14, 
1944, at the Heidelberg Hotel, Baton 
Rouge, and June 16, 1944, at the Vir- 
ginia Hotel, Monroe. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss., is 
acting secretary. 


Mississippi Retail Hardware and 
Implement Association, annual conven- 
tion, June 12, 1944, Jackson, Miss. 
Headquarters and sessions at the Hei- 
delberg Hotel, David O. Mansfield, 
P. O. Box 1696, Jackson, Miss., is act- 


ing secretary. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Building, Atlanta, Ga., is secretary of 
the jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association. 


Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, IIl., comprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ Ass’n, 
H. R. Rinehart, 505 Arch St., Philadel- 
phia, Pa., secretary, and American Sup- 
ply & Machinery Manufacturers’ Ass’n. 
H. Kennedy Hanson, 1108 Clark Build- 
ing, Pittsburgh, Pa., general manager. 








Gripper Clips 


Registered U. 8. Pat. Omics 


Small and aioe 

sizes for 

tools, gerden 

implements, 

a on 
Ebony finish. 

Packed a+ oe 


small). Retails 
at 10¢ each. Also 
bulk shipments 
to factories. Cir- 

culars on request. 


GIBSON GOOD TOOLS, INC. s 
Box 26B Orange, Mass., U.S.A. 
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cHAMO 


MADE IN U.S A 


“ASK YOUR JGOBBER- 
POR CUR EXTRA VALUES 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


GU NS 











STEEL ne RODS 





tly  reinforeed. 
The fork ts 
from 
gauge 





26°xt2° 
x 11%" 
Geep heavy 


Write for prices. 
The Cleveland Wire Spring Co. 
St. and Hamilton Ave. 
* mee Gevelend. Ohio @ * 


Ne. 158 
Mortar 











NU-WAY 
Calf & Cow 
WEANER 


/ SELLS ON SIGHT 


BECAUSE THE PRINCIPLE IS ee 
Thousands of satisfied users from const te 

Weans Them a the 
Hamane Way 


Jabs the Animal 
Doing the Sacking 


— 48 


Tet, Repeats 
AUSTIN MFG. “c0., “ROUND “GROVE,” ILL 











KEY BLANKS 


OF EVERY DESCRIPTION 





Catalogue on Request 


GRAHAM o CO. 


S.A. 


Derby, Poon 











Give to the 
Red em: 
War Fund 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........  .08 


Positions Wanted 
(Special Rate) set solid, maximum, 
0 words 
Each additional word.........  .05 
‘How Seven Words for K eyed Address or Y our Addreas 
BOXED DISPLAY RATES 


OG. GEE. n.ncas eke cowedsnnietses «+++ $6.00 
Each additional inch......... 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10 % off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box || 
number advertisers unless accompanied by 


sufficient postage for remailing. 
HARDWARE AGE is published every other 


} 
if 
Thursday. Classified forms close 15 deys || 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 








Essential Workers Need Release Statements 











POST WAR CONNECTIONS WANTED 


with competitive first class manufacturers or exporters cov- 
ering complete lines of Hardware — Tools and Kitchen 
equipment for representation in the Scandinavian Countries. 
Excellent Pre War knowledge and experience in this market 
as well as first class connections with well established firm. 
Interested parties please write Lawrence T. Eastman, 1235 


























’ ° a 2 ° ¢ 
Collingwood, Detroit 2, Mich. 
ae ee aes SALES REPRESENTATIVE 
EXPERIENCED FOR TOOLS we 
Shelf and Builders geet ggg ee by ° Northern Ohio and Michigan ter- 
Young Progressive iladelphia Jobber—Mus . 4 
amy Hardware—Excellent Opportunity—Reply ritory open by Nut and Bolt Manu 
with Full Particulars to facturer. 
Sox H-373, eare of HARDWARE Aes. Address Box H-385, care of HARDWARE y*t- 
00 E. 42nd Street, New York 17, N. 100 East 42nd Street, New York 17, N. 
Statement of availability required. 
‘ 
WANTED SALES POSITION--WOULD 
WAGON JOBBERS—CONTACTING HARD. LIKE TO contact reputable manufacturer seek- 


WARE LUMBER, DEPARTMENT STORE 
RETAILERS WITH CAR STOCKS SHOULD 
REGISTER WITH US STATING EXACT 
AREA COVERED FOR PROFITABLE SALE 
SUITABLE ITEMS FOR THIS _ TRADE. 
STATE ITEMS NOW OFFERING AND REF- 
ERENCES. ADDRESS BOX H-389, CARE OF 
HARDWARE AGE, 100 EAST 42nd STREET, 
NEW YORK 17, N. Y 


WANTED—POSITION AS SALES MAN- 
AGER or General Manager. Have a Nation 
Wide acquaintance in hardware wholesale field 
and have handled sales to mail order and five 
and ten cent trade. Successful record over twenty- 
five years. Could take over full responsibility of 
Sales Production Management and Advertising. 
Draft exempt. Excellent health. Willing to move 
anywhere. Opportunity to produce and_ stable 
connection more important than starting salary. 
Address Box H-392, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 


ADVERTISING AND MERCHANDISING 
EXECUTIVE WANTED by Midwest Hardware 
Wholesaler, a man with a successful record in the 
development and composition of circulars, broad- 
sides and consumer booklets for hardware dealers 
Statement of availability required. Address Box 
H-393, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y 





ing substantial representation throughout greater 
New York and New England. Excellent follow- 
ing. At present employed. I have built substan- 
tial distribution on new products to the key 
accounts among the wholesale hardware, house- 
furnishing and mill supply business. Address Box 
H-390, care of Harpware Acr, 100 East 42nd 
St., New York 17, N. Y. 


WANTED—POSITION AS MANAGER OR 
BUYER—Retail hardware and honsefurnishings 
store, varied experience, allied lines, presently 


employed. Southeastern New York preferred. Just 
over draft age. Minimum starting salary $45.00 
per week. Address Box H-391, care of Harpwarr 
Ace, 100 East 42nd St., New York 17, N . 


DISTRIBUTOR, who can function as MAN- 
UFACTURERS REPRESENTATIVE seeks re- 
liable lines for Hardware Jobbers, Electric and 
Mill Supply trade; Large Industrial, War Con- 
tract Plants, STOVE AND RANGES, Cooking 
and Heating (Gas, Oil, Coal) now or will nego 
tiate for future connections. Mid West Terri 
tories. Address Box H-388, care of Harpwarr 
Ace, 100 East 42nd St., New York 17, N. Y¥ 


COTTER PINS 
2,500 Ibs. assorted sizes, zinc coat- 
ed, closeout. 
Tel: N. Y. C.—Le-2-0010, or write 


J. SOLOMON 


395—4th Ave., New York 16, N. Y. 











LINES WANTED FOR NEW ENGLAND 


DUN & BRADSTREET RATED... PLAN 
Tr POST WAR NOW. ADDRESS PERKINS 

LES CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 





BUYER WANTED—ONE CAPABLE OF 
taking complete charge of purchasing Major Ap- 
pliances and Agricultural and Farm Supplies as 
well as general hardware; another as an assistant 
in purchasing department, familiar with genera! 
hardware, housewares and tools, with opportunity 
to develop into complete charge of purchasing 
specific lines, as experience and ability are dem- 
onstrated. Progressive and successful Midwest 
Hardware Wholesaler with definite plans for Post- 
War Expansion presents excellent opportunities 
for qualified men. Statement of availability re 
quired. Address Box H-394, care of Harpwart 
Ace, 100 East 42nd St., New York 17, N. Y 


HARDWARE CLERK—FOR MODERN RE- 
TAIL store in Queens, New York City. Must 
have experience. With chauffeur’s license pre- 
ferred. Excellent opportunity. Will pay well for 
right man. Write experience, draft status, salary 
desired. Statement of availability required. Ad- 
dress Box H-395, care of Harnpware Acer, 100 
East 42nd St., New York 17, N. Y. 


FACTORIES 
WANTED 


Now and post-war that are able to 
make items for sale to Depart- 
ment Stores, Hardware or Plumbing 
Trade. National sales organization 
sufficient to sell entire output. 
State items you can make. 


FOSTER SUPPLY CO. 
1549 Hertel Ave., Buffalo 16, N. Y. 
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Ciassihied Opportunitien Section... 





Essential Workers Need Release Statements 








BRITISH MANUFACTURERS 
OF REPUTE 


wish to contact Manufacturers in the U.S.A. 
to produce in Great Britain any patented 
line for domestic use where large Sales are 
assured. Large Plant at present in use on 
light Aero Parts. 
Would prefer manufacture and despatch 
only and suggest advertising and sales be 
organized by existing American Organiza- 
tion. Reply in confidence. 
Box H-368, care of Hardware Age 
100 E. 42nd Street, New York 17, N 











POSITION WANTED — GEORGIA HARD- 

WARE MAN, draft exempt, experienced and 
capable of sh ing r ility, desires per- 
manent connection with some ae bte manufac- 
turer that is interested in establishing an office 
and sales room in Atlanta. Warehouse space 
available if needed. Have traveied Atlanta area 
for number of years. Address Box H-381, care of 
Harpware AGez, 100 East 42nd Street New York 
17, N. ¥. 





SALESMAN WANTED LARGE RETAIL 
HARDWARE STORE, established 1919. Strong 
financial backing. General hardware, tools, build- 
ers hardware and paints. Steady position. Ex- 
cellent opportunity. W rite fully giving informa- 
tion as to age, experience, etc. Statement of 
Availability required. S. Zaentz & Sons, 288 
Monroe St., Passaic, N. J. 





A HIGH GRADE SALESMAN WANTS to 
represent well rated manufacturers in Chicago 
and Middle West on Comission Basis. Prefer 
tested repeat products that can be sold to Hard- 
ware Jobbers, Mail Order Houses, Houseware 
Chains and Auto Accessories Jobbers and Chains. 
Twenty years’ experience with excellent follow- 
ing. Good references. Address John C. McCarthy, 
6627 Glenwood Avenue, Chicago 26, Illinois. 





HARDWARE AND MILL SUPPLY CLERK 
EXPERIENCED. Statement of availability re- 
—, Apply 27-49 Jackson Ave., Long Island 

ity, ° 





ACCOUNTS WANTED — REPRESENTA- 
TIVE ESTABLISHED SINCE 1928 calling on 
hardware jobbers, glass and paint wholesalers, 
mill supply distributors and sash and door jobbers 
interested in additional lines of available goods 
for Southwestern territory. Address Box H-361, 
care of Harpware Ac, 100 E. 42nd Street, 
New York 17, N. Y. 





FOR SALE. HARDWARE, PLUMBING & 
HEATING business in one of best business 
towns in Southwest. Exceptionally large trade area. 
Established 50 years. Average volume $60,000.00 
a _vear. Invoice about $22,000.00. Address Box 
H-386. 190 East 42nd 


care of Harpware Ace, 
St.. New York 17, N. Y. 


B B SHOT—STEEL 
Zinc-Coated—Rustproof—Clean 
Put up in 8 oz. bags—$1.20 per dz. bags. 
Minimum Order 50 dz. 


PENNY ARCADE CO. 
326 St. Paul Pl., Balto. 2, Md. 








FOR SALE 
Closing out large stock of polished cast 
bronze door knobs. Standard size 2! 
inches. Also wrought brass cylinder 
vestibule sets. For further information, 
write to 
D. SILVER HARDWARE CO. 

19 ESSEX STREET NEW YORK 2, N. Y. 





The Greatest Name in Locksmiths’ Supplies 








FIRE EXTINGUISHERS are easy to sell 
nowadays. Our popular $3 Dry Chemical unit 
sells wholesale to many types of dealers. Dis- 
tributors or salesmen who carry stock can earn 
substantial income. Liberal discounts. Imme 
diate shipments. Product established 10 years. 
Many fine testimonials. Write FIRE-KILLER 
MFG. CO., 106 N. Franklin St., Syracuse, N. Y. 


TO; MANUFACTURERS’, ATTENTION!!! 
A DISTRIBUTOR needs new lines for Hard- 
ware Dealers and Jobbers; Housewares and Ap- 
pliance Departments. Established trade, headquar- 
ers Cincinnati. Our Associates require new 
items, covering trade Pittsburgh to Chicago, in- 
cluding Ohio Valley and Great Lakes Cities. Ad- 
dress Box H-396, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 








DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 
Melville L. Wolff, 420 Lexington Ave., New York 

.. ee 





FOR SALE—ONE FLOOR IDEAL Lawn 
Mower Sharpener can be converted for ice skates 
including various parts for mowers, 7-8-9 inch 
wheels, side parts, axles, many accessories. Won- 
derful opportunity for anyone who does this 
kind of work. Can be purchased at a great sac- 
rifice. Write Box H-397, care of Harpware Acer, 
100 E. 42nd St., New York 17, ¥. 








BUYER WANTED—EXPERIENCED FOR 
TOOI S—Shelf & Builders Hardware—House- 
wares by a Young Progressive Philadelphia Job- 
ber—Must know Hardware—Excellent Oppor- 
tunitv—Reply with Full Particulars To Box 
H-373, care of Harpware Acz, 100 E. 42nd 
Street. New York 17. N. Y. Statement of avail- 
ability required. 





EXECUTIVE BUYER DESIRES CONNEC. 
TION WITH reliable manufacturer or whole- 
sale jobber thoroughly acquainted with the hard- 
ware and mill supply trade. Thirty years’ prac- 
tical experience. Conservative, yet progressive. 
age 52. Address Box H-379, care of Harpwarr 
Ace, 100 Eat 42nd Street, New York 17, N. ¥ 


Distribution — Present and Postwar 
Established — Reliable — Aggressive 
Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 
Branch Offices 


New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 


carry the accounts or you can bill direct. 
Write for further information and 
references. 











EW MERCHANDISE—CLOSE OUTS. 
DEL tt ERY bicycles with large baskets, baby 
carriages, cribs, hichairs, nursery chairs, wagons, 
doll carriages, shooflies, play yards. Wheels of 
every description for carriages and tricycles, 
baby carriage and bicycle repair parts, tires and 
tubes. Write for descriptions. K & K ae | 
Service, 146 Chambers St., New York 7, N. 





SPECIALTY SALESMAN FAMILIAR WITH 
AND ENJOYING the confidence of a large por- 
tion of the wholesale and larger retail hardware 
concerns east of the Mississippi River would like 
to represent you. More than 20 years’ experience 
in hardware line. Past 10 years sold, dem- 
onstrated and displayed tools for two leading tool 
manufacturers. Write Box H-383, care of Harp 
ware Ace, 100 East 42nd Street, New York 17, 
N. Y. 


REAL OPPORTUNITY FOR AN_ EXPE- 
RIENCED, capable, hardware man. Must be 
familiar with hardware, paints, and house fur- 
mishings and willing worker. Write fully stating 
age, experience and references. Statement of 
availability required. Charles Librett Hardware, 
184 Huguenot Street. New Rochelle. N. Y. 








LINES WANTED AS A MANUFACTURER'S 
AGENT calling on the jobber trade in the follow- 
ing States: ,Iowa, Minnesota, North Dakota, 
South Dakota, Nebraska, Missouri and Wisconsin. 
Address Box H-382, care of Harpware Aoez, 
100 East 42nd Street. New York 17, N. Y. 





EXPERIENCED ALL AROUND HARD 
WARE MAN: preferably one who has buying. 
selling and retail clerking experience; good for 


Statement of availability reauired 
H-387, care of Harpware Acr. 
New York 17, N. Y 


a capable man. 
Address Box 
100 East 42nd St.., 








A REAL PRODUCING SALESMAN FAMIL- 
IAR with industrial and mill supply trade, 
to represent a world known Chain Hoist, 
in either New York City, Chicago, Cleve- 
land, or Pittsburgh, on salary. Permanent 
posit‘on. Statement of availability required. 


Address Box H-355, care of HAR wy 3 4GE. 
100 E. 42nd Street, New York 17, N. 
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Adirondack Chair Co. .. 117 | Manning, Bowman & Co. ......... 105 
American Chain & Cable Co., “Inc. 36 | McCormick & Co., ts (Red 
American Chain Div. ............ % PE DAD. snansentameneridsice 13 
American Fork & Hoe Co. 51-52 | McGill Metal Products Co. ...... 113 
| American Mfg. Co. ...... . i. | “aPeReraaee — 
| American Screw Co. .... 99 | Miller, Inc., Robert E. .......... Ty 
| American Specialty Co., The ... 104] Milwaukee Lace Paper Co. ..... 7 
| American Steel & Wire Co. .. 54 | Minnesota oe & Mfg. Co... § 
American Thermos Bottle Co., The 24| Minute STINE 0 <0.s'nduciened:nes ] 
| Animal Trap Co. of America ... 1i6| Mortell Co. J. W. ............. 109 
Armstrong Bray & Co. ... ...... ili | Multi Products, Inc. ............. 103 
| Armstrong Bros. Tool Co. ....... 106| Myers & Bro. Co., F. E. ........ 7 -_— 
a ree 113 
Auto City Plating Co. 27 
| Autoyre Co., The 17 N 
| National Brass Co. ........... 8 
ANIMAL TRAP COMPANY OF AMERICA National Mfg. Co. ............. 7 
} B National Pressure Cooker Co. .. 82 
LITITZ, PENNSYLVANIA | Boker Mig. Co. ..... 103 | Nockonwood “Industries” Utd... tit 
Bassick Co., The .... - 82] Norton Lasier Co . Ft 
| Blackstone Corp. , 87 pepe ad plait Ae 
| Boss Mfg. Co. ...... 80 
| Briddell, Inc., Chas. D. 18 
K | LLS | Brooks & Sons, M. S. 107 ° 
NT ah, bias awia a 
} Ohio Products Co., The ... 2B 
Red Mites Okonite Co., The’... % 
c 
Carnegie-lilinois Steel Corp. 54 
B e d B u a s Cheney Hammer Corp., Henry 72 : 
- Chicago Lock Co........... 18 
This powerful dis- Chicago Spring Hinge Co. 10| Paine Co., The .......... 107 
infectant also kills Christy Company, Inc. 103 Parker-McCrory Mfg. eer 8s 
. P Pearl-Wick Corp. ............ ' 9 
le lice, termites. Cleveland Wire Spring Co. 113 F 
blue bugs, fleas, ticks, cattle ’ ’ Coldwell Lawn Mower Co. . 22| Pennsylvania Salt Mfg. Co. .... 18 
roaches, ants and similar pests. Columbia Steel Co. ... 54 fe ggg sane Corp. .... . 
" Columbian Rope Co. ... ! orter, inc. eae e6eecese cceseee 
Something to Sell When the Going is Tough! Congoleum-Nairn Inc. oa Progressive Mfg. Co. .....0...... Ih = 
Nationally advertised — widely distributed — a y bm i ot aa 
Satisfied customers in all parts of the country Cross & Co., Inc., W. W. . . 107 R 
as a result of years of successful -~ in — Raybestos- Manhattan, Ine. (Indus- 
and on farms. This powerful disinfectant trial Sales Div.) ......00-s004+: % 
Reflecto Letters Co. ........... 108 
| helps control diseases. an % m. ~~ 6 Sentagien Arms Co., Inc. ...... 49 
etrol apor stove v., Borg- Rich Ladder & Mfg. Co., The — 
iA TOX ITE LABORATORI ES at }. eas seeee = Ryerson & Son, Inc., Jos. ions 
BOX B CHESTERTOWN, MARYLAND Dixon Crucible Co., Joseph ee 
Domes of Silence ..... .. 16 s 
Schaffner Co., Gus J. .... 
Schatz Mf $ Os, 
L U M | N '@) U S } E Schroeder & Tremayne, inc. 
| Edison General Elec. Appliance Schwartz Mfg. Co. ......... 
Sr ree 11 | Shelby Spring Hinge hog 
| Electro-Line Fence Co. 66 | Simon Co., Inc., Ed. bids 
R E F L E 4 T | N G | Englishtown Cutlery, Ltd. 12| Simplex Mfg. Co. ......... 
| Skillman Hardware Mfg. Co 
} ‘ Smith, Inc., Landon 
| Soilicide Laboratories 
F Solo Products Corp. ............ 
-_ Farrell-Cheek Steel Co. . 21 | Standard Lock Washer & =. 
Faultless Caster Corp. 117 Sy ee eee are 
Flex Blade Works eh Stanley Works, Te nace 
Fuller Tool Co. ... ..... TH] Superior Fastener Corp. 
Swift & Co. "'Vigoro Div." 117 
T —_ 
KURSH HOUSE NUMBERS General iii vs 21 
Show addresses clearly night and | : Taylor Instrument Companies ... 25 s 
ava CO. day. Selling fast everywhere for as a age m. Tennessee Coal, Iron & Railroad 5 
hardware dealers. Two new deals, in- «| Ginier Co. tL “A. 55 SRE WM scnicndsatiornoesndvaesas sonst 54 i 
DE cluding full color display card and ym ally Tg — 113 | Toxite Laboratories .............. ilé Pe 
Cleveland, Ohio rack, now available to make selling aan Meme he pliance Co. "** "39 | Triplex Screw Co. .............. 79 
easy. Numbers retail at only 10¢ resales Tool Ce. i Troy File Works .... 108 
Get free sample and story at each. Markers with 4 numbers at | Griffin C. Ww. - 5 
no cost. Write today. $1.00. Guaranteed. Griffin nang. a o bob ccccscoeses + 
; ARE NES 2 y 
Union Hardware Co. ........... 73 
H United States Steel ‘~ ‘ . ~ = 
‘ = ’ 7 . | . 101 
ul ne Ce) tf es “XN | Hammond Paint & Chemical Co. 108 Utee Shep Farge & Ves orp. 
yen anand iaated Wire Wks. ... 2 
ill-Shaw Company ............. Vv 
ad TH * 3 | Hoyt & Worthen Tanning Corp. .. 113 
SLIDE SILENTLY - SOFTLY - St? ele L | Huenefeld Company, the sbatece ds bs. ; - 
| ‘aughan Nove “Ss . are 
40c_ SET-10c SET-10c SET SAVE FURNITURE Vichek Tool Co. ........ ae 
& FLOORS - CREATE QUIET | J 
on a | erry Mfg. : = Ww 
Look for name | Judd Co., Inc. H. L. 6 
” ” * ° Walters Manufacturing Co. ..... 97 
Comes fF Sas Justrite Mfg. Co. 9! | Warwick Mfg. Corp. ......... ' 23 
| Whitlock Supply Co. ...... . 108 
| Wickwire Brothers, Inc. .. x 
Domes of Silence — Insulated Cushion Glides } K Wilson-Imperial Co. ...... , - 
: Katzinaer Co.. Edward ......... 9 | Witt Cornice Co. .......... i 
For Tile, Marble, Cement and Bathroom Floors, | Kent Reposting Aaeaen. ings, Leo 38 | Wood Shovel & Tool Co., The .. 34 
Noiseless. Sizes for metal beds, wood beds, large + ma ——. © Wire Co. .... 1a 
chairs and all furniture. | alias a Y 
————— - | Yale & Towne Mfg. Co. ........ 3 
Ask your Jobber ° L 
Lamson & Sessions Co.......... 16, 68 
earl { Lawrence Engineering Service .... 19 a 
DOMES of SILENCE Inc., 25 Pe. ‘ i St. | Lockwood Hadwe. Mig Co. . 39 | Zenith Radio Corp. .............32-33 
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kan = TABLET ARMCHAIRS 


1142 Broadway, New Yo 





FOLDING CHAIRS 


CANVAS COTS 
Prompt Shipment 


ADIRONDACK CHAIR CO. 





rk 1, N. Y. 





Cots available only with poco rating. No 


priority needed for chairs 








JACKSON SUPE 


Manufacturers of 
WHEELBARROWS SALAMANDERS 
LAWN ROLLERS DRAG SCRAPERS 
CONCRETE CARTS MORTAR PANS 

MORTAR MIXING BOXES 


Manufacturing 








Established 1876 


Write for Catalog 42 HA 


JACKSON 


RIOR PRODUCTS 


These products are subject to vari- 
ous limitation orders, but are avail- 
able for certain classes of users. 


Details and name of our nearest job- 
ber furnished upon request. 





Co. Harrisburg, Penna. 





2 Fast 
TT Eg 


KITCHEN ITEMS 


Priced right—in dozen 
lots —to give you a 
good markup. 


Apartment-Size 
ROLLING 


PIN >> 


WRITE for illustrated circular and price list on other ration- 
proof all-wood hardware store sellers. 


NOCKONWOOD INDUSTRIES, Ltd., Dept. A, Bloomfield, lowa 









INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 

write for particulars sada Sb 


Be ie ay 


FAULTLESS CASTER CORP. 


Indiana 


Canada 
Factory 
Stratford 

feral lar) 


Evansville 


Branches in Principal Cities 












IN 44! 


More gardeners! 
More hot pros- 
pects for you! 


ae of fi- 
cials predict that 
last year’s 20,000,000 
victory gardeners 
will increase by two 
million in 1944! 


That’s 22,000,000 
opportunities for 
additional sales for 
profit-wise hard- 
ware dealers who 
feature Vigoro Vic- 
tory Garden Fertilizer .. . 
the most famous name in 
plant food! 





Feature and display Vigoro 
Victory Garden Fertilizer. 
Watch it lead sales of all gar- 
den supplies. Send for free dis- #iA_——— 


play material. 


A product of 
Swirt & COMPANY 
VIGORO SALES DEPT. 


Mak st their Vic- 
U. S. Y., CHICAGO 9, ILL. ake your store their Vic 


tory Garden Headquarters! 











AUTOYRE 


MANUFACTURERS OF B 
ACCESSORIES. NOW 100% 


THE AUTOYRE COMPANY - 


ATHROOM AND KITCHEN 
IN WAR PRODUCT 


OAKVILLE, CONNECTICUT 


10N 
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In the Colonial days of our fore- 
fathers when the Indians were on tho 
war path . . . the settlers followed 
the common practice of doing the 
best they could with the materials at 
hand, using native oak for a bar to 
go across the door and engage in 
wooden catches fastened to the frame 


with wooden pegs. 


28 8/// —/ SU/I/If)}/}|| 
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1944 War Housing Calls for 
DEXTER-TUBULARS 


Today, tubular locks and latches, originated by DEXTER, are the last 
word; are steadily gaining in use and popularity. Easily, quickly, accu- 
rately installed with brace and bit (made doubly fast with the help of 


the convenient Dexter Bit Guide) they eliminate old-fashioned, 
laborious mortising. Because of the savings through installation and the 
dependable, Lifetime Warranted service, DEXTER-TUBULARS are being 
T i ae U LAR recommended by more and more progressive dealers. 
NOW available in limited quantities, for we are taking care of our 
established dealers First. Write for your copy of the Commander Line 


LOCKS and LATCHES Catalog, showing hardware that conforms to WPB revised Order L-236. 


Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


HARDWARE AGE 








EVEN | KNOW ITS EASIER 


TO DRILL A ROUND HOLE 
THAN TO MORTISE 
A SQUARE OWE 
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MADE BY 


NATIONAL SCREW... 


the Phillips Screw with the engineered recessed 


head amazingly 


simplifies screw driving methods. 


At the war’s close, they’ll be ready for your trade 


THE CRUCIFORM DRIVER EXACTLY FITS THE TAPERED RECESS... 





SCREW 
SELF-CENTERS 


7 distinct advantages of the Phillips Recessed Screw 


. Self-centering on the driver 

. Holds driver from slipping 

. Four “wings” give greater driving power 
. Eliminates head breakage 


. Frees operator’s hand to hold work 


. Makes better appearance — 
prevents marring work fi 0 Nn a [ 
. Simplifies hard-to-get-at at Pris 





jobs 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made “ 

the Quality Leader. 





PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Table Model 
C-28-N High Leg Model 


oa Ze ee s> i 5 


cron HL) eed, Pi 





MODELS 


For the 
Duration. 
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C-39-N Table Model 
B O 8 % O V | > N S Nationally Famous For Cooking Efficiency .. . 
The Standard Of Value For Over 40 Years. 


RATIONING RESTRICTIONS 


Rationing Certificates are required 
to make shipment of kerosene stoves. 








Same are shipped in order received. 


MODELS SHOWN NOW AVAILABLE 








RANGES ¢« STOVES * OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 
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